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DURACORD is 

the original woven 

covered portable 
cord for hard service 


DURADUCT is 
the original Single Wall 
roller-bearing wireway 
non-metallic conduit 
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TUBULAR WOVEN FABRIC CO. 


PAWTUCKET, R. I. 




















Manufacturers of—— De Veau Headsets 


De Veau Loud Speakers 


De Veau Phonograph Attachment 
De Veau Radio Jacks, Dials, Binding Posts, Etc. 


STANLEY & PATTERSON 


250 West St., New York, N. Y. 
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“U.*S.”? Paracore 
cette for Better Lighting 


Carried in the Fol- 
lowing Cities HE importance of perfect illumination in the 
2 cael ” theatre cannot be overestimated. 
pai And perfect illumination is dependent upon per- 
Denver fect wiring. 


Minneapolis 


New Orleans Realizing this fact, the electrical contractors for 
= Re es the Criterion Theatre in Oklahoma City, Okla- 


Pittsburgh homa naturally chose U. S. Paracore. 
Philadelphia 


San Francisco U. S. Paracore Wire is usually the selection 
Seattle ; , : . 

ilk hein Cw where a quality job is desired. 

St. Louis 


Syracuse 


United States Rubber Company 


1799 Broadway, New York 
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Hartiord 
Time 
Switches 


Infallible Monitors for Store Window Lighting, Electric 
Signs and Street Lighting Circuits. 
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All Capacities, Various Types, Rugged Construction, Dependable in Operation. 
NOW AVAILABLE 


A. HALL BERRY 


71-73 MURRAY ST. 
NEW YORK, N.Y. 
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ome 
Profit! 


About one-third 
actual size. 
All metal parts 
green to match 


X-Ray Reflector. 












For Color Lighting 


Furnished complete as 
shown with color frame 
and four pteces of col- 
ored gelatine—red, blue, 
green and amber. 


Price, each . . $20.50 


For White Lighting 


Only, color frame and 
gelatine color screens can 
be omitted, making the 


Price, each . . $16.00 


The unique lighting with the X-Ray Window FLOOD Light 
attracts crowds each day and sells more goods 


A Brand New Idea in Display Lighting 


No. 33 X-Ray Window FLOOD Light wits center spot Beam 


Using Standard 200-Watt Lamp 


One dealer sold thirty-seven in one day at a 
profit of $200. Are you getting your share? 


The 33 No. Window FLOOD Light is the only unit of ifs kind rd 
on the market—inexpensive, simple, effective. It floods a large area P 4 ay 
with direct white or colored light, having a powerful concentrated a ~ 
beam in the center to ‘‘high-light’’ the leading article in the display. Re J 
gq,’ i 
A Demonstration means a Sale—Demonstrate it. /’ 4 
we D So 
QO”, SLPS 
a. *, i “ 
re’ & Sixt a 
NATIONAL X-RAY REFLECTOR COMPANY gs 85S" 
CHICAGO a, Ss pe 
¢ , > x) 
239 West Jackson Boulevard “ 3° $ os: * 
Tr a) ~ ~ “ 54 al - Pa 
NEW YORK LOS ANGELES MSF EOE 
31 West Forty-Sixth Street Pacific Finance Building ee Korg 


ENGINEERS IN ALL PRINCIPAL CITIES 
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HE customer who buys an R & M Fan has daily cause to feel 
. kindly toward the dealer who sold the fan. Its absolute de- 
pendability, quiet operation, light weight and beautiful appear- 
ance are a constant source of satisfaction which outweighs many 
times the small saving which might have been made by purchas- 
ing a cheaply constructed product. 
The dealer who is building for business permanence knows it is 
far better to lose an occasional sale to the customer who is buying 
ona price basis, than to lose his good-will through a product which 
is apt to prove a disappointment in service. That is why so many 
jobbers and dealers who have been in business and prospered 
throughout the quarter of a century the R & M Fan has been on 
the market, have specialized on the R & M line during this entire 
period. 
Catalogue No. 1203 gives complete information on the line for 
1923. A copy will be sent on request. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


& Mvers 


and Fans 
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Enameled reflectors are 

most efficient when the lamps 

are properly focused in 

them. Bryant No. 4235 makes 
focusing easy. 


: aT li " _ 


is 


VAM 


et 


There are four mounting surfaces 
allowing adjustment by 1 in. 
steps. The lamp may be focused 
by removing two screws, setting the 
focus and replacing the screws. 


No. 4235 is very easy to wire. The con- 
ductors fasten under binding screws on 
the lamp end of the socket. 


Because industrial lighting units are 
usually placed where it is difficult to work 
upon them the conveniences offered by this § 
reflector socket will be appreciated by elec-ff 

tricians. These conveniences result in sub- 
stantial economies in time and money. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 


CHICAGO SAN FRANCISCO 
844 West Adams St. 149 New Montgomery St. 





NEW YORK 
342 Madison Ave. 
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Only authorized per- RE Individual bases per- 

sons having key can A\e o; mit removal of any 

open the box when a © blade or jaw in 3 
the switch is on % minutes 




















Powerful Quick Make and Quick Break Mechanism 


Gives Positive Assurance of Switch Being Fully On or Fully Off 


One of the numerous features contributing to the exceptional 
popularity of the new 80000 Series is its quick make and quick 
break mechanism. This is enclosed within the box and protected 
against the clogging action of dust and grease. It snaps the blades 
solidly home and disengages them with equal sharpness. The 
blades are secured to an insulated steel crossbar which cannot 
split, char, or warp out of alignment. These features, together 
with the Square D Multi-Spring Jaws, insure positive contact 
under all conditions. 


Proper Inspection Made Possible 


As in the common “interlocking”? switches, the cover cannot be 
opened when the switch is on. And with Square D the switch can- 
not be closed when the cover is open except by the use of the 


Square D key. This key permits the switch to be inspected with- 
out breaking the circuit and to be operated when the cover is 
open, or the cover to be locked permanently shut. No other 
switch incorporates all these long desired features. 


At the top and bottom of the box ample wiring space has been 
allowed and easy installation has further been made possible by 
Easy Wiring end plates for any kind of conduit or open wiring. 


Write Our Nearest Office Today 


The new Square D has been pronounced the final word in safety 
switches. Surely you will want to see its numerous superiorities. 
Upon request our nearest office will send a representative to show 
you why it is the one switch to sell or install! 


SQUARE D COMPANY, DETROIT, U.S.A. 


BRANCH OFFICES 


Boston Pittsburgh 
Buffalo St. Louis 
Chicago Toronto 
New York Philadelphia 





DI] SA 





FACTORIES AT: BRANCH OFFICES 
DETROIT, MICH. PERU, IND. 


WALKERVILLE, ONT. Cincinnati Atlanta 


Milwaukee Cleveland 


FETY SWITCI 
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Why ts this man happy ? 
BECAUSE 


HE IS USING SPRAGUE MATERIALS 
THEY WORK BETTER 


Everything for the complete wiring system. 














Branch Offices 

ATLANTA ; 
Soe NORE é a Pacific Coast 

. Representatives 
EHICAGO Of General Electric Company = a 
CLEVELAND Main Offices SS Branch Offices £08 ANGRLES 
KANSAS CITY se7 WsethSe.NewYor: PIONEERS OF THE INDUSTRY in Principal Cities SAN PRANCIONO 
SUA SPORAS 

) N 

PITTSBURGH a 


ST. LOUIS 
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All roads will lead to your store 


if you tell people where you are and what you have 


HROUGH MAGAZINE ADVERTISING, If you tell these same people that your 

the Edison Lamp Works is telling store is headquarters for Edison Mazpa 
householders, storekeepers and factory Lamps and modern lighting equipment 
managers in your community what better and service, prospects will become profits. 
lighting will do for them. And here’s the way to tell ’em! 


























Use the new window display 
The first of the sets we are furnishing to Agents and : 
Central Stations. It will tie up your store with the Make the Right Lamp 
national advertising which is spreading the message to Chart work 


} i : “The right Edi : ; Re 
Use the magasing Spree one tarts” | Palin senimesbiens | Ma 
advertisements 7 shoe! ait store—train your clerks to use it. 
Tear the advertisements out as they Then your customers will be sure 
appear in the magazines and paste 


of getting the “right lamp in 
them on your dooror window—they’ll every fixture. 
tell people “this is the place” 








Use these ready-made 
newspaper advertise- Mail out the booklets 


ments. Real sales ideas in the Put Uncle Sam to work. We have 


Sales Builder dozens of business bringing mes- 
sages, waiting for you to say “send 


Real selling advertisements—six 


different series of them! Plenty of Between the covers of each issue of them on.” Get them and mail to your 
room for your name and address. this monthly magazine you will find list of customers and prospects and 
Ask for samples. Agents say they tested sales ideas and suggestions for follow them up by telephone and 
‘have the punch that gets the busi- increasing your business in all elec- personal calls, 


ness,” trical lines. 





These are but a few of the sales aids offered Edison MAZDA Lamp Agents and Cen- 
tral Stations. For further information write to the nearest district office serving you. 
| A... ery 


EDISON LAMP WORKS OF GENERAL ELECTRIC COMPANY 
di NS . 
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ELECTRIC PRODUCT 
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—-USE NO MORE CURRENT THAN A SINGLE 
5 — LAMP 











Merchandise Department 
General Electric Company 
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“LIVE” AIR 
For Hot Days—For Every Day 


A campaign to keep Fans moving all the time 


The 1923 advertising campaign places a real issue behind 
G-E Fans— new; basic; clearly stated; and forcibly 


backed up with facts! 


The issue is—LIVE AIR, or AIR IN MOTION— 


‘‘KEEP THE AIR AROUND YOU FRESH! 


The electric fan is no longer a 
luxury — it is a necessity for 
health and comfort. When the 
public is awakened to the value 
of “LIVE AIR” the fan uni- 
versally will be recognized as an 
all-year round necessity. 
Scientific writers are emphasiz- 
ing the hygienic value of live 
air — the necessity for the pores 
of the skin to breathe. Air in 
motion, they say, will remedy 
many of mankind’s ills due to 
modern hot-house living meth- 
ods. Air in motion means electric 
fans! 


The electric fan — keeping air 
in motion — will cure smothered 
pores. It will cure stuffy rooms. 
It will cure spring fever and 
summer lassitude. It will even 
cure unevenly heated homes in 
the winter time. There is a 
good practical reason for each 


KEEP IT ALIVE!’’ 


of these cures and the man who 
sells G-E Fans should know 
them. 


What fan could better fit this 
scientific issue than the G-E Fan 
— scientifically designed and 
constructed to keep air in motion 
at a negligible cost for operation 
—and so substantially built 
that it will last a lifetime with 
the least possible attention? 


What group of men are better 
fitted to bring this issue to the 
public than the dealers in G-E 
Fans — men who choose the 
G-E Fan because they wish to 
be identified with worth in 
merchandise and because their 
standing in their respective com- 
munities demands the best they 
can bring to the trade they serve? 


It is a good issue — and a good 
fan to back it! 





Sell Live Air 
‘round 
the home 





Demonstrating the value of G-E Fans 
to cure stuffy rooms—to make a 
comfortable laundry on wash day— 
to blow away dampness any day. Don’t 
forget to tell them that a day’s opera- 
tion of a G-E Fan costs no more than 
the light from a single Mazda lamp. 











Sell “Live Air for all Day; 


For better business 


Show your shopkeeper neighbors how 
comfortable quarters make increased 
trade. You can prove it in your own 
store. Tell them that it costs no more 
to operate a G-E Fan for a full day than 
the price of carfare downtown or a soda. 
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_as Well as Hot Days 


found the P ~a 
shop and office Sel 


No business man — to save the cost of : 
dectric light — will make his people work “* 4 
nthe dark. No business man — to save * a | 
he operating cost of an electric fan — 
gil make his employees work in a stuffy 
qice or shop, especially if you show him 
that to operate the G-E Fan all day costs 
wmore than the postage on three letters! 





























To help you sell_ 


A product of : 
General Electric Comp. 
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You OE Fans 


HE battle for business is half won 

when you have plenty of powder— 
Look at this complete exhibit of 1923 
advertising material for the benefit of 
the G-E dealer in fans. 


An intensive newspaper advertising 
campaign. 


Effective window displays. 
Dealer catalogues. 
Miniature catalogues. 


General folder emphasizing best application 
of G-E Fans and carrying the story of 
LIVE AIR. 


Delivery truck signs. 
Lantern slides. 
Posterettes. 

G-E Electrical Advertiser. 
Trade Paper Advertising. 

Editorials. 
Salesman’s portfolio. 
Salesman’s advance card. 






































Merchandise Department 
General Electric Company 
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Rapid Move to Westward 
Recently the Electrical World published a most interest- 
ing and instructive map of the United States showing the 
western movement of the centers of population, manufac- 
as computed by the Census Bureau 
W orld 


salieni 


tures, and agriculture, 
wd Geological Survey of the Government. The 
faded what is indicative to all electragists as mos! 
fact of the advancement of their industry. By its own com- 
putation based on kilowatt hours generated, it shows at a 
glance how the center of activity in the electric light and 
power industry has marched a quicker pace than the 
g@ater of the nation’s other primary industries or its popu- 
lation. 

The Atlantic Seaboard in and around New York City 
aan broadly be said to be the location of the inception of 
the electrical industry, and approximately at that time the 
population center of the United States was located at the 
aireme southwestern corner of the State of Ohio. The 
last census report, forty years later, shows the latter to have 
Moved westward only about two-thirds of the distance 
across the State of Indiana, or about one eighth of its en- 
fie trip. During the same period the electrical center has 
jumped from the eastern coast to the State of I[llinois— 
thead, be it noted, in these same forty years, roughly an 
tighth of the distance that it has taken the population cen- 
Wt to travel this same distance in one hundred and thirty 
years. 

The electrical center is far ahead of the center of manu- 
factures having installed power capacity, and not far be- 
lind the center of agriculture or improved acreage. These 
| Me figures—better say, these are conditions-—which should 
be carefully considered by the whole electrical world. 
They should be subjects for self congratulatory thoughts 
Sad inspiration for security of feeling in future planning 
for unlimited electrical progression. 
| The western progress, according to Horace Greeley, 
Means the continual march of the young man—the young 
iness—the young industry. The youngest industry of 
ance is the electrical industry, and its onward and 
forward movement is toward the highest point of 
e sun, the sun that always illumines the path ahead. 
other words, this industry has nothing but brightness 
%k toward. A man must not look hither and yon, he 
itkeep his eyes in one direction and bend every honest 
Hitoward that expansive goal of greater achievement. 
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Quality Comes First 
Not too often is it possible to stress the greater im- 
portance of quality—price should always be a secondary 
consideration. 
This editorial caption in a recent issue of {dvertising 
and Selling is a remarkably terse slogan which might well 
ring in the 


ears of electragists as continuous ly as does a 
ine from a popular song: 


“1923 a Quality Year.” Repeat 

. business men, dealers. manufacturers, jobbers, retailers, 
contractors! Repeat it until its tune fairly haunts you, then 
read and reread what follows this meaningful title until 
you memorize and harmonize the stirring words with all 
your business plans for the time to come. 

“1923 a Quality Year.” 

“Last year was a lower price year. 

“Let us try to make this a quality year. 

“After all, the man who thought of the slogan, ‘The 
recollection of quality remains long after the price is for- 
gotten, had the right idea. 

“We may buy on price, but we repeat and recommend 
on quality. ‘As good a product as is possible at the price’ 
is an excellent thought to follow. It is that which will hold 
customers and keep the cost of maintaining a market down 
to the minimum. 

“Pride in product is the best ideal for any manufacturer. 
It is the best, not alone because it is the square thing, but 
because it means the most profits in the end.” 

Forget—and force your customers to forget—how cheap. 
Have on hand and train customers to ask for only the best. 
Keep standard and quality to the fore in mind and 
method. Make 1923 the quality year par excellence. 


New Field for Lighting 


A field that perhaps has received too little attention from 
electragists is that of automobile and garage lighting. Due 
to the ever increasing use of automobiles by people of every 
class the possibility for a profitable lighting business in 
garages, repair shops, and filling and supply stations be- 
comes definitely apparent. 

It must be remembered that this field in view of its nature 
is being entered into by many whose aesthetic and business 
sense often is not fully developed, and this means that the 
electragist has to sell them more than the idea of light it- 
self. Rest rooms, not only in first class garages but in 








































































supply depots and repair shops, are becoming more and 
more common. Lighting in such places should be of the 
most efficient order in every respect. 

Besides, good lighting here should be sold on the basis 
of reducing traffic accidents outside the building and in- 
creasing production processes inside, as well. 

Statistics show, we are told, that twice the amount ex- 
pended for the purchase of a car is spent on maintenance. 
Does not this evidence the need for the field itself and open 
up sales opportunities for those businesses that supply such 
Lighting is one of the electragist’s many 
Other needs will 


a new field? 
products to be emphasized at present. 
continue to develop. 


General Trade Information 


The time is past for blind business. Buying and sell- 


ing alone do not constitute modern commerce. Capital 
and credit help but will not indefinitely maintain a busi- 
ness conducted blindly—in the dark, so to speak. What 
is needed is to be out in the open where there can be pro- 
cured an accurate knowledge of facts and specific informa- 
tion obtainable at a moment’s notice of what is the condi- 
tion in every department down to the most seemingly 
trivial detail. This is true in individual enterprises and a 
like knowledge is essentially as necessary in industry 
affairs. 

Research covers a big field and by it trade organizations 
are proving today what are the best existing conditions and 
what are the proper standards to adopt. No man can af- 
ford to stand alone in this period of well defined teamwork. 
Business guessing has passed into business judgment de- 
rived from the study of an accurate science—facts evolved 
from an exact scientific basis. 

Organized trade research js the development of just that 
science and is centered in business as a whole. General 
trade information is disseminated for the purpose of show- 
ing how that which benefits or hurts one concern benefits 


or hurts all. 

Every concern needs a business association. Retroac- 
tively each business association needs every individual in 
its respective group to actively codperate in its endeavor 
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to gather and distribute such information as may be rel 
tively important. Composite results are what really bea 
the individual business man. Proven facts by pi 
must inevitably supersede tradition. The man in hdl 
who stubbornly attempts to justify his own rusty mal 
and who will not accept modern accredited conclusions 
the majority is blind in business. > 

Standardization, group activity, industry codperation 
and general community interest are the four best sources 
for the fuel which will increase and maintain the fires d 
business progress. 


Electric Sign Advertising 


Electrical advertising through the medium of windows Or 
signs is a potent force for good in the industry because it 
indicates to the lay observer the fact that electricity is, 
By virtue of its nature it inspires electrical men to greater 
and nobler service in the art that is theirs to foster and de. 
velop. 

The electragist’s talking points to the local storekeeper 
are: Do you use your share of light? Are you taking 
full advantage of electrical advertising, the beacon light 
that guides successful business to such a large extent in 
these times? If not, tell him that he will feel himself 
slipping under stress of the keen competition that is sure 
to result on the part of those who are taking advantage of 
this opportunity for greater and better business. 

Opportunity for the development of indoor as well as 
outdoor electrical advertising is relatively the same in 
cities of all sizes, according to a survey made through the 
codperation of the Lighting Sales Bureau of the National 
Electric Light Association. In industrial and commercial 
cities, trading centers, or agricultural districts, summer 
and winter resorts, in cities of all types, this medium is 
effective and has been used extensively whenever vigor- 
ously offered. Organized sales effort, it is pointed out, 
promotes a high per capita use of electrical advertising. 

This class of business is recognized as a valuable load 
for central stations. Electragists will find it profitable in 
direct proportion to the extent of the proper promotion 
which they give to it. 


The Awakening of Mr. Moss--IIl 


By THomas F,. CHANTLER 


This is the Final Installment of the Novelization 


of the 


Play Produced at the Last Annual Convention of the A. E. I. 


returned to 


When Charlie Moss 
Averagetown after having dramatically 
assured the convention that he would 


go home and succeed, his.every heart 4) oyery turn. 
beat was consecrated to the task of re- ; 
deeming that pledge. His awakening 
had been startlingly complete and the 
man he had come to realize himself to 
be made poor company for his aroused 
conscience. That he might not ever 
succeed he admitted to himself as a pos- 
sibility, but deep in his heart he real- 





ized that he nevertheless could be happy 
only through knowing that he at least 
had done his best. 

Work beckoned and shrieked to him 
To his new point of 
view the Moss Electric Shop and all 
that concerned it seemed wholly wrong, 
and he seriously wondered if he could 
be that same man who so lately had 
defended that old way of doing. His 
was like the sobered, chastened man’s 
horror at the deeds committed while 
drunk; daily and far into the night he 


labored to the point of exhaustion be- 
fore succumbing to sleep. 

Aside from the addition of a stenog- 
rapher to do the work which previously 
had been Amy’s responsibility, the in- 
side organization still was comprised 
of Moss and Lucifer; but also there 
were now several men on job work who 
were being kept steadily busy. The im- 
proved methods and greater activities 
of the Moss Electric Shop, while as yet 
insufficient to create much stir in the 
business world of Averagetown, never 
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theless did give promise of better things 
to come. And Moss was grimly happy. 

Three months from that day when he 
had stormed into his store barking com- 
mands to Lucifer while throwing off 
his coat and rolling up his sleeves, he 
proke his long silence by sending Amy 
atelegram. “The reply to the message 
you sent me at the convention is ready,” 
he wrote, “come and read it for your- 
gif.” With his hopes thus placed in 
the balance his courage oozed out; he 
hecame afraid and craved more time 
before putting his accomplishments to 
the test. 

His had become the standards of the 
enthusiast that nothing satisfies, yet in 
reality he had accomplished much. 
Shelves and show cases had been neatly 
and effectively arranged; the windows 
hoasted displays worthy of that descrip- 
tion; and Lucifer had scrubbed, painted 
and polished until the shop was as spic 
and span as a Dutch housewife’s 
kitchen. But it all seemed pathetically 
trifling to him now, for he unconscious- 
ly was comparing it with the ideal that 
he had in mind, rather than with the 
previous conditions which had con- 
tributed so much to Amy’s discourage- 
ment. 

However, the die had been cast and 
Amy would come, of that he felt sure. 
His combative instinct welled up then 
and he marshalled his determination to 
the task of regaining and holding the 
love that meant so much to him. With- 
out in the least realizing the psychol- 
ogy of what he was doing, he set him- 
self to building up his selfesteem, con- 
vincing himself that he was a pretty 
good fellow after all, and that it was 
fortunate for Amy that he was willing 
to be so patient with her. 

“Miss Ruffles,” he demanded nerv- 
ously, coming out of his reverie, “are 
you sure you sent that telegram to Mrs. 
Moss?” 

“Yes sir,” replied the girl, taking up 
the carbon copy from the basket on 
her desk labelled “file.” and reading 
itto him. “It went yesterday morning, 
sir.” 

“Great Scott!” he exclaimed. “Why! 
she'll probably be here today, on the 
afternoon train,” casting an anxious 
glance about to see that everything was 
a presentable as jit well could be. 
“Answer that phone,” he said nervous- 
ly, in response to the first faint tinkle of 
the bell. “That’s her calling up, 
mebbe.” He waited expectantly while 
ey unhooked the receiver and said 

ello. 


“It’s Mr. Gold, the 


jeweler,” she 
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vouchsafed. “He wants you,” passing 
the phone across to him. 

“Hello, Gold—Moss speaking,” he 
said eagerly. “Have you got that brace- 
let done? Mrs. Moss may be here any 
minute and I’m counting on having it. 
Fine!” he ejaculated, in evident re- 
sponse to the assurance that the brace- 
let was ready. “I'll send my girl right 
over for it. Thanks, old man,” he con- 
cluded, trying the while by nods and 
grimaces to instruct the stenographer 
to put on her hat and coat and go for it. 
“You will have to hurry; I want to have 
it here when Amy comes,” he cautioned 
the girl, who had got herself ready and 
was delaying only to powder her nose. 
“If Mrs. Moss is here when you re- 
turn,” he cautioned, “don’t let on about 
the bracelet. Slip it to me quietly; | 
want to surprise her.” 

Lighting a cigar—he no longer 
smoked his pipe in the store—he tilted 
back in his chair and looked forward 
with rosy hopes to the moment when 
Amy would approve of what he had 
done. She would, he felt sure now. 
“Lucifer,” he said to the boy, who was 
working about behind the counter, “do 
you remember that day just before I 
went to the convention, when I pulled 
the bag off the cleaner and filled this 
place with dust; and that other one, 
the woman who wanted her house wired 
and walked out before I could sell her? 
Lord! how I wish I had a chance to 
do that job over again,” he exclaimed 
without having given Lucifer time to 
respond to his question. He stretched 
his arms to work off the pent up emo- 
tion, his thoughts still upon the sales 
he had bungled. “I’d give most any- 
thing for another chance like that.” 

Had he known, he need not have of- 
fered anything; the opportunity he 
craved was even then entering the store 
in the guise of a woman so closely re- 
sembling that other woman whose ques- 
tion had caused him to pull the bag 
off the cleaner, that for a moment he 
believed it was she returning in re- 
sponse to his wish. What seemed still 
more eery and miraculous, she asked 
to be shown a vacuum cleaner. “Good 
morning,” smiled Lucifer, he having 
stepped briskly forward when the lady 
entered. 

“T want to find out about a vacuum 
cleaner. Can you tell me what I want 
to know?” she asked pleasantly. 

“Yes mam,” assured the boy, “but 
mebbe Mr. Moss would rather tell you 
himself,” he qualified, indicating his 
superior with a youthful flourish, and 
preparing to withdraw. Moss would 
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indeed, and displayed his desire by 
stepping forward promptly and engag- 
ing the lady in conversation. Despite 
his wish, he had not really wanted a 
customer at that moment, for he ex- 
pected momentarily that Amy would 
appear. But then the thought came 
that perhaps after all it would be bet- 
ter for her to find him successfully en- 
gaged in selling to a customer. He 
was sure of himself now and knew that 
he could sell as well as the best, and 
he threw himself into the work with 
a will. 

Now the demonstration and sale of 
a vacuum cleaner is a commonplace 
thing surely, a mere bit of business 
routine. But to the salesman on the 
job it may be epochal in its  signifi- 
cance, particularly when it serves to 
confirm his belief in himself and his 
ability to sell; it alters his point of 
view amazingly and the world indeed 
does appear as his oyster. So it was 
with Charlie Moss in this instance; sell- 
ing that cleaner meant to him that he 
was on the high road to success, that 
he was worthy of Amy’s love and con- 
fidence, and that the things she had 
said about him were no longer true. 
The customer never had a chance to 
say no; she was sold for all time and 
walked out of the store convinced to 
the bottom of her heart that she had 
made the most satisfactory purchase 
she had ever made. 

It was good medicine for Moss and 
his spirits were soaring. Like Alex- 
ander, he longed for further difficul- 
ties to overcome; and again, as though 
Destiny were doing the contriving, an- 
other customer did walk into the store 
at that very moment. The second half 
of his wish had come true, but Moss 
was keyed too high to note that this 
customer was almost the living image 
of the customer that had been attracted 
away from him by the advertisement 
of the lighting company. He realized 
merely that here was another customer 
and that he was in fine fettle for sell- 
ing. He greeted her with an eagerness 
almost savage in its intensity, inquir- 
ing promptly how he could serve her. 

“I came into see about having my 
house wired. Do you do that kind of 
work?” she asked. 

Does a fish swim? The right words 
came to him as if by magic; his brain 
worked with machinelike precision; the 
plans and samples he had need of came 
almost miraculously to hand; he was 
invincible and knew it. He wished only 
that his supreme moment had found 
him face to face with the toughest, crab- 
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biest, most skeptical man customer to 
found in the whole human men- 
averie. As it was. the order came so 
easily that he felt guilty about accept- 
ine it: he wished instinctively that his 
resisted more 


be 


might have 
strenuously. The 
jovment of his powers acted upon him 


like wine: he was invincible and could 


customer 


realization and en- 


scarcely contain himseslf until Amy 
came. 
“Here she comes!” exclaimed Luci- 


fer. who had escorted the last customer 
to the door and stood for a moment 
looking about. “Your wife, Mr. Moss. 
Gollv! She'll be here in a minute.” 
To his surprise Moss found himself 
crowing cold. He had and 
prayed for this moment, and now, when 


longed 


it was upon him, his courage fled mo- 
momentarily. like that of the boxer be- 
fore stepping into the ring. But al- 
felt the high spirit, 
return- 


most instantly he 
that had been his while. selling, 
ne to him: the thoughts of failure were 
he looked forward to the en- 
“All right, Lucifer,” 


stilled: 
counter joyfully. 


he said. “You clear out of here and 
eet your lunch. Ill wait on this cus- 
tomer myself,’ he added, smiling 


broadly—and a bit grimly. 

Those two sales that he had just 
made stood him in unsuspected good 
stead now, for they left him in the mood 
to face this meeting with his wife as 
something in the nature of a contest, 
a game. It was serious, he well knew, 
but nevertheless his chances would be 
bettered by appearing not to take the 
matter too seriously. He must keep his 
wits about him and not let his heart 
run away with him, he told himself. 
And then he hurried over to his desk 
and assumed the attitude of a man deep- 
ly immersed in the affairs of business, 
taking up some papers that were be- 
fore him and pretending to be study- 
ing them intently. 

He heard the door being opened and 
closed, and knew that his wife had 
the pounding of his heart told 
him unmistakably. But he gave no 
sign, continuing his apparently ab- 
sorbed study of the matters before him. 
That she was studying the improve- 
ments and finding them good, he was 
sure and for the moment was content 
to have them plead his cause. 

“Oh Charlie!! It’s wonderful” 

His manner of getting up, as one 
who has been rudely jarred out of deep 
thought, was almost too perfect. “Oh, 
good morning, Amy,” he said, striding 
over to her and shaking hands in very 
businesslike fashion. “Glad to see you. 
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Have a nice visit? How are the chil- 
dren?” He fought against the desire 
to take her in his arms, preferring 
rather to accept his cue from what- 


ever might be gleaned from her first 
remark. 

But Amy Moss was a poor dissem- 
bler, and showed it by her first remark, 
“Now, Charlie, don’t pretend to be so 


unconcerned,” she admonished. “You 
know— 

She stopped short when the phone 
rang, making as though she would 


answer it herself, bui Moss gave her 
“Moss Electric Srop.” 

Mr. Moss speaking 
sir.—one hundred and 
delivered at your 
before 


no opportunity. 
he said briskly. 
Yes, 
forty-five dollars 
today, three 
Demonstrator? — 
best demon- 


Thank 


he finished 


home yes, 
o'( loc k . 
Yes ll send 
strator. tell Mrs. Thomas 
Good by,” 


indeed, my 


you sir 
noting out of the corner of his eye that 
Amy was visibly impressed by the snap- 
py way in which he handled the trans- 
He turned back to her with a 
gesture intended as an apology for the 


action. 


interruption,, but which also seemed 


to say: “There you are, friend wife. 
See how your husband handles these 
things.” 


“Charlie, ’m proud of you,” she ex- 
claimed heartily, too aware of the im- 
portance and seriousness of the situa- 
tion to care about coquetry. 

Holding up an admonitory finger to 
command silence, and with much the 
same spirit as a child showing an adult 
his treasures, he put a friendly arm 
about her shoulder and urged her 
gently towards his desk. Without a 
word, then, he laid before her a neatly 
drawn trial balance, pointing nonchal- 
antly to the figures showing the status 
of the business, which she studied as 
one who can hardly believe her eyes. 
For a moment her words stuck in her 
throat and her mood was close to tears. 
She stepped back, as though to see him 
in better perspective, her heart shining 
in her eyes. “Oh, Charlie!” she whis- 
pered, “how did you do it!” 

He had won. “Well,” he said finally, 
“isn’t that just like a woman,” so- 
liloquizing apparently. “She sticks to 
a man through all the thin years and 
spurs him up to go out and bring home 
the bacon, and then, when he comes 
back with it she says: ‘How did you 
do it! He was through pretending 
now; he wanted only to have her in 
his arms. Proudly and as one who 
merits reward he stood looking at her. 
Shyly at first, and then with a rush, 
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she came and nestled against his shoul 
der. 
“I always knew you could do it and 


oh! I’m so happy,” she sobbed. 


Self Conquest in Business 
The supreme need in busines js self 
conquest. We cannot conquer the busi 


ness world unless we have 


Conquered 
ourselves. 


dominate bysi. 
ness enterprises unless we have learned 
to dominate our own souls. says Prof 
Walter J. Matherly in the — 


Druggist. 


We cannot 


W ‘estern 


We are masters of our destinies, We 
can climb to the top if we want to 
Great achievements are noi accidental 
They come to those who put forth the 
greatest effort. Perseverance js the 
thing that counts most. 

We can do what we think we can do 
Mind is superior to the body. It i 
stimulate, energize and control all the 
movements of the body. Likewise jt 
can stimulate, energize and control all 
the movements of business. 

Where there is a will in business there 
way. Shops, mills and factories 
are just what we make them. We our. 
selves are responsible for all our busi- 
ness failures. 


is a 


We can make business good, or we 
can make it bad. We can make it a 
heaven or we can make it a hell—a 
veritable hell. 

We can stand for the right in com- 
mercial life of producing good prod- 
ucts or we can produce unreliable prod- 
ucts. We can raise the standards of 
eficiency or we can lower the standards 
of efficiency. We can use scientific 
methods or we can use unscientific 
methods. 

We can foster the spirit of team- 
work in transactions or we can stand 
for the wrong. We can employ fair 
methods of competition or we can em- 
ploy unfair methods of competition. 
We can uphold business ethics or we 
can tear down business ethics. 

We can foster the spirit of team- 
work in industrial relations or we can 
stir up the spirit of strife in industrial 
relations. We can encourage a clean 
industrial game or we can encourage an 
unclean industrial game. We can create 
industrial good will or we can create 
industrial ill will. 

What we do is up to us. We make 
the final decision. We are captains of 
our business souls. If we fail. we alone 
are to blame. The only wav to wealth 
conquest is the way of self conquest. 
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The Larger Meaning of the Term “Electragist” 


This Article by President James R. Strong of the Association of Elec- 
tragists is Printed Through the Courtesy of Electrical Merchandising 


(NOTE: At the request of O. H. Caldwell, 
editor of Electrical Merchandising, Mr. 
Strong has commented on each canoni- 
cal interpretation of the trademarked 
word. The following article setting 
forth these comments together with the 
adopted meaning of the term appears 
in the current issue of that publication. 
In order to acquaint the buying public 
more widely with the qualifications of 
an Electragist a folder with the same 
text also has been prepared at Associa- 
tion Headquarters and is being sent to 
the membership for local distribution.— 
The Editor. | 


The word “Electragist was adopted 
in 1921, and literally translated, means 
an active leader in the business of high- 
grade electrical contracting and retail- 
ing, who is a member of the Associa- 
tion of Electragists—International. 

An electragist advocates and upholds 
at all times the following high stand- 
ards of business practice: 

(1) An 
only high-grade and standard- 


Electragist uses 


ized materials, knowing that 
inferior products cannot be 
serviced properly and will not 


meet the needs of the public. 


To do this he keeps in touch with 
the market. He welcomes new material 
and devices, and tries them out before 
offering them to his customers. 

(2) An Electragist does 
quality work in every detail of 
the job. This is his most im- 
portant point of competition 
—quality. In all of his trans- 
actions he specifies quality, 
which is an assurance of safe- 
ty both in installing and mer- 
chandising. 


Quality—The best material and ap- 
pliances obtainable, consistent with the 
character of the property and the de- 
mands on the equipment. Always 
standard and above standard where 
special conditions require. Careful se- 
lection of workmen and supervision of 
work performed. 

(3)An Electragist’s servic- 
ing is dependable and trust- 
worthy. No matter how big 
or how small the job, he does 
it to the satisfaction of the 
customer. Acquiring good 
will is more important than 
the amount of profit gained. 
He com petes fairly. His 
business associates always get 
@ square deal. 


The experienced trouble hunter goes 
with alacrity to replace a fuse and 
shows no chagrin when he finds the 
trouble in a turned-off switch. A_ pair 
of slippers from the tool bag replace 
the shoes dusty from the street—his hat 
aban- 
doned, thus he makes no tracks on the 


and tobacco are temporarily 


velvet carpets and milady does not fear 
his second coming. 
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(4) An Electragist endeav- 
ors to make a fair return on 
his investment. If he cannot 
make a just profit and main- 
lain his quality and service 
standards at the same time, he 
frankly explains this situation 
to the customer. 


As a result of (1), (2) and (3) his 
explanations of practice (4) are sim- 
plified to a remarkable extent. The 
customer, with rare exceptions, appre- 
ciates skill, neatness and efficiency and 
will pay reasonable prices without 
question. “Satisfactory service _ se- 


cures success.” 


(5) An Electragist upholds 
the National Electrical Code. 
Never will he knowingly 
skimp a job or make an in- 
stallation not in accord with 
the Underwriters’ rules. He 
realizes that violations are 
costly and reflects on _ his 
ability. 


sometimes 


The National Code 


called the Contractor’s Code because he 


is the person most interested—is the 
Electragist’s Bible. He studies it and 
observes it scrupulously. He knows 


that it represents the combined brains 
and thought of the best underwriters 
and engineers of the country and that 
its strict observance is fo1 the best in- 
terest of both his customer and him- 
self. 
(6) An Electragist aims to 

carry adequate stocks, but 
only sufficient to 
economies to himself and to 
His place of 


business is arranged to per- 


result in 
his customers. 


mit of maximum efficiency at 
lowest overhead expense. 

An uptodate stock 

a stock adequate but not greater than 

his needs—a stock cleared at least twice 

a year of all dead or obsolete mate- 

rial. The Electragist does not permit 


-a moving stock 


the enthusiastic salesman to load him 
up with supplies for which he has no 
immediate use, just because they are 
cheap. 
(7) An Electragist believes 
in and seeks to promote asso- 
ciation work. He knows that 
anything that helps the indus- 
try helps him, and he coop- 
erates with other branches as 
well as his own for the com- 
mon good of all. 


In fact the wise Electragist holds his 
stock at an irreducible minimum, pro- 
vided a real jobber with whom he has 
friendly relations, is conveniently lo- 
cated. 

Last but by no means least, the prac- 
tice of supporting local and National 
associations is the sine qua non of the 
Electragist’s business. In no other way, 
at so little expense, can he improve 
his business conditions and solve his 
problems. By friendly association 
with competitors at home his local 
problems fade away. 

By membership in his National or- 
ganization he makes possible research 
and statistics, codperation with other 
branches of the indsutry, codperation 
with Underwriters and the government, 
data on cost, estimating, labor, etc., 
etc., impossible in any other way ex- 
cept at a cost prohibitive to the in- 


dividual. 





























































































































































| have attempted this brief elabora- 
tion of the seven practices contained 
in the official definition of the word 
electragist, not with the idea of chang- 
ing or improving the official wording, 
but in the hope that these details may 
convey to all interested the seriousness 


How to Succeed in 
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of purpose of those who have put for- 
ward this new word and the idea that 
those licensed to use the word are en- 
titled to the confidence of the public 
whom they serve. Of this be well as- 
sured: The Association of Electragists 

International with whom I have the 
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honor to be officially connected. will 
do all in its power through education 
and moral suasion to make its mem. 
bers, and new members to be added, 
Electragists as defined in the foregoing 
and always proud of the use of the 
name. 


Motor Merchandising 


An Address by John A. Clark, Manager, Westinghouse Motor 
Merchandising Section, Before Wisconsin Association of Elegtragists 


Apparatus which can be sold econom- 


ically through jobbers and dealers 


should be regarded under proper condi- 
tions as merchandising apparatus. This 
statement involves the somewhat broader 
significance of the term merchandising 
as compared with the narrower and ap- 
parently more popular conception which 
limits the meaning to dealers’ activities 
in selling appliances and counter goods. 

Accepting the first statement and con- 
sequently the broader meaning of the 
term, electric motors in sizes up to at 
least 10 h.p. may be regarded as mer- 
chandising apparatus. 

Only a few years ago electric motors 
were used almost exclusively for driv- 
ing machinery in industrial plants. The 
public knew very little about motors, 
thereby restricting the market entirely 
to the industrial field. Many negotia- 
tions were required as each sale in- 
volved problems concerning the appli- 
cation. In most cases the services of 
technical men who understood the motor 
business were also required. However, 
the economic forces which are constant- 
ly directing the course of all industries 
have expanded the motor business and 
modified the methods of distribution re- 
quired for reaching the market. 

Today the public is more familiar 
with motors and is using them in many 
ways. Former problems in applying 
motors have been simplified consider- 
ably since motors and the characteris- 
tics of the required circuits have become 
standardized. Manufactruers of ma- 
chinery and mechanical devices of all 
kinds are installing motors upon their 
devices or making arrangements in the 
design in order to permit the use of a 
motor at some future time. 


Expansion of Market 


These factors and their relations with 
the growing demand for time and labor 
saving devices have all contributed to- 
wards the expansion of the motor mar- 
kets thereby developing large numbers 
of widely scattered industries and in- 


dividuals into motor customs. During 
this development the former problems 
of motor application have been reduced 
in practically every case to a matter of 
fundamental principles and sales effort. 
In other words the motor business which 
at one time required many negotiations, 
engineering advice, and high degrees of 
personal salesmanship has become in 
some respects a merchandising enter- 
prise. 

The motor business with the possible 
exception of larger industrial companies 
and specialized industries will respond 
to merchandising methods and will ex- 
pand in direct proportion to the sales 
effort the merchandising distributors ex- 
pend. Moreover the aforementioned 
markets unless exploited and developed 
by jobbers and electragists can never 
become fully developed. 

In view of the previously mentioned 
developments’ merchandising should 
therefore be interpreted in the broadest 
possible manner. At the same time job- 
bers and electragists can give more 
thoughts towards building up a profit- 
able motor business which is based upon 


merchandising principles. Once the 
proper relationships are established 


with motor customers a steady flow of 
motor business can be secured with less 
effort and sales expense. This there- 
fore is the proper time to consider the 
following motor markets which offer 
splendid opportunities for exploitation 
by jobbers and electragists. 


Small Industrial Field 


Two large cities, one in the west, the 
other in the middle states, an electrical 
jobber in each case divided the metro- 
politan district of his city into zones, 
assigning a salesman to each zone. The 
salesmen searched their respective dis- 
tricts for smoke stacks and called upon 
every enterprise requiring electrical 
This intensive sales effort was 
undertaken for the purpose of creating 
a jobber’s motor market. The jobber 
sold other merchandising lines as well 
and these salesmen had no difficulty in 


power. 


developing a market for motors and mo. 
tor supplies and also for other electrical 
products. 

Gradually a steady flow of business 
was obtained by the jobber’s salesmen 
with a surprisingly smaller amount of 
personal sales effort. Later, dealers jn 
the various districts were delegated by 
the jobber to handle this business. What 
the aforementioned jobbers have done 
so successfully in only two cities electra- 
gists are doing every day in other com- 
munities. The point I wish to empha- 
size is that the miscellaneous industrial 
plants to be found in every buying cen- 
ter offer ample opportunities for the 
electragist who will serve them. 

Paint shops, shoe repair shops, laun- 
dries and cleaners, bake shops, wood 
and metal working shops, in addition to 
small industrial plants like furniture 
factories, machine shops, bottle works, 
ctc., are found in every town. The sale 
of motors to small industrial plants of 
this kind constitute the socalled pickup 
business and consists of motors, main- 
ly 10 h.p. and below, motor starters, 
accessories, and such supplies that are 
used in conjunction with motors. In 
smaller communities this business hard- 
ly justifies frequent solicitation, yet it 
is of sufficient importance to cultivate 
it. 

This class of business remains as yet 
undeveloped or else the business is be- 
ing divided among a number of small 
manufacturers, jobbers and in some 
cases a small amount goes to dealers 
who call only occasionally as they hap- 
pen to be in the district. If the electra- 
gist, however, would give this market his 
attention, undoubtedly he would receive 
a fairly large amount of profitable busi- 
ness, because more of the going busi- 
ness would flow his way, and further- 
more his efforts would develop an in- 
creased demand. 


Commercial Opportuhities 


Stores, office buildings, theatres, 
schools and other miscellaneous institu: 
tions buy motors occasionally. Indi- 








M 


vid 
lars 


ing 


cas 
cla 
yal 


ers 
qu 
pri 


50 


ch 
no 
loc 
kn 
otl 





March, 1925 





yidually these orders are not always 
large but collectively this business dur- 
ing the period of a year would amount 
9 an appreciable amount. As in the 
case of small industrial plants, commer- 
dal enterprises should also be culti- 
vated by solicitation. 

The last mentioned class of custom- 
as are seldom familiar with the buying 
channels for motors and other electrical 
merchandise as compared with the in- 
dustrial plant purchasers. Naturally 
they hardly know where they can buy 
an electric motor. Motor manufactur- 
ers almost daily receive numerous in- 
quiries from such customers asking for 
prices and other information on motors. 
Sometimes they ask whether or not the 
manufacturer's product can be pur- 
chased locally, thus indicating they have 
not been accustomed to patronize the 
local electragist, or else they did not 
know he handled motors together with 
other electrical appliances. 

Hardware stores and clothing mer- 
chants for example wanting the people 
in the community to patronize them for 
hardware and clothing in many cases 
overlook the local electragist when buy- 
ing motors. This condition it is be- 
lieved could be overcome if electragists 
gave greater publicity to motors and 
similar equipment by personal solicita- 
tion among prospective motor users; by 
displaying motors in their show win- 
dows; and, by occasionally advertising 
motors in the newspapers. More atten- 
tion could expand this class of motor 
business materially, for the past has in- 
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dicated that we have allowed the busi- 
ness to develop largely of its own ac- 
cord. 
The Domestic Use 

“Push the button and watch the work 
being done” is becoming an American 
slogan. Furthermore the electric motor 
established its supremacy in turn- 
the wheels of all machine opera- 
tions, and the general use of motors will 
eventually become the modern way of 
working. 


has 
ing 


The popularity of small mo- 
tors for the foregoing uses is growing. 
Motor driven appliances now in com- 
mon use are spreading the small motor 
idea today. Although many of these 
devices with motors attached are sold 
by the manufacturers nevertheless these 
appliances being constantly before the 
eyes of the public are naturally demon- 
strating the practicability of small mo- 
tors for Briefly they 
are setting the stage among electrical 


every purpose. 
dealers for seliing small motors to op- 
erate the countless number of applica- 
tions about the home, store, office and 
shop. As we increase our activity in 
promoting this class of business people 
will buy small motors and apply them 
more generally to their individual re- 
quirements. 

Last year our company carried out a 
small motor merchandising campaign 
in order to test the public’s acceptance 
of the small motor idea. This cam- 
paign was highly successful in sections 
of the country where dealers accepted 
the idea and followed the plan. 


Displaying small motors in the elec- 


An Attractive Display That Told a New Merchandising Story. Everybody Entering the 


Interested in its Message 
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tragist’s window and by advertising 
them in the newspapers occasionally 
brought the attention of an unusual va- 
riety of potential users who could hard- 
ly be reached in any other way. The 
campaign reached the following classes 
of customers: 


Factory executives and engineers bought 
small motors for use in their repair shops 
and for operating small machinery by in- 
dividual drive. 

University professors and school instruc 
tors realized their need for small motors 
in the laboratory and the workshop. 

Mechanics, carpenters, tinsmiths, plumbers, 
and the like, improved their productiveness 
by equipping lathes, saws, drills, grinders, 
etc., with small motors. 

Print garages, restaurants and 
other small enterprises were quick to ob- 
serve the amount of time and labor the 
small motor could save them. ‘ 

Stores and auto display rooms 
the small motor to use motion 
display windows. 

Householders attached small motors to 
hand driven washing machines and _ ice 
cream freezers or bought them for replace- 
ments on motor equipped devices. This 
latter field should develop into an enormous 
size in the future in view of the millions 
of motor driven appliances in use and be- 
ing purchased constantly. 

Householders bought the motor to re- 
move the drudgery of cleaning and polish- 
ing glassware and silverware in the home; 
and to repair and make useful articles for 
the home, garden and garage. 

Boys are equipping their workshops to 
make wood and metal articles by the same 
methods and machinery which they are 
taught to use in the manual training 
classes of the school. 

Noteworthy response was obtained from 
the American bey. A boy would almosi try 
to build a house unassisted if given the 
tools and materials. The sky only seems to 
limit his ambitions. Give the boy a motor 
and very little time will have elapsed be- 


shi ps, 


bought 
effects in 


Store Was Deeply 
















































































which never oc 


cle Vising uses 


curred to us. What is more, parents who 
aie t at eae meal hundred dol 
ave a educated » spend a hunared ¢ 
lars or more for the boy’s radio outfit will 
t hesitate to buy the lad a motor. Par 
ents be wn that a motor helps to di 
rect his talents toward educational and 
sti 1wetiv< < it 
On boy mences to build work 
shop, hi arents l everyone in th 
1h] . esti ine Oe ere 
eign 1 Gi WHE SOON K1OW tll 1) li 11s 
rk. Furthermore there will be no end to 
T lectrical supplies which the boy and 
his playmates will be buying. A number of 
ir sighted electragists visited number ot 
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ls explaining the uses of small mo 
rs, and asking the pupils io visit the 
dealer's store for additional booklets on the 
subject. rhe results obtained indicated 
that there were splendid opportunities for 
the dealers in this field. 


The future success in expanding the 
electric appliance sales depends largely 
upon our present effectiveness in selling 


the electrical idea to the younger gen- 
eration. Inculcate the electrical idea 
into children and it will grow with 


them. Moreover the boy who applies 
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a motor to the hand operated washing 
machine about the home immediately 
makes his parents potential buyers of 3 
modern washing machine and other ap- 
pliances which save hard work. Smal] 
motor sales therefore are one means of 
expanding the electragists’ market fo; 
other electrical articles. 

Electragists should capiializ> on this 
opportunity of spreading the electrical 
idea which is afforded by the sale of 
small motors to the American boy. 


Merchandising From the Jobber’s Viewpoint-I] 


By W. R. HERSTEIN 


It is the Duty of Manufacturers and Jobbers to See That 
Electrical Appliances Are in the Hands of Satisfied Customers 


My first impression in attempting to 
sell the nonelectrical dealer was that he 
had little or no regard for that quality 
which I had been trained to almost rev- 
erence; but that he was chiefly inter- 
ested in price. I do not mean to say 
that he was not a merchant of the high- 
est repute, nor do [| mean to say that 
he paid no attention to the quality of 
his regular lines. He knew 
nothing regarding electrical devices, and 


simply 


was not qualified to judge between good 
and bad. Subsequently, however, he did 
become qualified, but his interest in 
price remained unabated, because he 
was now selling electrical devices at very 
low prices, as a leader, to draw trade to 
his stores. Furthermore in order to sell 
him, our maximum discounting, regard- 
less of demanded, 
because he was a subscriber to a pur- 
chasing syndicate. Still further his 
practice of cutting the price on nation- 
ally advertised articles caused dis- 
satisfaction on the part of our other 
dealers in that particular town, and 
when he advertised these prices in a 
newspaper that had a state wide circu- 
lation, the dissatisfaction extended to 
our dealers throughout the state. 

You note that I have not said 
whether this dealer was a department 


store. 


quantity, were 


will 


hardware 
He might have been, and in the 
course of time was either one or all of 


grocer, druggist or 


dealer. 


Then this curious thing began to 
happen: 


them. 
Some of my local friends who 
were jobbers in other lines began ask- 
ing me about the electrical jobbing busi- 
Their they frankly 
stated, was aroused by requests from 
whom I had foolishly 
begun to believe were mine—that they 
carry 


ness. interest, 


their customers 
in stock certain devices such as 


dry batteries, flash lights, incandescent 
lamps, etc., which they had theretofore 


been buying from electrical jobbers, but 
which they preferred getting with other 
goods from their main source of supply. 
Here therefore is another more or less 
formidable legion of competitors—com- 
petitors, too, knowing nothing of the 
traditions of the trade; and since the 
manufacturers of inferior electrical de- 
vices are not going out of business, let 
me recommend to the makers of higher 
grade goods that they let the low grade 
manufacturer take the  nonelectrical 
jobber’s business and refrain from forc- 
ing his attentions upon the strictly elec- 
trical jobber. 

It will be easily inferred from what 
I have said that my own judgment in 
the choice of retail distributors points 
unqualifiedly to the electrical man. | 
have intimated the necessity for techni- 
cal knowledge in salesmanship but have 
not enlarged upon this point because 
the nonelectrical dealer can easily hire 
help of this character. As a matter of 
strict fact we know that he seldom does, 
but my main objection to him may be 
summed up in the expression that he is 
too close, if not absolutely unfair, in 
buying; he has too little regard for 
qaulity; and he does not remain per- 
manently the electrical jobber’s custom- 
er. I do not accuse him of inability in 
the matter of servicing goods sold, but 
he is frequently as indifferent in this 
respect as he is in the matter of hiring 
qualified salesmen. 

The principal criticisms of the elec- 
trical contractor as a retailer are: 

1. He is not a merchant, and by infer 
ence never will be one. 

2. His credit rating is as a rule unfavor 
able. 

3. He is lacking in aggressiveness. 

I shall not deal with these phases one 
by one but rather with the desirability 
and undesirability of the electrician as 
a whole. 


It has been said that the majority of 
électrical contractors and dealers fail. 
Granting solely for the sake of the ar- 
gument that this is true, it is not the 
failures that I am talking about but the 
successes. True we lose a little money 
and a little time on the failures, but the 
credit 
trical supply 


losses managed elec- 


of a well 
house are not 
greater than those of other businesses. 
That 
tractor-dealers now in the industry can- 
not be denied. 


jobbing 


there are many successful con- 
One has but to believe 
the evidence of his own eyes. The elee- 
tric shops of the Pacific Coast are par- 
ticularly famous. In my own town and 


in numerous towns in the territory 
which I continuously travel there are 
establishments which are a credit to 
If then the success 
ful electrical contractor-dealer is pos- 
sible it seems to me that our interest lies 
in strengthening him individually and 
increasing his numbers rather than 
building up for him a character of com- 
petition which is not interested _pri- 
marily in the proper exploitation of our 
industry and which soon passes from 
our guidance and control. 

If there is any great degree of rea- 
son, however, for the charge of inefk- 


their community. 


‘ciency and incompetency against the 


electrical retailer, there is abundant de- 
fense to be introduced in his behalf. 
The retailer has never been treated fair- 
ly in the matter of remuneration: and 
he has frequently been subjected to 
crushing competition by the very job- 
bers who condemn him. He has been 
asked to maintain a high class establish- 
ment, frequently in the heart of the high 
rent district, with well paid, neatly 
dressed, skilled, and technical sales- 
men; and to pay for this out of 
mission of 20 percent to 30 percent, 
when his neighboring retailers in other 


a com- 
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receive more than double for serv- 


ines soa 
es of the same or less efficient chat- 


acter. 
Deal Fairly With 


jt is true that in recent years sym- 


Retailer 


athy for the retailer has increased. and 
rf conviction has gradually been forced 
ome to jobbers and manufacturers that 
tthis class of customer is to survive at 
|, fairer treatment must be accorded 


His discounts are slowly but 


him. 
grely creeping through the thirties and 
p to forty percent. Nothing less than 
forty percent on ordinary lines will ever 


ave the situation for the electrical re- 


yilers. He is no more of a_ miracle 
yorker than retailers in other lines. and 
‘they must have it, so must he. On 


gecially dificult lines. such as motor 
liven devices. even better than forty 
sercent must be given him if he is to 
both market the device and service it six 
sonths or a year without additional 
mpensation. 

Forty percent for the retailer with 
rasonable compensation for the job- 
ler, means that the jobber and dealer 
we to receive as much for selling the 
levice as the manufacturer gets for 
making it. At first blush, it might seem 
hat here is fine political capital for 
he well known case of The People ver- 
as The Middleman, but a cold and dis- 
passionate analysis of the 
shows differently. 


ve are all middlemen. 


evidence 
In the first place, 
Possibly the 
farmer, the miner. the lumberman and 
ihe fisherman are the prime producers. 
wut their own raw material is simply 
vhat nature gives them free of charge. 
tis theirs for the taking. All the the 
rst of us, whether manufacturers. job- 
vrs, retailers or transportation men, 
imply change the form or location of 
he commodity, and are paid accord- 
ugly. If therefore the middleman is to 
ie eliminated, a goodly number of us 
vill go. Go where? Into competition 
vith those who are left; and if so, who 
all be our customers? Shall we re- 
rt to the old condition of consuming 
what we produce; or shall we not rather 
utinue our present system of produc- 
ton and distribution, elaborate though 
the, which brings the maximum amount 
i comfort and happiness to those will- 
ig to work for it? 

Granting then that we are middlemen 
and that we take our toll from the pub- 
‘which is another name for our- 
lves—the point I wish to emphasize 
sthat we do an honest day’s work for 
"ir wages, and that we are entitled to 
Smuch for our work as the manufac- 
ler is for his. The 


manufacturer 


builds his plant, installs his machinery, 
and hires his crew. He then proceeds 
to manufacture and nothing prevents his 
making as much of his goods as he 
likes. When it comes to selling them. 
however, something happens. He and 
his dealers encounter ignorance on the 
part of the public: indifference; pos- 
sibly prejudice; certainly competition. 
Many things combine to make the task 
of marketing difficult, and who shall say 
that the man who sells does not do as 
good a job as he who makes? Shall 
he not then be entitled to equal compen- 
sation? 
Retailer Must Pay High Rent 

So long as the public will not go to 
Pittsburgh for its steel, just so long must 
steel products be kept on display in 
retail stores from Maine to California. 
And so long as the people will not go 
into the outskirts of the city, or its man- 
ufacturing and districts to 
make their purchases, just so long must 


wholesale 


the retailer remain in the high rent dis- 
trict at the expense of the people. 

We cannot reproach the dealer for not 
maintaining an uptodate, attractive, con- 
veniently located establishment, and in 
the same breath condemn the overhead 
expense which all this entails. 

Picture a woman buying an electric 
iron. She shops from store to store 
at one place she examines one or two: 
at another three or four. Perhaps she 
When she has 
finally purchased, more time has been 
consumed in the sale of the iron than 
was required in the making of it, and 


visits several places. 


since the cost of every article consists 
most largly in payment for the time of 
those who produce it from the original 
state of its raw material, is there not 
considerable warrant for my claim that 
the cost of sale is, rightly or wrongly, 
as great as the cost of manufacture, and 
that an economic error is made by those 
who in establishing their resale prices 
do not recognize this fact? 

Thus far I have said little or nothing 
regarding the central station’s part in 
Frankly I am not 
strong for the central station as a re- 
tailer: but with equal frankness this is 
based largely on personal rather than 


the retail business. 


on economic reasons. From the purely 
personal standpoint of an electrical job- 
ber, we have found the central station’s 
business difficult, and frequently impos- 
sible to secure. His buying power, es- 
pecially if he is syndicate controlled, is 
enormous, and he is frequently in a po- 
sition to dictate terms to the manufac- 
turer. Even before the electrical job- 
ber was developed, the licensee company 
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enjoyed privileges, and_ this 
practice was the definite forerunner of 


the present day blanket contract. 


special 


Con- 
sequently there is a very large volume 
of appliance business that the jobber 
cannot hope to handle if the central sta- 
tion continues in the field. 

From the economic standpoint I must 
confess that my theories are contradicted 
by the apparent facts. So many cen- 
tral stations are largely and seemingly 
successfully engaging in electrical re- 
tailing that it looks unwise to say they 
have no proper place in the scheme of 
distribution. Yet merely a casual survey 
will point out the fact that such suc- 
cesses seem to be confined to the very 
large cities, and even there we have 
high authority for doubting whether the 
enterprise would show a real profit if 
not backed by a large concern with a 
hundred ways of absorbing merchandis- 
Until recent years the cen- 
tral station idea was that the devices 


ing losses. 


were to be sold for the purpos2 of creat- 
ing an offpeak load, and that profit from 
sales of the devices themselves was of 
no consideration. Only recently has it 


become an accepted theory that the 
itself must pay its 
way. and here the central station has 


found its position no superior to that 


merchandise own 


of the ordinary retailer so far as over- 
head expense goes, except as before in- 
timated that charges for rent, bookkeep- 
ing, advertising, and similar items can 
if necessary be applied to other depart- 
ments of the business. 
A Case in Point 

Even so, does the central station ac- 
complish its purpose better in this man- 
ner than could be done in a different 
Fifteen 
town I was discussing with an official 
of our local public utility company the 
purchase of five hundred flat irons. 

“What are you 
them,” I asked. 

“Sell them, of course.” 

“But there are twelve dealers here, all 
of whom are selling flat irons,” I re- 


way? years ago in my own 


soing to do with 


plied. “If you are going to sell the 
irons at regular retail prices, you will 
add but one more dealer to the twelve. 
which will hardly compensate you for 
the reversal of feeling these dealers will 
have towards you when they begin to 
regard themselves as your competitors 
instead of a part of your organization. 
If you are going to sell them at cost. 
and follow through with the entire line. 
from the field 
twelve of your best load builders. or 
will force them to handle inferior goods. 
Your selling 


you will either drive 


business is current— 
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Theirs is selling flat irons. If they gently explained the reasons to a mul- after according the jobber and retailer r 
don't sell flat irons they will starve to  titude of company customers. When an their necessary remuneration the public : 
death so you may depend on it they will increase in rates was asked the dealers will not pay a retail price that leayes " 
sell the irons. They, with their alert and their men told the public why it the manufacturer a_ profit, then the ; 
organizations, headed by themselves, was necessary. When adverse legisla- manufacturer must become more ef. ’ 
will sell twelve times the flat irons you tion was threatened at the state capital, cient. Ours is a comparatively new in- y 
can, whether you sell at list or cost; and the electric league had an appropriate dustry, and perhaps our manufacturers P 
with your active encouragement instead set of resolutions in the hands of our will have something to learn. An elee. , 
of your active competition they will sell — county representatives and of the news- iric range, for instance, ought not cost ) 
not only flai irons but everything else papers overnight. We do not claim half as much as a Ford automobile. ; 
you ask them to put on your lines. Fur- credit for the advance in rates or for The rugged structure of a sixteen inch 
ther with proper advances on your pari the defeat of the adverse legislation: desk fan ought not cost twice as much 
they will become your friends—they _ but it was gratifying to feel that we went as the delicate mechanism, assemblage 1 
come in contact with your customers to the bat for our friends when they and calibration of a five ampere watt F 
every hour of the day, and in a totally needed help, and that possibly we con- meter. A coffee percolator should not . 
different respect from the contact be- tributed a bit to their protection and cost as much as it takes to ship a tho. | 
ween your customers and your own em- their success. sand pounds of them a thousand miles, : 
ployes. They will become part of you z. The jobbers have recently given largely 7 
organization without being on your pay- Give the Dealer His Chance of their time and money to ascertain , 
roll. They will become the greatest Does our local utility feel therefore their own cost of operation. and haye ' 
moulders of public opinion you can pos- — that it was worth while to give the deal- gladly welcomed the offer of the man.- 7 
sibly secure for the effort expended. er his chance? Its officials say so, and ufacturers to police this investigation. p 
All | ask is that you give them a few’ we believe them. Would the converse hold good, and may 4 
months’ leeway. and if then you are not To summarize the situation, | should we some day see the manufacturers in- r 
satisfied [| will gladly handle your say that the jobber is in the industry  vestigating their own costs with the : 
order.” permanently; that he will handle only  steadying influence of jobber super. y 
The few months passed; many months — those lines which his environment calls vision over the work? ‘ 
passed, many years have passed, and for; that he can handle these lines most And finally would it not be well for 9” 
still I have not taken the order. The economically through the electrical both jobber and manufacturer to real- 
dealers made good; not only as dealers, contractor-dealer, and to a limited ex- ize that their interest in an electrical ; 
but as friends of the company. For tent through the central station. I appliance is not ended until it reaches a , 
fifteen years a policy of mutual coép- would say that whoever retails elec- satisfied consumer, and that satisfied 9 
eration has paid both interests. When trical appliances will have to be paid consumers will not become a reality ex- ' 
the central station’s service deteriorated a price commensurate with the work cept through the medium of satisfactory ‘ 
during the war, twenty dealer intelli- during the war, twenty dealers intelli- retailers? i 
h 
When Selling Wiring or Apph 
en Ve In? IPine or PP 1ances é 
til 
By J. E. BuLLAaRD th 
Try These Methods—It Matters Not What fa 
Your Product Is—aAll Prospects Are Alike he 


There is a certain family upon which most that were bought, it was the things which this woman was vice-president. f 
salesmen have been calling for three that were sold best. The lady of the He succeeded in selling the president hs 
vears. These salesmen have attempted house nearly always buys something the set of books then explained that if a i 
to sell everything from photographs, from the Fuller Brush man when he certain number of sets could be sold, 


washing machines and vacuum cleaners comes around, not necessarily because a premium in the form of books would , 
to life insurance. Only two have been she needs the brushes she buys, but be- be given to the school library. He 4 
able to make sales amounting to more cause the salesman insists on making aroused the enthusiasm of the president 9, 
than a dollar. her a present of a brush. After that and she did her best to sell the idea to | 
Yet there are a great many things has been accepted she feels under obli- all the other members. All the sales- 
that this family needs and sooner or gation to give at least a small order. man had to do was to prove that the 
later will buy if some good salesman The other man who made a sale to books were really worth the price asked hy 
does not come around and sell some- her was a book agent. He was not for “them and that they were good . 
thing different. A new bathtub is need- just an ordinary book agent though he things to have in the house. ‘ 
ed in the house because it is an old was selling a set of books that prob- acti j Is Worthwhile ¢ 
house the family has just bought. A ably contained little that could not be Prove Your Product ts Worthe mn 
few more electrical outlets might be found in some of the books already in Since these were the only salesmen @y 
sold, if a salesman went about it in the house. It wasn’t the books that who in three years were able to make a " 
the right way. The old vacuum cleaner made the sale but the way the selling sale of any size in this home, it would @ 
has seen its best days and even now’ was done. seem worth while for the man selling @ i 


there is some talk of buying another. First this man went to the president — electrical material, whether wiring, 00! 
It is not the things that were needed of the Parent-Teachers’ organization of venience outlets, or appliances, to study 
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he methods use d. In one case the 
clesman places the prospect in a re- 
eptive frame of mind by making her a 
present of an inexpensive article. In 
he other. and in the case of the more 
axpensivé article, he has succeeded in 
making it seem really worth while to his 
frst customer to help him make more 
ales. He has secured the active assist- 
ance of one and usually several of those 
In fact 
; sometimes happens that those who 


whom he has made sales. 


jo not buy will help convince others 
hat they should buy. 

\ third method of selling that it is 
aid a young college man found to be 


very eflective is as follows: This 
sung man was selling milking ma- 
hines. He carried on a wagon the ma- 


For a 
couple of months he worked very hard 


chine all set up ready for use. 


and made very few sales. 

Then one day when driving down a 
hill something broke on the harness of 
one of the horses. Driving into the yard 
of the farm house at the foot of the 
hill he borrowed the tools he needed 
ad fixed the harness. By the time it 
was finished, however, it was milking 
ime. Feeling somewhat under obliga- 
tion to these people he asked them to 
lt him do the milking and they did. 
Thev watched him milk, saw how 
easy it was, and when it was all over 
itually insisted upon buying a ma- 
hine. After that this man made only 
two calls a day. He would drive into 
afarmvard about milking time, borrow 
wmethine. tinker around his machine 
til milking time and then acting as 
hough he was under obligation to the 
farmer offer to do the milking. Usually 
te sold a machine. 

There is a point in the methods of 
his man that it would seem well for 
he electric salesman to study. When 
isman was making demonstrations he 
vas selling few machines. When he 
topped making demonstrations and 
tarted in doing the milking for the 
fmers his sales immensely increased. 


is 


Effective Demonstrating 


This brings out the fact in selling 
that if one can possibly demonstrate the 
mchine without at the same time creat- 
ng the impression that he is trying to 
ell it, the demonstration becomes much 
nore effective in sales than it otherwise 
vould. Jt makes a lot of difference 
that kind of an impression is made 
on the prospect before the demonstra- 
on is started. 

Some fifteen vears ago the imovor- 
‘ce of approach was pretty well dem- 
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onstrated by the sales department of a 
central -station. 
men and an attempt was being made to 
introduce Each 
man was doing his best to sell them. 
They were being sold in the office and 
as much interest as possible was being 


There were six sales- 


electric irons. sales- 


aroused among the employes in general. 
One salesman, however. sold one-third 
of all the 
pany. 


irons handled by the com- 

The irons were being pul out on a 
thirty day trial after which they were 
billed if the 


them. 


user was satisfied with 
The trouble experienced was not 
in selling them after they had been 
placed on trial! but in getting people to 
try them at all. 

The man who was successful drove 
from consumer to consumer in a buggy 
in which he carried a supply of irons. 
at all. 
iron to the 


He never mentioned a free trial 
He never even carried an 
door until after he had arranged to 
leave it there. 

No matter what type of house he was 
calling on, he always went to the front 
door and called for the lady of the 
house. Usually he was able to get an 
interview from her. 

He explained that the electric com- 
pany had made careful tests on these 
electric irons but that the only way that 
their real quality could be determined 
was by having people test them out in 
their homes. Wouldn’t she experiment 
with one of these irons for a month and 
have any one else in the house experi- 
ment with it? The company would ap- 
preciate it very much if she would and 
give it her opinion at the end of thirty 
days. The company was desirous ot 
giving the best service possible and such 
coéperation would aid it in doing so. 
If after experimenting with the iron for 
a month the consumer liked it so well 
that she wanted to keep it she could 
buy it for the special price of $3.75. 


Prospect Will Be Glad to Help 


It will be noted that this man was 
not urging these people to buy anything 
nor to make a trial of anything with a 
view of buying it. He was asking them 
to help along tests that might result in 
better service to the consumers. Of 
course if anyone wanted to buy they 
could but this was incidental to find- 
ing out how good the iron was. What 
he was interested in was to find out if 
in actual service the iron proved to be as 
good as the tests already made on it in- 
dicated that it would be. 

All his talk directed the attention of 
the prospect to the quality of the iron 
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and not upon buying it. The people 
whom he called upon not only gave the 
iron a trial*but nearly all of them pur- 
chased. When he telephoned them ask- 
ing when he could come and get the iron 
they informed him he couldn't get it, 
that he would have to send a bill. 

\ large part of selling lies in making 
the right approach. Suppose that a 
washing machine salesman should hap- 
pen around to a house just when the 
washing must be done and the wash 
Let him bor- 
row some water for the radiator of the 
car and then noticing that the washing 
must be done offer to do it. 


Under such a condition he is doing 


woman hasn't shown up. 


the washing as a favor and not dem- 
onstrating the machine. As a result the 
chances of selling that machine are very 
greatly increased. 

There is a lot of difference between 
saying, “Let us demonstrate this ma- 
chine to you,” and “Let us do your 
washing.” One means an attempt to 
make a The other means that 
something really worth while is being 
offered. Doing the washing for the 
housewife means a saving to her. It 
saves time if it does not actually save 
money. A demonstration or even a 
trial means that must be on her 
guard or she will have to spend money. 
As a matter of fact now that there are 
so many makes of machines on the mar- > 
ket if machines are placed on trial it 
makes it possible for a family to have 
the use of a washing machine for a 


sale. 


she 


long time without buying one. It may 
never be necessary to buy one. It is 


just a matter of impartially giving them 
all a trial. 


Soap Suds Increase Light 

A pan of soapsuds is one of the most 
effective means yet discovered for in- 
electric illumintion. Electric 
lamps often get dirty, especially in the 
kitchen, where there is grease and 
steam. 

Tests made recently disclosed that 
four classes of dirt often collect on elec- 
tric light globes. They are dust and 
dry dirt, oily and greasy dirt, acid 
fumes deposits, and spots of paint, tar. 
and varnish. 

After the globes have been washed 
in soap and water their average light 
increase was shown to be as follows: 

Dust and dry dirt globes, 78.4 per- 
cent. 

Oily dirt, grease, and acid fumes 
globes, 147 percent. 

Paint, varnish and tar spotted globes, 
67.2 percent. 


creasing 
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A Plea for Better Retail Selling 


By Ropert A. Harpy 


Where the Old Time Worn Phrase “Something Else?’’ is Re- 


placed With Uptodate 


Do not the two words. “Something 


else?” have a familiar sound? It is 
the standard way of a great number of 
retail clerks on both Fifth 


Main Street end up waiting upon a cus- 


Avenue and 
tomer. Nine times out of ten the answer 
“ek guess not,” or “That is all, 
thank you.” 

“Something else” suggests a negative 
answer. The cterk might as well have 
said, “You don’t want anything else, 
do you?” or “I don’t need to spend any 
more time with you, do 1,” Of course 
the customer walks out without making 
another purchase. 

Employes in retail stores. like sales- 
men for manufacturers and jobbers. are 
tested 
whether 


find out 


clerks 


order takers or whether they are real 


being these days to 


they are merely and 


salesmen. Sucessful retailing demands 
today someone who can do more than 
merely hand out the merchandise, take 
the money, and give back the correct 
change., 


Of course in some forms of retail 
selling this is all that is required. The 
clerks in the ten cent stores do not do 


this. The self serve 
stores require less of salesmenship. But 


The bulk of the 


merchandise is sold and will continue 


much more than 


these are exceptions. 


to be sold by personal salesmanship. 
The clerk who is merely an order taker 
is having a hard time to prove his 
worth. 


Suggestit e Selling 


Suggestive selling is an idea that has 
been developed by large organizations 
which endeavor to give their employes 
instruction in modern methods of retail 
selling. It means simply selling two 
articles to the customer who came into 
the store intending to buy only one. 

Instead of saying “Something eise?” 
to the customer who buys a toaster, for 
example, the tactful salesman will say, 
“Couldn’t you use a percolator or a 
grill?” 
leaders for each sale and correspond- 
ing lists of allied merchandise which 
they are expected to suggest. 

It is reasonable to suppose that a 


customer who is interested in one ar- 


Salespeople are given lists of 


Approaches 


ticle will be a prospest for another of 
the same line. It is considered the poor- 
est kind of salesmanship to iet the cus- 
tomer leave the store without even men- 
tioning kindred articles. 

The customer expects to be thus re- 
minded. It is part of the service that 
a store with an efficient selling person- 


should The old 


that you must ask for what you want, 


nel render. method 

or the parrotlike “Something else” have 

been succeeded by suggestive selling. 
Study Approach 


fhe modern salesperson must study 


the methods of approach, of greeting 
the customer, and of introducing the 


the 
Very little 
things consciously, more often uncon- 


the to make 


most favorable impression. 


merchandise in way 


sciously, create a favorable attitude 


which results in the sale. If an unfa- 
attitude 


to overcome. 


vorable is created it is hard 
It is a characteristic of human nature 


to resist being sold. If a man _ ap- 


proaches you and says, “I am going to 
sell you this,” at once you are on your 
guard. It is as if he had issued a chal- 


lenge to match his “wits with yours. 
Sales resistance has been created at the 
start. 

The book agent who goes from house 
He knows that 


he must have a capacious inside pocket 


to house realizes this. 


in which to carry his prospectus. Other- 
wise, the door will be slammed in his 
face before he can even start to tell 
his story. 

He knows that the surest w ay to scare 
away a customer is to pull out a black 
leather portfolio at the start and ob- 
What does the 
In the first 


place he tries not to appear like a book 


viously begin to sell. 


successful book agent do? 


agent at all. 
Use Vovelty 

\ certain group of canvassers once 
adopted the practice of carrying canes 
when they made their calls. The wom- 
an of the house had never before seen 
A man 
with a cane did not give the impression 


an agent that carried a cane. 


that he had anything to sell. 
These canvassers were welcomed and 


of Suggestive 


Selling 


viven tne coance to tetl their ston 


pe.ore tne woman realized it she had 
signed ner name on the doited line, 4 
successiul approach had made the sale. 


{he right approach to the custome; 
is as important when selilng in a fe. 
tail store as when ringing doorbells 
Lhe with a 
haughty air upon the customer who e. 


salesman who advances 
ters his store and blurts out, “Yes Sir” 
makes as poor an approach as if he had 
said, “What do you want?” or “What 
The clerk who ls 


“Good morning” to a cus 


did you come for?” 
able to say 
tomer in a way to make him want to 
buy is a valuable asset in any store. 


Overcome Indecision 


Of course it is perfectly logical and 
reasonable to assume that peopie would 
not come into a store unless they were 
intending to buy or at least were willing 
to be sold. This is a natural conclu. 
sion. 

But in practice it happens that a 
large proportion of the visitors to any 
store are people without a definite idea 
of what they want to buy or whether 
they want to buy anything or not. They 
are looking around and they are a 
their guard against any too obvious at- 
tempt to sell them. The retail sales 
man can often lose a sale by appearing 
to be too aggressive. 

A man has seen an article advertised 
and he knows that it is carried in a lo 
Does he go to the store di- 
rectly and ask for the article? \o. 
Instead he another 


Then 


he asks some sort of vague question 


cal store. 


often waits until 


matter takes him into the store. 


such as “Is this or that any good?” He 
does not want to commit himself to 4 
display of greater interest lest the clerk 
should sell him against his will. 

Many shoppers hesitate about asking 
the price of an article for the same 
reason. They may be mildly interested 
but as they have not quite made up theit 
minds to buy they are cautious about 
laying themselves open to a selling a 
gument. If the price is not plainly 
marked upon the goods they will often 
pass along without giving the matter 
further thought. 
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jf the goods are marked with the 
ice, it places them within the range 
“their ability to possess. The price 
* answers the question that the aver- 
ue person hesitates to ask. Thus price 
sarks are an important aid to the sell- 
w force. 

Radiate Suggestion 

Suggestion frequently plays a more 
mportant part in influencing people to 
The successful 
this. In 
bor saving device the appeal to rea- 


wy than does reason. 
glesman realizes selling a 
on dictates that the points to consider 


ye its durable construction, — perfect 
mechanical features and efficient opera- 
on. What really sells the appliance is 
fen the suggestion that it will afford 
nore jelsure time for the housewife to 
» the things she would like to do. 
Some have found that there is a one 
et way to answer certain questions 
at a number of prospects are sure to 
&, and to prevent various phases of 
e proposition to various types of cus- 
talks 
ven developed for salesmen in 
The 
hat has been decided to be the right 
different and 
hey are expected to follow these meth- 
ds 


mers. Standard selling have 
many 
liferent lines. men are given 


vay to meet situations 


Standard Talks 


Instead of trusting to the type of mind 
at says on all occasions “Something 
de,” many of the important stores are 
iso giving their salespeople standard 
elling talks. Not only are the selling 
atures of the particular merchandise 
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scribed in detail but instruction is 
iven in such matters as how to greet 
icustomer and how to close a sale. 

Of course a good deal-depends upon 
te intelligent use of this instruction 
the salespeopie, for customers vary 
videly in their likes and dislikes. One 
un might be pleased to be addressed, 
ow are you John?” while another 
‘the same degree of acquaintance 
wuld be offended by this amount of 
aniliarity. 

ln some section when the clerk says, 
luse it myself,” it is accepted as a 
tommendation for the article, while 
ader different circumstances the same 
‘uement would be a tactless biunder. 


Periodical Meetings 


In many retail organizations period- 
“l meetings of the sales forces are 
“ld. These gatherings give the oppor- 
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tunity to compare experiences and to 
conduct model sales. One member ot 
the organization gives a demonstration 
of selling another. Then friendly criti- 
cisms are made of the way each sale 
was conducted. A more widespread fol- 
lowing of the practice of store meetings 
in stores small and large would result 
in better trained salespeople. 

Leading manufacturers 
much to make better salespeople of the 
employes in the stores that sell their 


products. 


are doing 


Many leading concerns are 


publishing retail sales manuals and 
other booklets describing from the 


clerk’s standpoint their lines of prod- 
ucts and how they should be sold. 
These booklets contain not only de- 
tailed information on the particular 
products but valuable suggestions about 
The wise 
clerks 


selling all goods in the store. 


merchant will. insist upon: his 
using these selling helps. 

It is the salespeople who make or 
Customers 
will shop where they like to deal with 


the men or women behind the counters. 


break.a store’s reputation. 


Weil-informed and trained salespeople 
are the biggest single factor in getting 
and holding a high class trade. Sug- 
gestive selling is the modern way to pro- 
duce the maximum sale per customer. 


Living the Electrical Life 
This Electragist’s Sales Talk Goes Over 


Because He Has Proof at Home 


He rolls over in the morning, yawns, 
blinks his eyes a blink or two, and then 
a hand comes out from under the cov- 
ers, reaches up to the wall and presses 
little electric button. 
Whereupon, down in the kitchen, on the 
table-top electric dishwasher, the elec- 


an insignificant 


tric percolator begins to perce, and when 
Frank Denzel, fully arrayed for a day 
of selling cleaners washers and 
other appliances, descends the stairs, 
his morning brew of Java and Mocha 
is ready. 


and 


The percolator switch which this wide 
awake dealer has built into his Cleve- 
land house—an original idea—is only 
bit of of the 
way in which he lives the electrical gos- 


one evidence consistent 
pel which he preaches. 

Down in his basement is as neat! a 
well 
Its’ many pipes, 
also covered and neatly taped, are as 


fresh table And 


cause he’s proud of keeping them clean, 


little furnace as you ever saw, 


clothed in asbestos. 


clean as linen. be- 
Denzel regularly every week or so totes 
and after 


whisking up the dust from the basement 


his electric cleaner down. 


floor with it, carefully removes any trace 





It’s No Mere Idle Talk When Denzel Says ‘‘A Child Can Do It.” 


He Knows Because 


His Own Little Girl is Expert in Operating It. 
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Are Attachments Worth While? 


of dust and ashes from the pipes. When 
he’s selling cleaners and attachments, 
do you suppose this experience of his 
with them does him any harm? Not 
noticeably. 

Frequently, on a Saturday morning in 
the Denzel home, little Miss Jane, aged 
six, helps her mother by running the 
cleaner around on the rugs and the 
hardwood floors of the first floor rooms 
and on the linoleum in the kitchen. It’s 
no mere idle talk when Denzel tells a 
prospect who is debating a vacuum 
cleaner purchase, that a child can 
do it.” 

In wiring the house, this dealer took 
good care to plan for the convenient 
use of thé various appliances. He has 
thirty double outlets in his layout. He 
has receptacles waist high and knee 
high for the use of the cleaner; he has 
his electric dishwasher installed with 
plumbing connections, and his dining 
table is wired for the use of the cooking 
appliances. 

The in a 
poor location, a half an hour from the 
downtown business section of Cleveland, 
in a neighborhood or artisans and me- 
chanics, and to cap the climax, it is 
across the street from a graveyard! But 
this dealer who thinks and lives elec- 
trically in hours and out, has attracted 
and held a large clientele in spite of 
these obstacles. 


Denzel electrical store is 


He has built up a con- 
siderable automobile trade. for people 
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This Dealer Says So Because He Uses Them Himself 


who come to his store once don’t often 
forget its location. His aggressive 
methods, combined with his thorough 
knowledge of just how the appliances 
perform in the home, have helped him. 

Anyone who carries out his theories 
of electrical housekeeping thus consist- 
ently cannot help seeing the effect in 
his business. If your own household 
really uses the electric cleaner every 
day, and you lend a hand at it your- 
self once in a while, to take an exam- 
ple, that fact will inevitably percolate 
into your sales talk about it, and in- 
spire your prospects with confidence 
which you could not give them in any 
other way. You will know a great va- 
riety of smart tricks to do with it about 
the house, convenient little things 
which actually make it worth more to 
its owner, and the suggestions which 
you can give from this first hand expe- 
rience are worth more than any num- 
ber of ready-made arguments learned 
from a circular. 


Advertising of Utilities 

Plans are under way for the forma- 
tion by representatives of public utility 
companies and public utility associa- 
tions of a national organization for the 
handling of utility advertising problems, 
to be known as the Public Utility Ad- 
vertising Association and to be affliated 
with the Associated Advertising Clubs 
of the World. 
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Make a Profit 


Lighting Fixture Trade Paper Talks Ty, 
key to Dealers 


{NOTE.—James Kreiger, editor of “Light, 
ing Fixtures and wignting’” urges his 
chents to make a pront, even though 
they may do a smaiier volume ot bug. 
ness. Mr. Kreiger’s article, which to). 
lows, should be read by electragists — 


the Editor. | 

“Why is it,” asked a prominent many. 
facturer of lighting fixtures, “that with 
more fixtures being made and sold right 
now than ever before in the history o 
the industry, less money is being made. 
in fact, the greater part of the mam. 
facturing, as well as the jobbing and 
retail branches of the business, ar 
losing money?” 

This is the question, or rather the 
statement, heard on all sides. The ap. 
swer is usually that the other man. 
facturer or the other dealer, being 
afraid to pass up orders at a ruinous 
price, prevents the fair dealing one from 
getting a fair price for his merchandise, 
Whether the job involved be an installa. 
tion in a public building or apartment, 
or whether it be for a stock of fixtures, 
the same cry and the same results are 
very much in evidence. 

A representative of Lighting Fixtures 
and Lighting discussed the matter with 
a number of fixture manufacturers, 
wholesale and retail, and found no one 
firm or group of firms ready to take 
credit for chopping down the cherry 
tree. Always the other fellow. 

This condition, however, is not only 
true in the lighting industry. Similar 
conditions exist in nearly all branches 
of trade. Jewelry for example. The 
same cry of cut-throat competition is 
being voiced. 





Cutting of prices, doing 
business at a loss, failures, piracy in 
The furniture in- 
dustry has like problems, etc. 

Don’t let’s take our own industry 
being apart from all others. The fur- 
damentals of business are all the same. 
Human nature—the laws of averages. 
of compensation, each applies as much 
to the lighting industry as to plumb- 
ing of building or jewelry. The light- 
ing industry need not suffer, however, 
at a time when the demand for its prod 
uct far exceeds any other time in its 
history. 

The remedy is simple, but the appli- 
cation of the remedy must be sure. This 
is for wholesaler as well as retailer: 
Don’t Accept Orders at a Loss. This 
will be done when the merchant be 
gins to realize that unless he is assured 
of profitable business and enough of it 
he is going to the wall. And frequently 


design, curbstoner. 
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he drags several other innocents along 
with him. 

One dealer who usually averages over 
350,000 a year in volume of business, 
in discussing the question recently, 
gid: “I have cut my volume to $30,- 
000 for 1922, though it would be an 
easy matter for me to do $50,000. This 
jiference of $20,000,” he said, “rep- 
resents the amount on which I would 
make nothing, or even lose money, thus 
not only hurting myself but the whole 
trade, and it is necessary for the whole 
trade to be healthy for my small unit 
of it to keep from being infected.” 


Large Orders Too Tempting 


Too often a large order tempts the 
small manufacturer or dealer who 
thinks that he can, by his own labor, 
cut here and there, forgetting that with 
a large job his own labor is virtually 
nil—and finally discovers that his over- 
head has eaten him up. 

“Too many dealers in a small radius 
carry similar popular designs,” a local 
dealer informed us. “This allows the 
electrician or house builder to select 
aset of fixtures in one place, compare 
ad haggle over the price next door or 
across the street and play one against 
the other until the careless or weakened 
dealer gives in to a loss of profit and 
often sells below his cost. No allow- 
ace even being made for returns and 
breakage, to say nothing of overhead 
and profit.” 

A leading manufacturer in one of the 
large cities informed us that he is rais- 
ing prices instead of cutting. “Every 
sile must bring in a legitimate profit,” 
he said. “It’s a shame and disgrace 
that in this period of home building, the 
greatest for the lighting industry, that 
% many of the manufacturers and deal- 
es are on the ragged edge of nothing, 
hard up, paying bills with note, ac- 
ceptances, etc., little realizing the large 
vercentage to be saved by discounting 


bills,” 

Raising Prices for Legitimate Profit 
“We are raising our prices because 
ve are entitled to a legitimate profit and 
he demand for merchandise permits us 


to get it. Business with us in both 
wholesale and retail departments is 
booming. The demand will soon be 


aeater than the supply, soon there will 
ka grand rush for fixtures to com- 
plete homes before the cold weather sets 
i, Let’s take a fair profit and be fair 
0 ourselves, the trade, our help and 
the public. All must suffer if we don’t 
to this.” 
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Dealers who build up a trade on the 
foundation of square dealing never need 
fear a business depression. Begin with 
self. A fair profit is a business insur- 
ance. Don't fear your competitor 
help him. If you find you can’t com- 
pete in the lines he cuts, add other de- 
signs to your own. 

A local manufacturer told us recent- 
ly, “I’ve cut out the cheap fixtures. I 
can’t compete with certain large manu- 
facturers who make a very popular 
number at a Ford price. We can’t all 


be Fords. There is need for Rolls 
Royces, Cadillacs, Packards, Stude- 
bakers, Maxwells and Overlands. I 


guess the Maxwell is my speed. I'll 

stick to the Maxwell price fixtures.” 
Help yourself, your employes, your 

customers and the whole industry. Make 


a profit. 


Self Control 

In an editorial in the Golden Rule 
magazine, Napoleon Hill says: 

You can never become a great leader 
nor a person of influence in the cause 
of justice until you have developed great 
self control. 

Before you can be of great service to 
your fellowmen in any capacity you 
must master the common human tend- 
ency of anger, intolerance, and cynicism. 

When you permit another person to 
make you angry you are allowing that 
person to dominate you and drag you 
down to his level. 

To develop self control you must 
make liberal and systematic use of the 
Golden Rule philosophy; you must ac- 
quire the habit of forgiving those who 
annoy and arouse you to anger. 

Intolerance and selfishness make very 
poor bedfellows for self control. These 
qualities always clash when you try to 
house them together. One or the other 
must get out. 

The first thing the shrewd 
usually does when he starts to cross ex- 
amine a witness is to make the witness 
angry and thereby cause him to lose his 
self control. 

Anger is a state of insanity! 

The well balanced person is a person 
who is slow at anger and who always 
remains cool and calculating in his pro- 
cedure. He remains calm and deliber- 
ate under all conditions. 

Such a person can succeed in all leg- 
itimate undertakings! To master condi- 
tions you must first master self! A per- 
son who great self-control 
never slanders his neighbor. His tend- 
ency is to build up and not to tear down. 


lawyer 


exercises 
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Are you a person of self control? If 
not why do you not develop this great 
virtue ¢ 


Delinquents 

These are found in every trade or- 
ganization and it seems that our con- 
temporary warm air 
heating and sheet metal workers is no 
exception. The views of the secretary, 
Edwin L. Seabrook, of this organiza- 
tion are passed along as being apropos 
perhaps of the situation in association 
circles of the electrical industry: 

“Dropped for non-payment of dues,” 
“Delinquent.” These words, says Mr. 
Seabrook, after a member’s name on 
the annual membership report forms do 
not look good, neither do they sound 
any better when read out than they 
appear to the eye. He continues: 

Why should any ‘member of trade 
organization permit such a designation 
to appear after his name? Surely the 
majority who slip into this class do not 
fully appreciate the unfavorable im- 
pression made upon their fellow trades- 
men and those reviewing membership 
reports, 


association of 


When a business man joins his trade 
association, he assumes an obligation 
that is just as binding as though he had 
ordered material from the supply 
house. No business man ought to per- 
mit himself to be placed in the “drop- 
ped for non-payment of dues” or “de- 
linquent” class. Frankly, it isn’t hon- 
orable treatment to those with whom he 
pledged his faith. 

If one feels that he must sever his 
connection with his trade association, 
the honorable way to do it is to pay 
all obligations due and present a resig- 
nation. 


Imitation in Dress 

“Spencer is quoted as saying that imi- 
tation in dress may be due to reverence 
for the one imitated or a desire to show 
equality with him,” says a writer in 
The Nation's Business. The 
continues: 

We may try to dress like a certain 
man because we admire him, or because 
we dislike him—to show the world that 
we can have any kind of clothes that he 
can have. The average man does not 
like to wear a dress suit. Yet he does 
not care to be without one, lest people 
think he is not as good as others who 
wear them. Many business practices are 
doubtless due to the same reason—our 
desire to show a competitor that we 
are just as good as he is. 


account 
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How Distribution Costs Can be Lowered 


By L. L. Brastow 


In This Important Matter All Interests Must Work Together to Win Against 
Invasions Good or Bad, Says Sales Manager of Trumbull Electric Mfg. Co. 


Letter Mr. Babson 
“We ap- 
human in- 


Barometer 
this statement: 
that 
genuity have contriputed to production, 
have let look 
ihe result 1s that our Manu- 


In a 
makes have 


plied all science and 


but we distribution out 
tor itselt. 
facturing cost has been cut to a frac- 
tion of what it was fhitty years ago, but 
the percentage cost ot distributing is 
much more tnan it was fhiity years ago. : 

Whether we all accept the latter state- 
ment or not, the stupendous cost of dis- 
tribution is forever brought home to the 
American public and the common ques- 
Where does it go? The cost 
of coal is primarily one of distribution 
of cloth- 
of almost everything, 


tion is: 


the price of flour, the same 
the 


same 


ing, 
the 


is no exception, as may be illustrated 


same 


and the electrical industry 


by a charge of fifty cents for an at- 
tachment plug recently made by a wire- 
man in the neighborhood when the same 
plug was dumped on the market at seven 
cents to the distributor. 

The high cost of distribution rather 
than the low cost of production is the 
prop on which dozens of new manufac- 
turers are coming into the market on 


various types of wiring devices. I'll 
venture that on only a few of the lines 
made can the new folks save much 


money in manufacture over the older 
factories because what they (the new 
fellows) save in overhead they consume 
in higher costs for material and less 
economy in production due to small 
runs and by not knowing all the tricks 
of the trade learned by years of expe- 
rience. So I say the new manufacturer 
cannot produce much if any cheaper 
but has a ground for hope through 
breaking into the middle of the line of 
distribution. 

We all He 
gives distributors’ prices to almost any- 
body in the trade who has not already 
received such prices from someone else. 


know how he does it. 


He thus sells the customers of the larger 
and older distributors at the same price 
they (the old fellows) buy. 

So it is that hundreds of dealers are 
removed from the line of distribution. 

This, however. has no effect on the 
He still pays 
fifty cents for a seven cent plug, al- 
though had he bought at a store instead 


price to the consumer. 


of paying for service through a wire- 





would have cost him far less. 
Let that be said in all truth. 

Of course there is a saturation point 
beyond which the field cannot go. With 
a rapidly expanding industry like ours 
and a chance to sell through lower 
prices to those farther the 
chain of distribution, there are bound 
to be 


man it 


down in 


and 
but 


new factories new selling 


agencies of all sorts- there is a 


limit. 
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What that limit is we do not pretend 
to prophesy. Poor tactics and rash 
methods and foolish prices may take 
care of the threatened oversupply be- 
fore any conclusion is reached, and the 
present distributing schedule may be 
preserved without any particular change 
in program. 

It is certain, however, that distribu- 
tors, dealers, and all selling agencies 
must set aside the idea of big profits and 
study the turnover more closely. 

Furthermore a concentration on the 
making of clearly defined class of prod- 
uct is pretty well followed by manufac- 
turers who too often in the past have 
ventured out of their sphere of influence, 
and by mixing in lines that take differ- 
ent selling policies and a different class 
of labor and factory organization have 
run into snags that proved expensive. 

Distributors have seen that they never 
could function on the old warehouse 
plan and now are devoting their ener- 





gies to selling. They also are seeing 
the light in not trying to handle every 
line that comes out but have learned to 
lose a few orders that they may saye 
warehousing expense on too great an 
assortment of makes, and work hard op 
their functions as real selling agencies, 

Above all. distributors are learning 
to sell the goods they choose to handle 
and not to depend on the manufacturer 
to do it all. an pro- 
duce, advertise, and sell his lines on his 


No manufacturer 


present profits. The jobber must do his 
share and is trying to do it, though 
many are still weak at the bat. ) 
The remarks of Mr. Babson as to the 
direful weakness in distribution do not 
hit our interests as they do coal for ip. 
but for careful 
study along economy in meri handising 


stance, there is need 
methods. 

Distribution is apt to follow the lines 
now in vogue just so long as and no 
longer than each link in the chain from 
factory to user functions in a fairly sat- 
isfactory degree. 

We all must recognize that new firms 
are in business to sell and will raise 
heaven and earth to do so. Channels of 
distribution must be given them even 
though they start in the middle of the 
chain. 

The older distributors, however, must 
realize that as they expect their sources 
of supply to stick by them in the fight 
now on and to grow still tenser, so must 
they stick to their sources of supply; 
else as one breaks over into new lines 
so the other will break over into new 
distributors and the market be spread 
out as thin as a church sale cookie. 

Distributor and manufacturer alike 
must realize that no one person can get 
all the business, and must have nerve 
enough to pass up some or even many 
orders. 

What profits it for an older distribu- 
tor to nibble at a cheaper competitive 
line when at the same time his custom- 
ers on other material are made his 
equals on this same cheaper competi- 
tive line? 

In many businesses the problems of 
distribution have been solved through 
chain _ stores, department stores and 
manufacturers doing théir own retail: 
ing, all with varied success. 

The electrical industry will continue 
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to sit pretty on its present basis if, and 
only if, savings in production are passed 
on down the line in reasonable prices 
to the consumer—profits kept reason- 
able and turnover studied as carefully 
as production has been studied by the 


manufacturers. What quantity produc- 
tion and standardization are to a manu- 
facturer, turnover is to the distributor, 
jobber and dealer. 

It has not been studied with the same 
care so far; manufacturing processes 
have advanced far more than distribu- 
ting skill, and it is time for improve- 
ment. 

Jobbers have tried too long to pass 
the buck to the manufacturer who is 
even now called upon too largely to 
cut his profits and at the same time do 


much of the distribution. Jobbers are 
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too free to flop to new lines that pop up 
with a five or ten percent as bait, fail- 
ing to see that every time he does this 
he tends to drive the manufacturer 
toward other outlets in the middle of 
the line of distribution. 

I am speaking in a very general way. 
It is granted that very valuable lines 
are being marketed by new people 
which deserve a hearing from the best 
of our distributors and who have made 
the older factories sit up and take no- 
tice, even assisting in keeping some of 
them from actually going to sleep. I 
am not preaching standpatism—not for 
a minute—but merely am pointing out 
the necessity of worthy manufacturers 
who do keep uptodate in most particu- 
lars, being supported by the same class 
of jobbers, and the need for all con- 
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cerned to keep the margins in the dis- 
tribution chain as low as possible and 
win against all invasions, be they good 
or bad, by better service, livelier sell- 
ing methods, better selling personnel 
and better turnover. 

Babson cannot point at our industry 
as an example of fifty year old Rip 
Van Winkles—we were not born fifty 
years ago, but some of the faults in the 
whole general distribution problems are 
still the faults of the electrical indus- 
try and our brains and time and 
thought and patience should be centered 
on the great question as never before. 
No one branch in the chain can let 
George do it. Each has his responsi- 
bility and must meet it, else the chain 
will break and a new system develop 
as years go on. 


How to be a Good Retail Salesman 


Be Aggressive But Not Domineering—Possess Tact and Discrimination—There Are Two 


Kinds of Buyers: Those Who Rely on Own Judgment and Those Who Depend on Yours 


To be aggressive without being 
brusque; forceful without being impo- 
lite; clever without being too smart— 
these are the cardinal points of good 
salesmanship, says B. J. Munchweiler 
in Hardware Age. 

Aggressiveness is perhaps the quality 
around which most danger centres—it 
is the thin ice of salesmanship. The 
line that divides the spineless man from 
the bulldog type is not well defined. 
“Fools rush in where angels fear to 
tread.” Likewise’ the overaggressive 
plunge, when all the rules of salesman- 
ship tell them to tread softly. 

To impress your prospective custom- 
er with the fact that you possess force 
is a good thing and helps greatly to land 
the sale, but to give the impression that 
you have a superabundance of gall 
makes it necessary for you to overcome 
the dislike you create and thus the task 


of selling goods becomes a double prob- 
lem. 


Gaining the Customer's Respect 

In order to gain the buyer’s respect 
and to hold it the salesman must quote 
one price, and that the lowest. Once 
let him establish this reputation and he 
will find that his sales will come easier, 
his customers will have more respect 
for him, and of course his trade will 
honor the man who does not have to 
give away profits to sell goods. 

It is well to remember, “Life is full 
of golden opportunities for doing what 
we do not wish to do.” 

Forget the price argument. Play upon 








the goods and their merits and the mat- 
ter of price will be seconding your abil- 
ity and efforts. 

You must mix brains with your work. 
A salesman is no bigger than the trade 
he can secure. 

Service is just what its name implies. 
It is not possible to simplify the word 
with other definitions. It is merely the 
result of man’s active desire to be of 
use to his customers and to all with 
whom he deals. 

Service to the customer lies along the 
way of selling him the right goods. 
Show him that you are using wider 
knowledge of your line and of the gen- 
eral market to serve him, and then when 
he needs goods he will serve you by 
giving the order. 

Keep Future Sales in Mind 

Some men have the mistaken idea if 
they cannot sell a prospect the next best 
thing to do is to quarrel with him. 
Others, after an unproductive display, 
leave a man with such a disgruntled air 
that they virtually shut the door of their 
own store upon the occasion of a later 
visit. By all means learn that if you 
cannot sell today, tomorrow you may. 
The writer recently addressed a meet- 
ing of newspaper salesmen, men who 
sold space in a leading daily, common- 
ly known as solicitors, but salesmen in 
the fullest sense of the word. Said one 
alert man: “T called on a certain pros- 
pect several times, each time was re- 
fused an order, until at last I con- 
quered.” 


The moral of the story is, “What 
chance do you suppose the man would 
have stood if he had lost patience on 
one of his calls?” 

Ask yourself, “Am I making my dis- 
play properly? Have I the grace to 
leave an unsold prospect with a feeling 
of goodwill so that the return visit can 
be made at some future time and per- 
haps with more success?” 

“Something for you?” 

That is heard every day and un- 
doubtedly heads the list of foolish ques- 
tions. Of course the- customer wants 
something. or why should he come into 
your store? 

Close cousin to the above is the query, 
“What kin I do for you?” If custom- 
ers wish to reply in the same strain 
they would say, “You can’t do nothing 
for I.” Why not say, “Good morning, 
can I be of service to you?” or “What 
is your pleasure today?” 

The expression (supposed to be a 
clinching argument) “I have that very 
same article in my home,” is the height 
of poor salesmanship, for the custom- 
er is not buying to suit your taste, but 
his own. What may please you may 
not appeal to him. 

Two Kinds of Customers 


Sure death to sales efforts is the air 
of assurance some salesmen assume 
when a customer enters. Their very at- 
titude seems to say: “Now get ready 
to buy and buy quickly, for I have not 
much time to waste on trifles.” 

Remember you will find two sorts of 
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customers—those who rely on their own 
knowledge of merchandise and those 
who depend on the salesperson. How 
are you to recognize them? Sometimes 
times the customer tells you by asking 
a question. Sometimes you find out for 
yourself by volunteering information. 
After the sale has been made and you 
have handed the customer the change 
comes the momentary gap in the con- 
versation, that lull in the bargaining 
sense that always reminds one of a 
ship whose engines have stopped and 
which is without a guiding hand. Watch 
the face as you wait upon a customer 
and notice the effect of your talk and 
the manner in which you display your 
goods. Put yourself in the customer's 
place and see if you would be satisfied 
with the way you have made the sale. 
One of the 
salesmanship is the power to make a 
clear and forceful demonstration of the 
The spoken 


a story, but the demonstra- 


most potent factors in 


goods you wish to sell. 
words tell 
tion of an article leaves nothing to the 
imagination. In addition to this you 
will find that when you preface your 
sales talk by an intelligent demonstra- 
tion the work is half done in advance. 

Don’t 
and do not be too proud to carry a 


be afraid to soil your hands 
sample or a model with you, for it is an 
investment which will repay vou many 
fold. If test the 
have a sample or a working model ma 


theory 


te 


you wish to 
of the goods you sell and note the re- 
sults. 


Be Sure You Can Demonstrate 


Some men figure, “What's the use of 
The trade 
This is not the way 


making a demonstration? 
knows the eoods.”” 
to analyze the situation. Just one word 


of caution: Be sure you are fully able 


and capable of making an educational 
demonstration before you attempt to 
demonstrate to the buying public, for 
many a good sale has been lost by poor 


demonstration. 


Acain use creat care not to be too 
technical when you demonstrate. Re- 
member your average prospect is not 
nterested in aught else but the common 


facts and basic prin iples, so be pointed 


and concis2 in methods. 


Acain the 


to use reasoning would seem to be gen- 


your 
following hints as to how 
erally sound and practical: 

In the first place 
must he carefull: 
in the 


vour statements 
selected To 


seler tion. « onsider first 


cuide 
vourself{ 
what is the purpose of your statements. 
Their purpose is to plant in the mind 


of the prospect such information as 
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will cause reasons for buying to arise 
and remove reasons for not buying. 
Therefore think always of the pros- 
pect. Do not think of the inventor, or 
manufacturer, or sales manager, or 
yourself—think of the man who is go- 
ing to buy. What does he want to 


know? What are the questions in his 
mind? 
a. He wants to know what your 


goods are. 

You must have plenty of explanatory 
statements regarding the essential na- 
ture of your goods. What are the ma- 
What is the mechanical 
structure of your article? What is the 
How does it work? 

b. He wants to know 
they will render. 


terials used? 


purpose of it? 


what service 


You must be prepared with statements 
which will appeal to the nine universal 
buying motives. 


(1) The making of money. 
(2) The saving of money. 

(3) The avoidance of exertion. 
(4) The saving of time. 

(5) The gain of comfort. 


(6) Gain of pleasure and zesthetic grati 
heation. 
influ 


(7) Advancement of position or 


ence, 
(8) Satisfaction of affection. 


(9) The pleasure of spending. 


The first rule in good business ethics 
is to put yourself in the place of the cus- 
tomers’ and make it as easy as possible 
for them to leave their money safely 
deposited in the cash register of the es- 
tablishment; yes and come back again 
and again till the bell plays a merry 
tune. 


Make It Easy for the Customer 


Just why at times salesmen make i! 
hard for the buyer to buy is hard to 
understand, but a fact nevertheless. For 
example a gentleman recently said: “A 
weeks 
for a door and went into a store 


She said: 


tew ago my wife wanted some 
wire 
‘| want some 
The clerk re- 
plied, ‘If you don’t know the size i can't 


sell 


‘Il have the size: 


to purchase it. 
wire for a screen door.’ 
it to you. “Oh, replied my wife. 
> and she held 
up a piece of strine which she had used 
‘Why. that 
replied the clerk; ‘string stretches and 
that ‘Oh. well.’ 
said my wife, ‘give me a little more so 
I am on the safe side and IT will cut it 
to fit the door in the event of its not 
fitting.” fine 
work ‘All right. but re- 
member, we won't exchange it if it don’t 
fit.” 


here it is 


as a 


measure, wont do. 


isnt a true measure.’ 


The clerk again cot his 


in by saving: 
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“After assuring the clerk no exchange 
would be asked, and being sneered g 
for her presumption to come in to buy 
screen wire minus plan and full speci- 
fications for that door, she succeeded 
in leaving $1.50 with the clerk despite 
his objections to making the sale.” 


When You Telephone 

What do you do besides talk when 
vou use the telephone? 

This question was asked of a group 
One said he wrote 





of lawyers recently. 


names, sometimes his own, but more 
f.eqvently the name of some person 
he knew. who strange to say had noth. 
ing to do with the conversation. Ap. 


other frequently embellished the figures 


of the number he was calling. A third 
drew indefinite and unfinished _ pyr. 


mids, and should the conversation be 
prolonged he shaded these masses. 

A fourth drew constructive squares, 
joined them, and made a chess board; 
a fifth favored angles and circles; a 
sixth drew the letter H in block forma. 
tion, and if the conversation dragged, 
added the letter O. 

This brought the group opinion to 
an end, with the exception of one who 
evidently didn’t believe in psychology 
or the subconscious mind or the innate 
American desire to be forever doing 
something, for he said slowly, “I wrne 
the figure 5 to remind me of a limit 
in minutes to the conversation.” 

From the blank expressions which 
followed it was evident they thought 
him a boob. But was he? 

Do You Know 

That almost as much was spent on 
sodas and soft drinks last year as for 
the light. heat and power furnished 
by all light and power public utility 
companies in the United States? 

That more was spent by women on 
silk stockings and 


heat and power 


jewelry, perfumery, 
luxuries than for light 
during the same period? 


Embarrassing Moments 


In a radio broadcasting studio the 


absence of a visible audience often 


makes a singer forget that several thou- 
sand people may be listening to him. 
case with a soloist at one 
local stations recently. A West- 


listening 10 


Such was the 
of the 
Electric 
at the comvanv’s own radio station, and 
a fine tenor solo heard 


ern engineer was 


at the end of 
the singer say. in a perfectly audible 
“How do shut this — 


aside. vou 


thing off, anyhow? 
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The Washington Convention 


it is Not Too Early Now to Make Plans 
to Attend 


Are you beginning to make plans 
to attend the 1923 convention of the 
Association of Electragists? It is 
early, you say. Perhaps; but don’t 
forget about what is said of the early 
bird, even if the worm did get it or 
rather didn’t get it by being on the 
job earlier than the bird. Remember, 
the worm turns sometimes. 

Get the dates firmly fixed in mind 
_the week of October 8. No need 
to tell you that the place is Washing- 
ton, D. C.; of course that fact regis- 
tered as soon as it became known. 
Headquarters hotel is easy to remember. 
too. It’s the Washington Hotel. Now 
you ll remember it. 

If you’ve never been to the capital 
city you of course want to go to see 
the sights for one thing, and it may 
be that this reason will push even the 
convention business itself for first 
choice in determining whether you will 
not. But that’s neither here 
nor there, as long as you do come. 
And if there be any who think they 
have been to the nation’s seat enough 
times to have seen all there is to see. 
let us whisper just a few things, more 
than merely interesting, which perhaps 
have been overlooked. Take a few 
places in Arlington for instance, the 
place where everybody will go on an 


come or 


outing tour on one of the convention 
days: 


At Arlington sleep 16,000 soldiers who 
led in the War for the Union. It is con 
secrated ground, to which come thousands 
very year from the north and the south, 
the east and the west, to honor those “who 
gave their lives that the country might live.” 
tisa worthy pilgrimage. 


Just as one may 
t comprehend in its 


fullness the outward 
d material beauty of Washington who 


not looked upon the city as a part of 





noble prospect from Arlington House, 
he has n t caught the finer essence of 
at Washington stands for as the capital 
t tl ition who has not within the sacred 
re of Arlington Cemetery been 
‘loser to the four years of sacrifice 

his patriotism quicken at the « 
ihe route ot this tour ts out the Avenue ot 
Presidents, the most magniliicent boulevard 
nthe world, along which cluster the homes 
ffamous men and women connected with 


( early, recent, 
mted States. 
t senators, 


and present history of the 
Here are located the homes 
representatives, and those who 
we reached the highest pinnacle of wealth, 
‘tience, literature and politics. On through 








Mt. Pleasant, crossing Rock Creek in which 
Robert Fulton tested the model of the first 
teamship “The Clermont”; through Zoolog 
tal Parks, over the Connecticut Avenue 
otidge, which is made entirely of concrete, 
ad cost one million dollars, through his 
one Georgetown; by the Key Mansion} the 
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old home of Francis Scott Key, the author 
of the “Star-Spangled Banner”; General 
George Washington’s headquarters while he 
surveyed the City of Washington; George- 
town University, the largest and _ oldest 
Jesuit institution in the United States; the 
old home of Mrs. Emma D. E. N. South- 
worth, the authoress; over the Aqueduct 
Bridge which spans the Potomac River and 
connects the District of Columbia and the 
State of Virginia; over the Military Road 
to Ft. Myer which is garrisoned by a regi- 
ment of U. S. Calvary: and by the Arling 
ton wireless station, the most powerful in 
the world. 


Now doesn’t this listen like a tour 
that is real? Make up your mind now 
to come. Put down the dates on your 
calendar—On to Washington! 


The Turnover Tune 


William R. Benet in The Nation's 
Business expresses the dealer’s problem 
of turnover as follows: 


Said the clock to the dealer, 
To the dealer and his stock, 
“T am ticking off your profits,” 
To the dealer said the clock, 
“Custom, custom every minute! 
Luck is in it—luck is in it! 
Where's the risk when Trade is brisk! 
Tick-tock! Tick-tock!” 
“You're a liar, you're a stealer,” 
Said the dealer to the clock. 
“Ticking up my carrying charges— 
Making mock—making mock! 
Fractions up to dollars mounting 
Till they leave my prolits mil; 
Just reversing my accounting! 
Stand still—stand still!” 


Oh the goods we bought so gaily 
And the goods that will not go! 
Adding costs forever daily 
Till we tear our hair with woe! 
Moods and tenses of expenses 
On the poor retailer’s stock— 
\nd that devilish little revel 
‘Twixt the profits and the clock! 


Daylight vs. Electric Light 


Daylight is more expensive than elec- 
tric lighting. according to a report of 
the Illuminating Engineering Society. 

The initial cost of equipment for nat- 
ural lighting is 80 percent to 225 per- 
cent that of electric lighting, and the 
vearly cost of daylight is 95 percent to 
135 per cent that of electric lighting, 
says the society, which has made an 
extensive investigation of the subject. 

The initial cost for equipment for 
natural lighting was assumed to include 
the different costs of the building with 
and without 


of the 


light-courts, and the cost of extra heat- 


windows and skylight, the 
cost ground area occupied by 
ing systems to supply the difference in 
heat losses from windows and skylights 
and from the wall replaced by glass 
The yearly cost of daylight was 
assumed to include interest on the net 


areas. 
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cost, depreciation, cost of repairs, wash- 
ing and extra fuel. 

For dwellings, says the report, the 
initial cost of natural lighting equip- 
ment was found to be 110 percent to 
225 percent that of electric light; for 
apartments and hotels 100 per cent to 
140 percent; for offices, about 160 per- 
cent and for art galleries 80 percent to 
180 percent. The yearly cost of natural 
lighting was found to be 95 percent to 
125 percent that of electric lighting in 
dwellings; 50 percent to 100 percent in 
apartments, hotels and offices where ar- 
tificial lighting is used freely and about 
135 percent in art galleries. 

The report advocates increasing the 
amount of artificial illumination in 
cases where the cost of daylight would 
not be low enough to preclude the nec- 
essary investment for electricity. 


Smile and Plug Away 

A writer in the Bull’s Kye says that 
the business man who is panicky today 
is like the poor fellow who was lost in 
the mountains one night. He wandered 
about for some time, but finally came 
to the conclusion that he was accom- 
plishing no good and stopped. The 
next morning he decided to retrace his 
steps, if possible, and get back to his 
starting point. 

The trail led up to a precipice, and 
then a horrible fact was disclosed. He 
saw that the night before he had walked 
for some distance along the edge of the 
cliff, with only a few inches between 
him and certain death. This gruesome 
disclosure was more than the poor fel- 
low could stand. He fainted and fell 
over the precipice. 

Don’t let the danger that you passed 
through yestserday make you faint to- 
day. 

The general trend of business in 
1922. the far western states excepted, is 
upward, according to Robert Babson. 


the great statistician. He that 


the total volume for this vear will be 


states 


about the same as last year, but that 
business will get better each month in- 
stead of worse. 

In other words, the bottom has been 
reached and the movement now is back 
toward 


normality. instead of away 

from it. 
This will increase cheerfulness and 
confidence, and they will in turn in- 


crease business. And the big snow- 
ball rolling along thus will grow in 
size. 

So keep your head, smile, and plug 


away. 
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Chats on the National Electrical Code 


By Husert S. Wynkoop. M. E. 


Monthly Discussion of National Electrical Code Practices by Well 
Known Authority in Charge of Electrical Inspection, City of New York 


Ampere Ratings of Busbars 


Contractors occasionally need to 
know the ampere ratings of busbars. 
The old rule of thumb was 1,000 am- 
peres per square inch; but this did not 
take into account the shapes, number of 
laminations, spacing between lamina- 
tions and between bars, or the charac- 
ter of the current. According to the 
Electrical World, the Electric Power 
Club has been giving this subject con- 
siderable attention and has prepared 
charts giving current carrying capaci- 
ties of various combinations of busbars 
for direct current, for 25 cycles and 
for 60 cycles. The Code does not 


treat of this subject. 


Staples for Armored Cables 


I see no reason to object to the use 
of staples for supporting armored 
cable. However, we occasionally run 
across a case where the wireman has 
devoted too much enthusiasm to the 
driving of staples, and the armor has 
been damaged. An odd case of this 
kind should not lead to the condemna- 
tion of the method. 





Disconnecting Switches 

In my Chat last month I failed to 
make it clear that a disconnecting 
switch—one used to open the circuit 
after the load has been taken off—need 
not necessarily have the capacity of a 
switch designed to break the line cur- 
rent. Whether or not such a switch 
should be employed to close the cir- 
cuit after a circuit breaker has been 
thrown in is another question. Clos- 
ing a circuit is not always a positive, 
continuous action. 


Unauthorized Connections 
Many lighting companies are in the 
habit of placing the fuses in the serv- 
ice cabinet before sealing it. This 


makes it very easy for the wireman or 
the customer to place current on a new 
equipment before it has been approved. 
Electragists everywhere should en- 
deavor to persuade the companies to 
adopt the opposite practice, even if it 
does put the company to some expense 
to send a man around to put in the 
fuses after the work has been approved. 

The only way to make the situation 
clean cut, so that responsibility may 
be fixed upon the “curbstoner,” is for 
the company either to seal the service 
cabinets unfused in the first instance, 
or to withhold the service installation 
until a certificate for the house wiring 
has been issued. 


Separable Plugs 


We are not going to get very far 
along in our effort to secure the more 
liberal installation of standard con- 
venience outlets until the sale of por- 
table appliances equipped with non- 
separable attachment plugs has been 
suppressed. My own home experience 
confirms that of other householders 
who have convenience outlets, and are 
fretted because we must throw away 
Other con- 
sumers undoubtedly meet the situation 
by ignoring the existence of the con- 
venience outlet and by attaching the 
900 watt appliance to a 250 watt key- 
socket fed by a No. 18 wire. 


the non-separable plugs. 


Supporting Conduit Risers 


Where it becomes necessary to place 
an offset in a vertical run of conduit. 
sufhcient care is not always exercised to 
guard against damages to the insulation 
at the point where the wire is dragged 
by its own weight down upon the bend 
or the side of the junction box. The 
requirements of No. 26n, or some 
modification of them, should be ap- 
plied. 





Wiring to Motion Picture Machine 


The Code calls for a No. 4 circuit 
to a motion picture machine outlet jn 
the booth. Obviously this applies to 
the straight wiring from the general 
wiring system, and more particularly 
to direct current. The advent of motor. 
generators or converters has rather 
upset us in the matter of enforcing the 
No. 4 wire; and now the mazda lamp 
is setting us further astray. 

The mazda lamp is rated at 30 volts 
and 20 amperes or 30 amperes. Al- 
most invariably, some sort of trans- 
forming apparatus is employed for 
cutting down the voltage from 220 or 
110. (Some lighting companies will 
not allow the lamp to be connected to 
one side of the 3-wire circuit). Thus 
we have a maximum of 900 watts, 
which on the primary side would im- 
ply from 4 to 10 amperes; and it is 
hard to explain why a 70 ampere wire 
should be demanded for this service. 
However, the arc lamp is far from be- 
ing out of date; and it is probably wise 
to continue for the present to apply 
the No. 4 wire requirement in all 


cases, 


Upturned Ears at Binding Posts 

The Code requires that at binding 
posts of devices, where lugs are not to 
be employed, upturned ears shall be 
provided to retain the wire in position 
under the screw. Recently it was de- 
sired to construct a special panel where 
No. 14 circuit wires would be taken 
directly from a busbar. It seemed 
foolish to call for lugs; and it was not 
easy to stamp an ear on the busbar at 
each binding post; and there was 2 
general reluctance to depending upon 
the wireman tu make a proper loop in 
the end of the wire. So it was sug: 
gested that a screw, which would act 
as a retaining ear, be tapped into the 
busbar at each binding post—some of 
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these screws to serve as holding-down 
screws for the busbar. 


Polarization 


It has been decided that the “marked” 
or “identified” wire—the one to be 
ysed as the grounded conductor—shall 
carry a braid finished in a white or 
natural gray color. So far, so good. 
But when we attempt to identify the 
receptacle terminals, the panelboard 
terminals, the risers and the various 
parts of the installation all the way 
hack to the service, should we not use 
white braid and white metal binding 
srews throughout? The point is that 
we ought to plan now to the end that 
as soon as practicable it will be pos- 
sible for a wireman to approach any 
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meterboard or panelboard and deter- 
mine at a glance which is the grounded 
conductor, just as he is supposed to 
be able to do at a fixture or switch out- 
let now. 


Point of Attachment of Ground Wire 

The Code gives preference to the 
connecting of the system ground wire 
at a point on the street side of water 
meter or shut-off cock. Where no meter 
is installed it would seem unlikely that 
the piping system will be broken by the 
removal of the cock; and this has led 
many contractors to question the re- 
quirement, especially when the ground 
wire is run parallel to the water piping 
for 6 or 8 feet to reach the clamp on 
the supply side of the cock. 
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In nearly every instance a union is 
placed in the piping on the house side 
of the cock. This is not merely for 
convenience in coupling up the pip- 
ing; sometimes (where there is no stop- 
and-waste) the union is made to serve 
as a means for draining the house pip- 
ing. It is not sufficient to argue that 
if the piping is disconnected, the elec- 
tric service also will be disconnected: 
for particularly in the case of summer 
homes the current is left on in order 
that the caretaker may make his rounds 
conveniently, while the piping is 
drained and left disconnected to avoid 
freezing. 

The proposed amendment to No. 
15Aq seems to be an attempt to meet 
this situation from all angles. 


A Central Station’s Wirmg Campaign 


By W. W. FREEMAN 


How Owners of Old Unwired Houses Have Been Sold 


the Electric Idea—Talk Before Cincinnati Convention 


Until recently we had here in Cin- 
cinnati an under developed territory 
electrically. Not perhaps the least de- 
veloped of any of the cities, but cer- 
tainly very much less developed than 
other cities where our friends have been 
active in exploiting the electrical busi- 
ness for a great many years. 

It was not very many years ago when 
the peak load on our system was only 
seventeen to twenty thousand kilowatts, 
and it seemed a rather daring thing with 
a load of that size to build a new sta- 
tion and install a hundred and twenty 
thousand kilowatt capacity in that sta- 
tion, 

That was done, and the station was 
put into operation hardly five years 
ago. I am glad to report that it is 
loaded, and we are now working with 
the same degree of energy and perhaps 
wih a great deal more confidence on 
another station to take care of our fu- 
lure needs. 

This story, however, is supposed to 
relate to a domestic wiring campaign, 
in an attempt to increase the number 
of domestic electric current consumers. 

Perhaps I had better read you some 
figures that were placed in my hands, 
which will tell the story in the briefest 
possible way in terms of results. 

The statement made as to the unde- 
veloped territory can be verified by the 
fact that on January Ist, 1914, the total 
tumber of residence customers was but 
27,174. That figure included not only 


the city of Cincinnati proper but the 
adjoining cities of the Kentucky side 
of the river which we include in 
Greater Cincinnati or in the Cincin- 
nati district. 

In the following year that number was 
increased to 29:043. In 1916 it was in- 
creased to 31,754. In 1917 to 35,324. 
In 1918 to 40,828. In 1919 44,227. In 
1920 51,454. In 1921] 66,772; and on 
October Ist. 1922, the 
80.914. 

The increase in that period of seven 
years and nine months was fifty-three 
thousand, seven hundred and forty new 
consumers added to the original twenty- 
seven thousand. 

You will notice that the very large 
results are confined to the past two 
years—the increase being seven thou- 
sand in 1920, fifteen thousands in 1921, 
and for the first nine months of 1922. 
fourteen thousand. 

We had a feeling that the war was 
and whatever industrial boom 
came with the war terminated, so there 


number was 


over 


might be a dip in business conditions. 
and that all the new 
business we could possibly secure. 


we would need 


Determined to Electrify 


We determined that at almost any 
cost in time and money we were going 
to electrify the homes of this city. We 
were going to understake to do that not- 
withstanding any discouragement that 
might result from poorer commercial 


and industrial conditions, and see 
whether the job could not be done sim- 
ply as the result of intensive efforts. 

We concluded that the work should 
be done on a strictly business basis so 
as to yield a reasonable profit to those 
doing the work. 

It was necessary or seemed necessary, 
however, to equip the solicitors who 
went out to get the business to do their 
work quickly. In order to accomplish 
that it was not possible to take the time 
to make estimates, undertaking to base 
the contract in each individual case on 
the same proportion of profit over cost. 
That has been done in other commu- 
nities, and I think quite generally. Unit 
prices were determined upon, which it 
seemed clear would yield—taking the 
cases as a whole, a fair and proper 
measure of profit. 

The company itself has not been in 
It did see neces- 
sary, however, to put all the wiring con- 
tracts, for which the company assumed 
the direct responsibility to the 
tomer, through one wiring organization 


the wiring business. 


cus- 


in order to center the responsibility. 
That wiring organization, however, in 
turn, to the extent of a considerable 
amount of the work, sublet the work to 
other contractors, making a charge for 
the services performed in the matter 
of extensions or other work. 

All the solicitation, backed up by in- 
tensive advertising, has been carried on 
in that manner. 
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One feature may perhaps be of inter- 
est, althought it has been announced 
several time before and was incorpo- 
rated in the campaign several years ago. 
That is we stand back absolutely of the 
work until the new customer has satis- 
fied himself absolutely that he wants 
the service. 

We meet the question which is often 
raised, “Now, I would be sorry to zu 
into this and be disappointed after- 
wards,” by this proposition: “You may 
make the contract for the wiring and 
the installation service with this ex- 
plicit reservation: After the work has 
been completed and you have used the 
service for a month’s time, you then if 
dissatisfied may withdraw from your 
bargain, and notice to the company that 
you so desire will be followed prompt- 
ly by the removal of the service, the 
removal of the new fixtures, the put- 
ting back of the old gas fixtures, the 
restoring of conditions as nearly as 
possible to exactly what they were be- 
fore the work was undertaken, and even 
the bill for the electric service during 
the month will be cancelled.” 

That disposes of that argument. And 
the pleasing thing that I can report, 
although it may not be surprising to 
you, is that in these seven years and 
nine months of operating on that basis, 
we have yet to have the first one to take 
advantage of that offer. 

Anybody Can Underwrite Satisfaction 

Now that merely means that any cen- 
tral station company and any contract- 
or can underwrite the satisfaction of 
the customer as to the electrical service 
in the home, without the 
slightest risk. 

Our organization promises that for 
this year 1922, the calendar year, the 
number of new consumers placed on 
our lines will equal twenty thousand. 

The fact that it was fifteen thousand 
last year, and the fact further that we 
have passed the fourteen thousand mark 
up to the first day of October, seems 
to make that promise one that surely 
can be realized. 

I wonder if we appreciate what 
twenty thousand new consumers means? 
I mean the volume of it. 
thinking of the revenue end. 

This morning I asked the man who 
has the practical direction of this work 
to figure that out for me and tell me 
what it really meant. I asked him how 
many city blocks that represented in 
solid business—not taking the face of a 
block, but going around the ordinary 
city block—four ways around. He tells 
me that it takes six hundred 


incurring 


I am not 


of our 
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ordinary city blocks, each one solidly 
filled with houses, to make twenty 
thousand consumers. 

Now that is what these boys have 
done this year in the matter of busi- 
They have secured enough new 
electric current consumers in the old 
unwired town to represent one in every 
five homes in this entire city. That 
work has represented the equivalent of 
wiring, new, one-half of the city of 
Columbus; or twice the city of Ham- 
ilton, which is nearer to us. 

I think if we get some comparisons 
of that sort in our minds, we will have 
some appreciation of the job that those 
boys have accomplished and are ac- 
complishing during the year. 

I asked what the average expendi- 
ture was involved in these wiring jobs, 
and I was told that so far as the job 
actually wired by our own employes is 
concerned, that they represent an aver- 
age fully of $150. Twenty thousand 
jobs at $150 represents a total expen- 
diture of $3,000,000. 

So that there has been produced, 
through this organization in this terri- 
tory—or will have been produced by 
the end of this year—wiring and fix- 
ture jobs to the aggregate amount of 
approximately $3,000,000. 

Here is a feature of the case which 
I am sure will interest you very much, 
as it does me. You may have gained 
the impression from the manner in 
which I have stated this that this figure 
of twenty thousand new consumers rep- 
resents wiring contracts secured by our 
own organization. 

That is not the case. It represents 
new consumers connected to our sys- 
tem, to a very large extent of course 
by the activities of our own organiza- 
tion, but the number of contracts that 
were actually taken by our own organ- 
ization represented only fifty-three per- 
cent of that number. Almost as large 
a number of wiring jobs came indirect- 
ly through the efforts of this organiza- 
tion. But the wiring was done entirely 
outside of the wiring organization to 
which I have referred. 


ness. 


All Wiring Work Increased 


It is also a fact that the amount of 
wiring work done in this year is at 
least four times as much wiring work 
as it was ever possible to secure in this 
territory under methods formerly em- 
ployed. 

So that our claim is that for every 
wiring job which was done by our own 
organization and the responsibility as 
to the wiring assumed by our company, 
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there was an additional wiring job 
which was handled by the contractors 
generally throughout the territory, 

Of course our solicitors tell me that 
they go out and get a man ninety-nine 
percent signed, and then some good con. 
tractor friend comes along and does the 
other one percent and gets the job. We 
always say that is good. As long as 
the job is done, it is all right—that js 
the important consideration. 

According to the best statistics that 
we can compile, there never was done 
in this territory—and mind I am refer. 
ring to the old house wiring entirely— 
a total wiring volume and fixture busi- 
ness of old homes in excess of $405.. 
000. Under this plan this has been 
increased by $30,000, and forty-five per. 
cent of that has fallen into the laps of 
the contracting interests generally with- 
out any more effort on their part to se. 
cure it than the effort put forth former. 
ly, intensified perhaps by the influence 
and example set by our own company. 
At least that is the way we view the 
situation. 

You may be interested in the efforts 
of this company in producing this re- 
sult. 

We find that it has cost us in sal- 
aries and advertising about ten dollars 
per contract secured. 

We have twenty men who spend all 
of their time in soliciting this work 
for old houses. Their time, the adver- 
tising work, and the other work, repre- 
sents a total expenditure for this year 
of at least twenty thousand dollars. 
The total revenue from those twenty 
thousand consumers will amount to 
about $500,000 per year. We are 
spending therefore at least forty per- 
cent of the entire first year’s revenue 
in order to secure these customers. 

We are not finding any fault but | 
quote that figure merely as a matter of 
justice, because I believe that it dem- 
onstrate quite clearly that it would be 
a very heavy burden for the contract- 
ing interests to assume, on their own 
part, through any means of codpera- 
tion that they might devise. The cen- 
tral station company is in a position to 
do this, because of its continuing in- 
terest in these consumers. 


Proves Business Can Be Secured 


I am not by any means suggesting 
that the company is doing something 
which the contractors could not have 
done themselves, but frankly I feel that 
it would have hardly been practical for 
them to do it. In any event I think 
the effort does prove conclusively that 
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the business can be secured, and it is 
only a question of how much effort is 
put forth in order to produce these re- 
sults. 

Now you may ask, how long should 
such a campaign continue? and the 
answer is that in probably two years 
more we will be through with this par- 
ticular job. We will then have secured 
the wiring of substantially all of the old 
houses in the territory. 

This campaign has never touched 
from the beginning anything except old 
unwired houses. New homes have been 
handled in the usual way, and all com- 
mercial work aside from domestic work 
has been handled in the usual way. 
This has been merely a campaign for 
the express purpose of securing the wir- 
ing of all these old houses which have 
hitherto seemed to be beyond the reach 
of our electric service. 

I think the lesson of this campaign— 
as least as it appears to us—is that this 
country can be electrified; that electric 
service appeals to everyone in this 
country as a desirable thing in a home 
when it is within reach. 

It is not a question of the cost of the 
service. It is a question of pointing out 
the desirability and the advantages of 
the service, and it will appear to the 
consumer indispensible. 

What I have said as to the cost of the 
service itself I feel applies to a consid- 


erable extent to the cost of the installa- 


tion, within reasonable bounds. 

It is a question of salesmanship and 
not a question of offering to the con- 
sumer something at a price less than 
what he ordinarily would expect it to 
cost. 

I believe that work of this character 
ought to be done on a strictly business 
basis so as to yield a reasonable profit. 
It is not a cut rate proposition, and 
never has been in our case. I grant 
you that some unit prices have been 
fixed which have seemed low to some 
of our contractor friends, but they have 
seemed low merely because of a differ- 
ence of opinion as to the volume of busi- 
ness that would follow the fixing of 
those prices. If the same ideas had 
prevailed as to the volume of business 
which would follow the campaign, 
there would have been no question I 
think in the minds of any as to the 
profit proposed reasonable 
profit. 

It seems to me that this is a distinct- 
ly encouraging situation, and I simply 
offer it for what it may be worth to 
you gentlemen. If you need any sup- 
port from us, in order to induce the 
central station friends in your territory 


being a 
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to take up similar work, you are at full 
liberty to call upon us. 


Wiring Data Wanted 
Information on Residence Work to be 


Compiled in Manual Form 
Arthur L. Abbott, chairman of the 


Cost Data Committee of the Associa- 


tion of Electragists, recently sent out 
a bulletin to the members of that com- 
mittee requesting them to gather all 
available information possible on resi- 
dence wiring to the end that a manual 
of estimating may be prepared. Sample 
forms such as are to be used were en- 
closed. 

It is felt that there may be Associa- 
tion members not serving on Mr. Ab- 
bott’s committee who have data of this 
kind which will prove valuable in the 
hands of the Cost Data Committee and 
the bulletin sent out is printed below 
so that those who may have data of 
this kind may know how to put it to 
good use in the interests of their Na- 
tional Association: 

This committee has been authorized 
to investigate the subject of residence 
wiring costs and to prepare data in such 
form that it will be useful in estimat- 
ing costs on this class of work. Data 
will be collected if possible applying 
to both new and old houses and to knob 
and tube work, BX work, and rigid 
conduit work. No such investigation 
has ever been attempted before so far 
as we know. 

No method of estimating on this 
work can be taken for granted. It will 
be necessary first to collect the data, 
then to classify the data, find averages, 
and evolve a practical estimating sys- 
tem for each case. 

The use of the forms is almost self 
evident. One is to be used for daily 
report from the workmen. The dis- 
tribution of time obtained from the re- 
ports is to be entered on one side of 
the record sheet. On the other side of 
the record sheet is general data apply- 
ing to the house and the job, and dis- 
tribution of the material under various 
headings. This distribution can be 
made from the house plans after the 
job is completed, and the total quan- 
tities of material should be taken from 
the ordinary job cost records. 

It is quite important that a brief 
resume of the requirements of the local 
wiring rules be submitted with the re- 
ports, particularly rules for services, 
meter loops, etc., and any other points 
where local requirements differ from 
‘the National Code. 
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It is evident that the success of this 
plan is dependent upon the securing 
of a sufficient number of job records. 
As a member of this committee, will 
you not undertake to secure at least ten 
reports from contractors in your city? 
Very little time is required for making 
up the records; the results will be of 
much value to almost every member, 
and will be extremely yaluable to the 
smaller class of contractors. The 
means are here provided for securing 
an exceedingly valuable asset for the 
Association at an insignificant expense, 
provided the members of this committee 
will codperate to the small extent re- 
quested. Here is an opportunity for 
our large committee to show that it can 
function efficiently. I hope we may 
rise to the occasion and set a bright 
and shining example for other national 
committees. 

The forms may be secured without 
charge from the National Secretary at 
15 West 37th Street, New York City, 
or from A. P. Peterson, 2395 Univer- 
sity Avenue, St. Paul, Minnesota. Job 
records when completed should be 
mailed to Mr. Peterson, who is in 
charge of this work. 

By the way, comments and criticisms 
on the Manual of Estimating would be 
greatly appreciated. No comments 
have been received except from mem- 
bers whom the chairman was so for- 
tunate to meet at Cincinnati last Oc- 
tober. Do you use the Manual in your 
own business? If not, why not? How 
can it be improved? What classes of 
work should be covered in the next 
addition to the manual? 


The Irresponsible 


Perhaps the most urgent and press- 
ing need in the field of electrical con- 
tracting and retailing today is for more 
contractor-dealers to become electra- 
gists, in view of the points stressed by 
A. S. Riechman, treasurer of the F. D. 
Lawrence Electric Company, Cincinnati, 
in a recent talk before a body of elec- 
trical men. Mr. Riechman condemned 
the position of the irresponsible con- 
tractor most bitterly. 

“The annual losses of jobbers on the 
irresponsible contractor must be stag- 
gering,” he said, and continued, “I 
would not venture a guess as to what 
they are, but I know what ours have 
been and I am ashamed to tell you.” 
The electragist then is the only way out, 
and to prove it extracts from Mr. 
Riechman’s statements with reference 


to the curbstoning business are given 
as follows: 
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The irresponsible contractor expects 
the jobber to finance his business, and 
act as his banker. What would happen 
if this contractor went to the bank ask- 
ing for a loan to pay his jobber? 
Would he get it? Not 
Are the jobbers stronger 
than the banks that they can loan these 


people money? 


He would not. 
at any price. 


It would seem so be- 
cause it is being done every day in the 


vear. What happens when this con- 
tractors account becomes past due? 
Does he pay the jobber interest? The 


jobber knows that he is lucky to get 
the principal. 

The contractor's excuse for non pay- 
ment in nine cases out of ten is that 
his client will not pay him, and until 
he does he is unable to pay the jobber. 
Right there he admits that he has no 
capital and that he is depending on 
If he loses 


money, and the chances are even that 


the jobber to finance him. 


he will, then the jobber is never paid. 
No chance to recover; he has no prop- 
erty except possibly in his wife’s name. 
Who pays? Why the jobber. 

Did you ever consider that a poor 
business man is always a poor col- 
lector? 


which means that he knows nothing of 


He has no business principles, 


credit extension, and that he will sell 
and all 
the time it is the jobber who is being 


to anyone, just to be working: 


worked. 

There is no thought of preventing 
anyone from going into business by not 
extending credit, but certainly com- 
petence, experience and financial stand- 
ing should and 


receive recognition 


preference. 


Makes Lighting Study 

In an endeavor to formulate definite 
rules to assure the most efficient and at 
the same time most economical use of 
artificial light in store windows, the II- 
luminating Engineering Society has just 
completed a comprehensive study of 
that subject. Investigators made tests 
and examinations during fifty periods, 
covering all hours of day and night, 
during times when from 600 to 4.400 
individuals an hour passed the windows 
under observation. 

Two fundamental rules were evolved. 
The first was that the greater the illumi- 
nation of a window, the greater was its 
The 


was that the later the hour. the ereater 


attraction for passersby. second 
was the drawing power of any given 
Colored lights, 
made to harmonize with the display in 


degree of lighting. 


the windows, were found to be 40 per- 
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cent more attractive than plain lights 
of the same intensity. The attraction 
was measured in the number of per- 
sons stopping to look at the windows. 
window- 


A de- 


aware of the 


Physical limitations upon 


lighting were disclosed, however. 
store 


partment owner, 


commercial value of the well lighted 


windows, but unaware of the law that 
the greater the light the greater the 
heat, installed so powerful a_ light 


equipment in his windows that the faces 


melted from his wax dummies and 
bottles of perfume exploded. 


Commandments of Success 


Charles M. Schwab contributes the 
following ten commandments for suc- 
cess to a recent issue of Forbes. 

l. Work hard. Hard work is the 
best investment a man can make. 

2. Study hard. Knowledge enables 
a man to work more intelligently and 
effectively. 


3. Have initiative. Ruts often 
deepen into graves. 
1. Love your work. Then you will 


find pleasure in mastering it. 
5. Be exact. Slipshod methods bring 
only slipshod results. 

6. Have the spirit of conquest. Thus 
you can successfully battle and over- 
come difficulties. 

7. Cultivate personality. Person- 
ality is to a man what perfume is to a 
flower. 

8. Help and share with others. The 
real test of business greatness lies m 
giving opportunity to others. 
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9. Be democratic. Unless vou feel 
right towards your fellowmen you can 
never be a successful leader of men, 

10. In all things do your best. The 
man who has done his best has done 
everything. The man who has done less 
than his best has done nothing. 


Sparks and Good Service 

The Nebraska Committee on Public 
Utility Information has written the fol. 
lowing on electricity’s family tree: 

A family of Electric Sparks went fly- 
ing through the wire, each hand a bolt 
of energy, each heat ablaze with fire: 
they whirled about the city with never 
sound or show and what this famous 
family did is what we ought to know. 

Dad Spark was whirled into a mill 
where ponderous wheels went around; 
where big machines with steely jaws 
made beams with crashing sound; he 
put his shoulder to the wheel and turned 
it ten times ten and laughed aloud and 
said with glee, “See what I do for men.” 

Ma Spark flew to a humble home 
where a housewife slaved, and there per- 
formed the hardest work, that health and 
strength be saved. Ma washed and 
swept and ironed, turned household 
work to play, and said, “These things 
I do for you—I’ll do ’em every day.” 

Joe Spark went out along his route, 
lit up a public way; Mae Spark illumed 
a picture show where everything was 
gay. And, when the Sparks all met 
again, they had the right to claim, “We 


serve the world as no one else—Good 


Service is our name. 








This Part of the Grayland Electric Company’s Store on Milwaukee Avenue, Chicago, 
Having the Appearance of Home Was Used Only for the Displaying of Lighting Fixtures 
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The Best Method of Estimating Wirmg Costs 


By J. W. CoLLIns 


Secretary of Chicago Association Has Some Unusual Ideas on This Sub- 
ject Which He Expresses in Paper Read Before Meeting of N. E. L. A. 


The best method of estimating wiring 
osts is by the unit of material and labor 
cost system. This system should apply 
You know that as 
well as I do. We also know too that 


the contractors will not use it on certain 


io every Wiring job. 


cdasses of work, namely, home and 
apartment wiring. On this class of con- 
struction they insist on estimating on the 
outlet count basis, which is about as 
correct as establising the price of a coat 
by a button count. 

‘Counting outlets as the sole basis of 
estimate not only affects the construc- 
tion of the job, but is one of the greatest 
hinderances to the progress of the use 
of electricity in the home. This can 
best be proven by an analysis of a home 
wiring job. 

| claim there are four distinct items 
of construction in home wiring that can 
be scheduled and made uniform in price 
to the extent that they are so constant 
in the cost that there is very little vari- 
ance from the unit of labor and material 
method. These units may be designated 
as Service—Meter—Circuits and Out- 
lets. We will take them up in the order 
named. 


Four Items to Schedule 


Service: In each locality a definite 
system of servicing a building is estab- 
lished by an inspection body or central 
sation. Rules of service are usually 
wich as define exact locations for service 
eitrance and service switch 
ype of building. 
we May properly estimate a service cost 
for each type of building and sizes of 
ervice from the smallest allowable to 
the largest anticipated for each type. 

Meters: The same influence governs 
the arrangement of meters and therefore 
4 proper constant cost may be arrived 
at. 


for each 
Such being the case 


Circuits: The runs from cutouts to 
first outlet on each floor are invariably 
ofthe same construction and quantity of 
material, so we may estimate to circuits 
fom one to maximum for each floor 


and arrive at a verv accurate uniform 


cost, 
Outlets: You will admit we have 
‘vered considerable ground and ex- 


pended some time and material up to 
thi . . ° . . 
this point. which is not considered in 





the flat outlet estimating system at all. 
Now we will figure outlets for just what 
they are, simple loops of material from 
one to the other and can be properly 
averaged in cost. 

Let us apply the outlet counting sys- 
tem of estimating to two jobs of the 
same type in comparison with the four 
unit system as to cost finding and the 
effect of each system as to its influence 
on increasing the further use of elec- 
trical home appliances. 

Estimating Systems Compared 

A two story residence wired in rigid 
conduit having a specification as fol- 
lows: Eight ceiling outlets for thirteen 
lights, two brackets for two lights, one 
wall outlet for one light and two wall 
switches. We have a total of sixteen 
lights. 

Estimating this jub by Chicago con- 
ditions we find the service extends from 
second floor ceiling joist to three feet or 
less within the basement. Our schedule 
for the given number of lights and type 
of buildings would show a 25 foot 
service of two fourteen wires in one- 
half inch conduit. Next comes our 
meter loops and meter board which are 
standard in design and material, and 
therefore a scheduled cost per meter 
would apply. Now we come to the 
circuits and that portion of the cutout 
box applying to each circuit. Circuits 
run from the cutout box to first outlet 
on each floor are so uniform in con- 
struction that we may properly cost 
this portion of the job by schedule. 

We have traveled some distance to 
this point and we haven’t touched on 
what most contractors constitute as be- 
ing the only consideration in a job. 

Outlets are simple loops from one 
to the other and should only be con- 
sidered as a unit of the estimate. We 
can strike a very fair average of ma- 
terial and labor for all classes of out- 
lets and fall little short of a perfect 
estimate. 


Merits of Four Unit Estimate 


Getting back to the job under con- 
sideration we will establish a_ cost 


schedule, the figures being accurate 


only for comparison, and attempt to 
show the merit of the four unit esti- 


mate. 
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Cost Schedule 

2 story No. 14—2 wire service sian 

Meter loop (conduit and Appleton fit 
OE aici ahem pe ee 2.50 

2 story circuit (loop out for first 
REE cok vadnvinetstenveeasetie 6.50 
Ceiling outlets . sh banetpland Mea ee 
Bracket outlets .......ccccescceness 2.25 
Single pole switch ........... 3.00 
Base receptacle ........ccsecsececess 3.30 





Our job as it stands estimates as 
follows: 

een ree $ 7.50 
Eee eT eres ree ee 2.50 
Circuit er en Wey ee 6.50 
S Commie CUES on cc ceecces 16.40 
2 Bracket outlets.......... 4.50 
1 Base receptacle ........... 3.30 
2 single pole switches ...... 6.00 

ce eeerrererr re $46.70 


We must admit our house is not 
properly wired under this specification 
and we will now estimate a complete 
or at least a more elaborate installation 
by the four unit method and by the 
outlet count method. 

Let us add 6 ceiling outlets, 2 brack- 
ets, 3 base receptacles, and 3 switches, 
not an unusual sale. 

Using our four unit method we find 
no increase in service cost, no increase 
in meter cost and but a slight circuit 
increase. our estimate now stands as 
follows: 





Service rear e a 
ME he ein i aaeons 2.50 
5 WE OE nnn vans cccscne 8.50 
54 Conk O0ftfete 2.005506 28.70 

Rene ere 9.00 
4 hase receptacles ..... 13.20 
Se i NN otek wean 15.00 

Sk eer rey. $84.40 


Now the outlet count system assum- 
ing the contractor correctly guessed the 
cost of our first specification, we would 
have a cost of $3.59 per outlet. Ad- 
ding our additional specification- we 
find the job cost as $96.93. 

In this case you will say it is very 
cood for the contractor but not so cood 
for the customer. We 
charged the customer ninety cents plus 


have over- 
our overhead and profit and undoubt- 
edly lost the sale of 
outlets. which means the manufacturer, 
jobber 


dustry all lose with him. 


several of the 


central station and fixture in- 
Reversing the Schedule 
Suppose we reverse the schedule and 


assume the outlet countine contractor 
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based his outlet figures on the second 
specification and was called to esti- 
mate the first specification. 

We find our cost per outlet in the 
second specification is $3.12 per out- 
let, our first specification being 13 out- 
lets we find a cost of $40.56. If our 
four unit system is correct the contrac- 
tor has made an unconscious contribu- 
tion of $6.14 for which he receives no 
honory Our 
come to the conclusion that we are get- 
ting an abundance of the first specifica- 


mention. jobbers may 


tion jobs, from the appearance of our 
accounts on their books. 
It is not fair to guess on an estimate 
when so little time and effort is neces- 
I know 
prove its 


sary to get a proper estimate. 
the four 
value, because I have had personal con- 
tact with a firm that has depended en- 
tirely on the system to estimate as high 
as fifteen hundred jobs completed per 


unit system will 


year and the variance from job to job 
was so slight in comparison with actual 
completd costs that it would seem im- 
possible to arrive at a system more 
accurate. 


The Value of Goodwill 


By Rutu Leicu 


It Keeps Customers Coming Back Says 
Writer of Following Article in 
“Contact” 

Suppose every Mrs. Brown and every 
Mrs. Jones who came to your store to 
shop came once and returned 
assume that 
every customer who came to buy never 


never 


again. In other words, 


entered the store a second time. How 
long would the store survive? 
Not very long, you answer. Well 


then, generally speaking, the intangible 
thing that brings back a customer a sec- 
ond time is called goodwill. That is 
why most large stores spend thousands 
of dollars a year in advertising. win- 
dow displays, store decorations, etc. 

not so much to induce immediate buy- 
ing but secondarily to build good will 

to get customers in the habit of buying 
at Blank’s store. This habit 
a second and third time 


—returning 
then, is good 
will. 

One of your most important duties as 
a salesperson is to create and retain 
How? You have the 
portunity all during the sale—by show- 


goodwill. op- 
ing your customers attentive, courteous 
service, doing unexpected and unneces- 
sary favors, such as drawing up a chair 
for a customer—showing her merchan- 
dise that she is merely looking at with- 
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out waiting for her to ask. 
your merchandise well is another meth- 
od of creating goodwill, because other 
things being equal, customers prefer to 
shop where salespeople appear to know 
their business. 

But there is one important time dur- 
ing the sale when you have your big 
chance to build goodwill—that is, at its 
end—-after your customer has made her 
decision and is getting ready to 
Customers always remember best the in- 
cidents that happen last—and that is 
your opportunity to make these depart- 
ing moments most pleasant. 

In small stores you can accompany 
your customers to the door, if there are 
not other customers waiting. Of course, 
this is impossible in a large store, but 
in this instance, if you are not busy, you 
can accompany your customer to the 
limits of your department and bid her a 
pleasant Good Day. 

Then when your customer is leaving, 
always remember to ask her to call 


Knowing 


go. 


again. If possible mention some spe- 
cific reason why she should all. 
For example you might say: “If you 


come in on next Wednesday, Mrs. Gray” 
(you have probably learned her name) 
“we will have our new percolators in. 
I know the kind you like and if possibie 
I will let you know when they come.” 

In this way, you give Mrs. Gray a 
specific invitation and a definite reason 
for visiting your store agan. Simply to 
invite her to “drop in when you are 
down this way” is not particularly cor- 
dial, because it is to sweeping in charac- 
ter, and does not mean anything definite. 
Always invite your customer to come 
again, but be sure to give her a definite 
reason why she should come, so she will 
remember. Otherwise without a spe- 
cific reason she is most likely to forget. 

Needless to say, no sale should ever 
be closed without a “thank you”—not a 
thoughtless, commonplace “thank you” 
—but one uttered sincerely, with genu- 
ine feeling. 

Some salespeople make a very bad 
mistake in dealing with customers— 
they are sweet, courteous and pleasant 
until the customer decides to buy and 
hands over her money. Then, as soon 
as the sale is made, they lose interest in 
the customer. Aside from a decided 
lack of courtesy, this is bad policy—be- 
cause it does not make for good will— 
and is not conducive to bringing the 
customer back to the store again. You 
must be just as interested in her after 
she hands you her money as before. 

Aside from developing goodwill for 
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your store by your courteous leave tak. 
ing of customers, there is more per. 
sonal, more selfish, reason if you will, 
why you should maintain pleasant rela. 
tions with her even after the sale. Yoy 
should try to make her your individual] 
so that when she wants to 
make another purchase in your depart. 
ment, she will naturally come back to 
you—and will induce her friends to ask 
for you too. 

Keep in more or less personal contact 
with your customers. Try to remember 
their taste and their names. When you 
have any special sales or stock of inter. 
est if possible communicate with them 
by telephone or through the store’s mail. 
This all goes toward creating goodwill 
for yourself and your store. 

Remember then, instead of merely 
ending when the sale is over, your work 
really just commences. Your bigger 
job, aside from the immediate work of 
selling, is to bring your customers back 
This is what we mean by creat- 


customer 


again. 
ing good will. 


The Utilities’ Duty 

Public utilities must render good 
service and do their best to cheapen 
that service if they do their duty to 
the public, in the opinion of M. S$. 
Sloan, chairman of the New York State 
Committee on Public Utility Informa- 
tion and president of the Brooklyn Edi- 
son Company. Says Mr. Sloan: 

I do not think any part of the state 
can grow, certainly it cannot prosper 
without good light, railway, gas and 
telephone service. The manager of 
these types of utility who today is not 
doing his best to please the public by 
rendering good service, by widening his 
market to serve more and more of the 
community, by cheapening the cost of 
such service as much as possible, is 
not doing his duty to the community 
and is not a true representative of the 
public utility industry. We in the pub- 
lic utility business in this state fully 
acknowledge that it is our duty to give 
the best and most efficient service, and 
we know that by doing this we serve 
the public, the stockholders of our Te 
spective companies, and the __ interest 
committed to our charge. 

There is not a public utility man in 
this state who does not want to give his 
customers gvod service—;more than 
that, the best possible service. If there 
is one who does not accept this as his 
doctrine, he is not going to stay in 
business permanently; he cannot sur 
vive. 
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State 


ONTARIO, CANADA: 


gRITISH COLUMBIA: 


COLORADO : 


CONNECTICUT: 
DISTRICT OF COL.: 


FLORIDA : 


(NDIANA: 


1OWA: 


KANSAS : 


LOUISIANA: 


Chairman 


Harry G. Hicks, 
203 Church St., Toronto 


Cc. C. Carter, 
739 Hastings St.. Vancouver 


J. Fischer, 
213 15th St., Denver 


Tryon Smith, 

247 State St., New London 
Frank T. Shull, 
Conduit Rd. and Elliott St. 
Washington 
T. E. Satchwell, 
Jacksonville 


T. F. Hatfield. 
102 S. Meridian St., 
Indianapolis 
Louis L. Corry, 
510 Brady St., Davenport 
C. S. Smaliwood, 


Secretary 


J. A. McKay, 
24 Adelaide St., W., Toronto 
R. Graham, 
929 Pender St., W. 


H. Alex Hibbard, 
E. & C. Bldg., Denver 


H. R. Harper, 
635 D St.. N W.. 


Washington 
M. A. Ladd, 

108 W. Bay St., Jacksonville 
A. I. Clifford, 

507 Odd Fellows Building, 
Indianapolis 


Arthur Tucker, 
619 Jackson St., Topeka 


I. G. Marks. 


1017 N. Sth St., Kansas City 
Robbey S. Stearnes, 
336 Camp St.. New Orleans 


406 Marine Bk, B., 


N. Orlea’s 


State 


MARYLAND: 


MICHIGAN : 


MINNESOTA: 


MISSOURI: 


ORGANIZATION ACTIVITIES 


STATE CHAIRMEN AND SECRETARIES 


Chairman 


A. C. Brueckmann, 
Keyser Bldg., Baltimore 


Henry Roseberry, 
41 Pearl St., Grand Rapids 
John M. Roberts, 
1589 Selby Ave., St. 


Oscar L. Fickie, 


Kansas City 


Paul 


Secretary 


C. Philip Pitt, 
St. Paul St., Baltimore 


oo | 


H. J. Shaw, 

613 Lincoln Bldg., Detroit 
Arthur P. Peterson, 
2395 University Av., 

St. Paul 


A. J. Burns, 
$33 Delaware St., Kansas City 


NEW JERSEY: Geo. E. Davis. Elmer D. Wilson, 
$ Central Ave.. Newark 23 Central Ave., Newark 
NEW YORK: F. A. Mott, 
- Paul St., Rochester 
OHIO: Cc. L. Wall, Walter R. Keefer, 
212 S. Main St., 939 E. McMillea St., 
Akron Ciaciamati 
PENNSYLVANIA: . W. Keck, M. G. Sellers, 
Allentown 1518 Sansom St., Philadelphia 
TENNESSEE: P. W. Curtis J. A. Fowler, 
Chattanooga 10 S. Second St., Memphis 
L. G. Ross, H. M. Northrup, 
WISCONSIN: 1305 Tower Ave., Superior 25 Erie St., Milwaukee 





LIST OF LOCAL ASSOCIATIONS AND MEETINGS 









































State and City Local Secretary | Street Address Time of Meet. Place of Meet. || State and City | Local Secretary | Street Address | Time of Meet. | Place of Meet. 
~~ ALABAMA || Newark ....... “Geo. E. Davis 23 Central Ave. lst Monday 
Birmingham --- J. R. Wileox | 313 No. 19 St. Tues. 10 a. m. ||P ------ H. M. Desaix | 88 Ellison St. Last Friday 23 Central Ave. 
= Frank Sigler | Sigler Elec. Co. Wed. 5 p. m. Members’ Offces|| Naw Yor } P. S. Bidg. 
Aniz0NA || Albany .-.-.... Chas. Russell Box 390 3d Thursday Pekin Rest'st 
D cascwcce A. H. Rosenburg; = -------- Tues. 4 p. m Bidrs. Exc. (|| Binghamton --.. na H. Hyle SD METS SANS ev aes ---------- 
CaLivomnia Brooklym ...-... . F. Walcott 44 Court St. let Mon Cham. Com. 
PT csanese J. M. Gregory Oakland Fri. 8 p. m. Oakland  - een E. P. McCormick} 555 Wash. St. Fridays 507 Elec. Bidg. 
GER. csceccue F. Rambo in ees | Ist & 3rd Mon. Ontario Cooperstown ... B. B. St. john Oneonta 3d Tues Vanon 
Long Beach .--. O. W. Newcomb | 308 E. 4th St. Tues. Ev’g. Spaulding’s Endicott --.--- A. H. Hyle | Binghamton Tues. Cham. Com. 
los Angeles...- Irvin C. Bruse Sees | «sso. | ..oeeee |Glens Falls --.. W. F. Combs SS SS Se ee 
Oakland ------ J. Gregory Pacific Bldg. Tues. 8 p. m Pacific Bldg. ||Jamestown ---- Henry Lund 309 Main St. 3d Mon Migrs. Ass's 
San Francisco.- A. Elpins 165 Jessie St. 12 Noon, Thurs States’ Cafe Kingston --..... M. C. Rivenberg pines | tee: | crane 
Van Nuys------ Los Angeles Asn| Ss -_------ Tues. 6:30 p. m. Pin Ton Cafe || Nassau-Suffolk - H. J. Wick ames | eenckaes | eeeueebonn 
New Brighton - E. L. Taylor .,.,lrll ------ 
Reaver ccncocce Alex Hibbard E. & C. Bldg. | Ist and 3rd Fri. DG & EL Aud’t.||N. Y. Sec. No.1 J. W. Hooley 45 Barclay St. lst Thurs. Bldg. Trades 
Dib ackessss!  coeenees |  ensmecnn Friday Nights Col. Springs Independent . J. Christesen| lul W. 83d St. | 2nd & 4th Wed. 226 W. Séth Se. 
i. canasame H. Ashcraft | —..-.-.. 2nd Tues. Commerce Club}! Sec. No. 3--. ‘L. P. GORE! — ccecaccsce | omettee | «<email 
CONNECTICUT i eeseemes H. C Thuerk | Olean L.&P. Co. Monthly Various Stores 
Hartf on Mr. Cook | Hart & Hegeman let Wed Hartford Oneonta ~...... So & Gi Oe 3 86 nsacnces 3d Thursday = -------- 
ewes | O.COM | incceese | socnmnes (| .  aciieietme Rochester ----- H. F. Janeck | 29 St. Paul St. | Ist. & 4th Mon.| Eggleston Hotel 
Waterbury ----- D. Neth | Conn. Lt.& P.Co. On Call 192 Grand St. ||Saratoga Springs W. F. Camp S. Glen Falls (2d & 4th Thurs, ara’ga & G. Fa's 
Dist. Cot. | » aan Schenectady ...' McClolies St. Sapes ws — | ee 
i a a Thurs. ewey Hote * =x 809 lst onday Steet 
wo - Tottenville, S. -| lat & 3d Thurs. St. George, S. I. 
vom --- W. L. Joseph | 155 E. Forsyth Ist Tuesday 208 Realty Bldg. First St. lst Tues. yw 
eescecees| C. E. Pullen | Pullen-Zell Co. | 9 cccaceee 2 | wwwwncne Gray Elec. Co.) Ist. Tues. E Chub 
"han Westchester --. I. W. Austin White Plains Semana ---------- 
a Cheny Emerson | Irz & Baker Sts. Thurs. 12:30 Dafodil Res. | Watertown ---. L. B. Smith Roth Block 3d Fridays Utilities Bldg. 
Inuino1 } Woodmere ---- Geo. La Salle See | aecminee o------- 
E. Moline.....- E. J. Burns Rock Island Once a month Bldrs. Ex. Yonkers --.-.-- Mr. Mayer = Manor House Sq Monthly _~— -------- 
jo ------- J. 'W. Collins. |179 W. Wash. St 2nd & 4th Wed. Lmbrmas Ex. | Onto : ™ 
Decatur ...-.--. E.O. Weatherford | 114 E. Wm. St. lst. Wed. %. & G B. ARE scene C. L. Wall | 212 So. Main St. Monthly 2d Nat. Bk. Bl'g 
Springfield .....| C. A. Meadow |407 E. Ad'’ms St. = -___--- — Bellaire --.----- | J. Blumenberg Bellaire Call of Sec'y Bellaire 
E. St. Loais__.. C. F. Broderick | 317 E. Bro’dw’y' Sat. 2 P.M. Arcade . | Cincinnati .-... W. R. Keefer 939 E. McMillan Tues. 3 P. M, \Cham. of Com. 
“3 “ae ee lst & 2nd Tues. Post Hall Cleveland ...... Geo. D. Bury _Elec. League lst & 3d Thurs. Hotel Statler 
Rock Island---- E. J. Burns 219 18th St. (Ist & 3rd Mon. 219 18th St. ||Columbus -.--..| 0. A. Robime | 9 E. Long St. | Every Thurs. Girls Ath’ic Club 
Streator ..----- Wis. Golesi | GO Dele Gib cece, atte Dayton ---------| Q. J. Osmond (41 Fountain Av.’ lst & 3d Mon. Bldrs. Exchange 
Springfield ----- 1.6 ae On call Various 
I. A. Welburn 404 Main St. Ev. Fri Y. M. C. A. Steubenville --. D. C — nikita Ist Wed. Nat. Ex. Bank 
A. B. Harris | 570 Washington —_aue i| ed Toledo .-.-..-.- | mnenine On Call M'ts. & Mfrs. As. 
G. W. Ball | Peoples Bk Bldg. 1st & 3rd Thurs.| Comm. Club Youngstown .... F. F. McBride | Builders Exch. Mon. Noon Y. M. C. A. 
South Bend ----| Mr. Moran, Jr. | 832 N. St. Louis lst Tues. B. & T. Ex. Bldg Onacon : i : 
Warsaw .------ | L. F. Meyers | 120 E. Market St.| Wed. Ev’g. |  -------- Portland -----. Ff. R. Whittlesey, --------- \2d & 4th Monday, Cham. of Com. 
ay | untis Gen, LA oee| ak Hill Bethlehem | Monthi 
Davenport --... a Be Mon. 6 p. m. mber Com. | Allentown ----- . Hi le onthly (| <-«<-.... 
} ae City ---- F. H. Abbot’ scien Mon. 6 . m. | Jackson Hotel || Bethlehem --.-. A. H. Hill 510 W. Main St.! suckin 1  whmbaiem 
------ H. L. Hileman 600 Bluff St. enaieiin —— Catasauqua ---. W. T. a | Last Thursday occcocce 
— i -... “Cite | kth | aoe | 
Topeka ........ H. S. Lee 816 Kansas Ave. Mon. Noon Elk’s Club ston ...---.- . E. Hi ehem onthly = === == === 
Wait sapeneen L. A. Harris 446 N. Main Ev. Tues. 7.30 | United Elec. Co.| Erie ---.-------| Earl Stokes Bldrs. Exch, | = -___.__- _ Bidre. Exch 
Kewrucny | Lancaster ...... So Goel eer | Sed Friday Und'w't'rs Office 
Louisville ...-..| Walter Diecks 528 W. Jefferson 2-4 Thurs. B. of T. Bldg. | Philadelphia ---| wy. G. | isis Sansom St 2nd Thurs. 1518 Samson St. 
Paducah ........|W. R. Kitterjohm = = ________ Oe see Pittsburgh -----| Joe oa McCance alae | let. Friday Various 
Louisa Scranton --...- A. J. Fowler | Bd. of Tr. Bidg. Tues. Zenke's 
New Orleans .-| B. Spangenberg! 410 Carroll St. lst Weds. Teocalli Hall, t. Marys --- -|¢. E. Blakeslee Dubois ae. | esounes 
ort ..--| Percy Elliott Elliott El. Co. Ev’y Monday | -------- Wilkes-Barre ---| Ambrose Saricks| | --------- | 2d & 4th Thurs. --------- 
Maine —C— O———— A. E. Harris | E. King St. [2d & 4th Tues.) -------- 
Portland = ...... | N. S. Boothing | 222 Middle St. a Sours Canouma 
Maarian ! Columbia --.--./ E. L. Cashion | Sumter, S. C. euniiinin a 
tekimore ______ C. P. Pitt 7 St. Paul St. 3d Tues. Eng’rs. Club | Greenville -----| E. C. DeBruhl | Ideal Elec, {| wan mn 
Massacuuserts | TENNESSES | Wednesday 
SS a ae 3d Thurs. | Boston City Club Chattanooga ---- Carl Schnider | 412 Kirby Av. | Noons. Manhattan Cafe 
Fitchburg .....- R. M. Gowell |  _....... lst Mon. Fay Club Knoxville -...... H. M. Moses | 615 Market St. Monthly Rwy. Lt. Co. 
Haverhill ------| H. W. Porter 24 West St. 2d Mon. El. Lt. Sta. Memphis --.--. H. A. Street | 285 Madison Av./Ev. other Wed. Allyn Cafe 
West Medford.... H. J. Walton Malden El. Co. Monthly Various Nashville -..-| J. B. Mullen Arcade let & 3d Wed. | Tularie Hotel 
Vorcester 1. Cc ; #4 Front St. Texas } 
le oone | J. W. Coghlin 259 Main St. 2d Thurs. Dallae aaa --—n-- . 2 See 409 S. Eway | ai 409 S. Eway 
Battle Se ie , , .| Post Tavern Tan 
— H. Shaw 613 Lincoln Bldg | a? G. A. R. Hall | Salt — City-.| Gus. Forsberg 69 E. 4th So. | Wed. 12:15 p.m.| Newhouse Hotel 
 - a J. Markle 71 re TRCINTA | 
Grand Beoite... | Henry Romyn ae lenis AVN.W Tues. Noon Ase’n of Com, Lynchburg ----- |W. M. Elliot Lynchburg Ist. Wed. Local Stores 
eit M. Randall Sat See |. Cham. Com. Norfolk ecesccce K. D. Arcade Bdg. Wednesdays Old Col. Clb. 
nllerasor Richmond ----- W. A. Cutlett | Jeff. & Grace oes annneiinn eouceace 
-------- | Alfred L. Foster 210 W. Ist St. lst Tuesday (== =—=_ -------- WasHincTon 
a ceil J. Gray 511 S. Third St. | 2d & 4th Tues! Builders’ Exch. Seattle ....... J. R. Barry Pantorges Bldg. | Thursdays Elks Club 
. ae Sofie Spofforth 923 Grand Ave.| 2d & 4th Mon. Elk’s Club Wisconsin 
6:30 P. M. Green Bay .-.-. John B. Tingley 223 Cherry St. | 1st Thurs. Nicolet Bldg. 
Kanaes City....| R. L. Hutton | 212 Admir’l Blvd | Tues. Eves. University Club Milwaukee ~-... Thos. W. Nixon |719 Majestic Bld.| 2nd Tuesday | Maryland Hotel 
& Leonie -.._-. | Ben Grieb 904 Pine St. Ist Wed. Am. Hotel a ao F. H. Patrick 1545 W. Blvd. let. Tues. Racine Bldg. 
KBRASKA Canapa 
Uneoln G. G. Kingham 142 S. 12th St. lst & 3d Mon. C. of C. Bldg. Guelph ----.-.. W. E. Lemon peaeeie:: 2 © wenalata \T  .eedbediidd 
Geshe ....._|J. B. Coningham| _.__.... lst & 2nd Mon. Various Hamilton _.--.- K. of Donoghue| clo N. Elec. Co.) 9 -------- | mwmee nnn 
‘ev Hawrsuine Kitchener ~.... ee Se SS CL eee enna 
_. eve! F.C. Batch Kittery oe & Oe Geet sentence | A. < McDonald 128 Osgoode St.| Mon. 8:00 p.m. Elec. Insp. Office 
| Toronto —...... J. A. McKay | 24 Adelaide St.| 2d Tues. Bd. of Trade 
lena’ ‘City... | F. P. Wright 16 Ohio Ave. lst Thursday Malatesta Hotel | Vancowver .... R. A. Graham | 929 Pender St. | Ev’y Tuesday 724 Pacific Bldg. 
leey City... | Wm. Doellner | 743 Bergen Ave.| 9 _-.-...- P. S. Bldg. || Windsor .....-. ee BE we pene pele 
lee Branch Chas. Maggs 462 Bath Ave. | lst & 3rd Mon.| Comm. Hotel. | Niag’ra Penins'r. W. H. Mackenzie| 9 Moy Ave. W.| 8 
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Louisiana State Meets concerted action on all matters to be  rael Lovett, the city electrician, for jp. 
< 1 taken up. fluencing this condition. Between fifty ; 
On January 22 the Louisiana State At the time of going to press all and sixty attended the meeting there. 
\ssociation of Electragists held a ban- wecenherse with fou exceptions om maby. ies. PN e . $ 
quet at the Monteleone Hotel, New ing arrangements to be on hand at the Denver Elections ‘ 
Orleans, in celebration of its annual opening time. A number will arrive ba . , t 
meeting. Officers for the ensuing year j, New York in time to attend the pub- The annual ¢ lection of officers of the 
were elected as follows: Robley S. lic hearing on the Code which will Denver Association of Electrical Cop. i 
Stearnes, president; Walter C. Joubert. sake place on March 12, in the rooms tractors and Dealers was held at the sec. 
vice president; Frank Gaschek, treas- of the New York Board of Fire Under- retary s office on January 23 with the 
urer; and I. G. Marks, secretary. writers. 123 William Street. following result: President, J. Fischer, ‘ 
Manifest enthusiasm prevailed toumncnn The Fischer Electrical Company; vice. f 
throughout the meeting and it was . , P . president, Edwin A. Scott, Scott Broth. 
thought that the get-together spirit thus Davis Western Meetings ers’ Electric Company; and secretary. 
engendered would go far to make the In the course of a western trip Lau- treasurer, H. Alex. Hibbard. 
work of the Association enjoyable and rence W. Davis, manager of the new Retiring President Clarence Keeler, 
profitable in the future. department of promotion and develop- who installed the newly elected officers, ‘ 
——_—— ment of the Association of Electragists, W4S presented with a Tuxedo Set of 
Executive Committee Meets = spent some time during February in the black onyx mounted in platinum. 
Twin Cities, St. Paul and Minneapolis. In making the presentation speech 
Plans are now complete for the meet- At Minneapolis a very cordial feeling past President E. C. Headrick cited { 
ing of the Executive Committee of the prevails among the electragists he ™any improvements in the Association ‘ 
Association of Electragists to be held states and about twenty-five contractors which had been made during Mr. Keel. 
on the 14th and 15th of this month in came out to a special meeting held in ‘T'S administration, together with the 


New York City. The meeting will take 
place at the Building Trades Club, 34 
West 33rd Street, instead of at Associa- 
tion Headquarters as usual. 

It is hoped that this meeting may 
prove the most profitable the body has 
ever had. Under the amended 
stitution of the Association the num- 
ber of members is reduced to eleven 
as compared to nineteen under the old 
constitution. This should 
meeting time and make for maximum 


con- 


conserve 








their behalf. Due to a stormy night 
not so many showed up at the meeting 
in St. Paul but interest in the A. E. I. 
ran high nevertheless. Manager Davis 
reports that Mr. Wright, the new local 
chairman in St. Paul, is doing much to 
promote local conditions. 

Mr. Davis’ visit to Omaha was especi- 
ally profitable. He advises that the re- 
lations among the contractor-dealers in 
that city are most congenial and that 
a great amount of credit is due to Is- 
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fact that he was turning over to the 
new officers a strong, healthy organiza- 
tion of which the electrical industry 
should be proud. ; 

Chairman J. W. Hancock of the enter- 
tainment committee with his able assist- 
ants, W. J. Keating and Ted Nollenber- 
ger, took charge of the meeting at this 
point. A buffet lunch was served. 

On January 29 President Fischer an- 
nounced the appointment of the follow- 
ing committees: fixture, wiring, motor, 
and appliance, and it is expected that 
each of these bodies will contribute 
much to the welfare of the industry in 
Denver by improving methods of con- 
ducting such work. 

Secretary Hibbard had not been on 
the job long when he sent out a notice 
to members asking how many of them 
could show a profit on contracts they 
take. He said that he would be pleased 
to discuss the subject and in order that 
members might take advantage of his 
offer he arranged to be at the Associa- 
tion office every working day for two 
specified hours during February. 


Revising the Code 
Local Associations Requested to Make 
Recommendations 


During the latter part of January 4 
letter was sent out from A. E. I. Head- 
quarters to local association secretaries 


requesting them to take up the matter 





of the proposed Code changes with the 
membership at the earliest opportunity, 
and advise the chairman of the Code 
Committee, A. Penn Denton of Kansas 
City, of any recommendations it is de 











“At Your Finger’s Tip” is Right! And Even Such a Statement About the Contents of 
the New Electragists’ Data Book Does Not Adequately Explain its Accessibility. All 
Material is Classified and Arranged into Sectional Files, Twelve in All, Filled With 


Information Needed Daily by Every Electragist. It is Said to be the Handiest Book 
of the Kind Ever Published and it is Being Sent to Electragists From Headquarters in 
Exchange for the Old Books. Send in Your Old Book for Revision 
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sired to be made at the public hearing 
in New York on the 12th of this month. 
A bulletin of the Electrical Committee, 
National Fire Protection Association, 
setting forth the proposed changes was 
enclosed together with an appeal from 
the Code Committee chairman. 

It was pointed out that certain pro- 
posed changes especially merited the 
consideration of all concerned. Rule 
15 and 15-a for instance notes import- 
ant revisions to be made in rules of 
grounding, and drastic revision is pro- 
posed of Rule 23 with reference to 
Section A and D. Other proposed 
changes are of equal importance. 

The matter was said to be as urgent 
as any confronting the entire industry 
and especially the contractor-dealer 
branch. The National Electrical Code 
is now looked upon as the contractor’s 
Code, and for this reason it should have 
every consideration from contractors in 
the matter of its revision. Mr. Den- 
ton’s appeal read: 

The National Electrical Code has al- 
ways been a real factor in the business 
of the electrical contractor, although 
most contractors throughout this coun- 
try in the years gone by have failed 
to appreciate what an effective standard 
in electrical installation work the Code 
really has been. We have not regarded 
it as our Code but have taken it from 
others, hardly knowing who was re- 
sponsible for it, and in fact the elec- 
trical industry as a whole has failed 
to appreciate it during a period of a 
quarter of a century and during a time 
that it has been the foundation on which 
the electrical industry has built busi- 
ness in all its different branches. 

It is the desire now of your National! 
Code Committee to have every member 
of our Association appreciate the value 
of this Code, and particularly so be- 
cause the forthcoming revision will be 
a simpler and more specific document 
than any in the past and will be re- 
codified so that it will be a very easy 
matter to find in this book of rules the 
information needed in carrying on your 
construction business. 

As chairman of the Code Committee 
I therefore ask your association to se- 
lect one of your members to act as 
chairman of your local code committee. 
If you have not already a code com- 
mittee among the committees of your 
associations, you should appoint one at 
once. Upon selecting your local code 
committee chairman, I should like to 
have you advise me his name and ad- 
dress, and I will appoint him a member 
of our National Code Committee. 
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The plan of our National Code Com- 
mittee for the coming year is to ask 
local code committee chairmen to co- 
Operate with the representative of the 
local central stations, the local city in- 
spection department, and the local 
underwriter interest, and where possible 
and practical if the local association 
is dealing with organized labor it is 
advisable to have the representative of 
that organization meet with your local 
joint code committee. From time to 
time I will as chairman of the National 
Committee instructions to the 
local chairmen telling them exactly how 
to proceed with local code work in such 
a manner as to have a uniform pro- 
gram worked out in all cities of the 
country where we have local associa- 
tions. 

Your Code Committee chairman is 
convinced that if all associations will 
cooperate along this line we can with- 
in the coming year make the National 
Electrical Code a very vital factor in 
the business of our contractor members. 

I will appreciate your prompt co- 
Operation as requested, and ask that 
your local code representative whom 
you appoint be given authority to take 
charge of the meeting of your associa- 
tion at which to carefully discuss and 
make suggestions regarding the bulletin 
we are sending you herewith. Your 
National Code chairman will also ex- 
pect each local code committee chair- 
man to send to him promptly minutes 
of the meeting held to discuss this bul- 
letin. Your codperation in our Nation- 
al Association work will be greatly ap- 
preciated by all officers of our associa- 
tion. 


issue 





The L. D. Rubin Electrical Company, Charleston, S. C., Recently Was Announced the 
Prize Winner in the Nationwide “Lamp th 
Display Setting Forth the Idea 
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Western Inspectors Meet 
Discussion Given Over Entirely to Pro- 


posed Code Changes 


A. Penn Denton, chairman of the 
Code Committee, represented the Asso- 
ciation of Electragists at the annual 
meeting of the Western Association of 
Electrical Inspectors held at Chicago, 
Jan 23-24-25. The meeting was given 
over entirely to a review and discus- 
sion of the changes proposed to be made 
in the 1923 revision of the National 
Electrical Code. 

In explaining the proposed changes 
Chairman Dana Pierce said they were . 
the result of three years of investiga- 
tion into troubles reported by and pro- 
tests made by electrical inspectors. Each 
standing committee chairman or his 
representative made a report for that 
committee on the changes it recom- 
mended. 

Mr. Denton advised that the report of 
his Committee on Wiring Standards and 
Systems came on Thursday morning the 
25th at ten o’clock and that from that 
time on until three o’clock with an hour 
out for lunch all discussion was given 
over to the 660 watt rule alone. It was 
necessary for Mr. Denton to justify prac- 
tically every. change recommended by 
his committee because of the many in- 
spectors present who fook exception to 
such changes being made. 

In closing his remarks before the 
meeting the Code Committee Chairman 
laid particular stress on the program 
that has been outlined by that commit- 
tee for the A. E. I. to undertake during 
1923. He called the attention of those 
present to the plans formulated by the 
Association to get the electragist to make 
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the Code a vital factor in his business, 
stating that such plans had been largely 
influenced by the discussion at the an- 
nual meeting of the Western Association 
of Inspectors last year. 

He tried to make them feel that their 
organization had stirred up a great deal 
of interest in the Code that meant much 
to electragists who would endeavor in 
every way possible to cooperate in en- 
forcing it. 

Mr. Denton appealed to the inspect- 
ors and all other branches of the in- 
dustry, most of whom were represented 
at this meeting, to codperate locally 
with the contractor-dealer associations. 
He stated that if this is done another 
year would see a great improvement in 
the class of electrical installations 
throughout the country, and that all 
would directly benefit thereby. 

The Code Committee of the Associa- 
tion of Electragists had the hearty ap- 
proval of the meeting and the president 
assured Mr. Denton that the inspectors 
would actively codperate with electra- 
gists and local associations whenever 
the opportunity presented. 


Newton Show Big Success 
Educational Exhibit Was Held Under Sole 


Auspices of Contractor-Dealers 


The members of the Newton Elec- 
trical Contractors Association are to be 
congratulated on the success of their 
first educational electric exhibit. 

This organization though but a year 
old has made rapid strides along the 
road of progress. A short while ago 
the members of the Newton Electrical 
Contractors Association got together to 
discuss ways and means of boosting the 
electrify idea in the Massachusetts ter- 
ritory in which they operate. The re- 
vy exhibit, an an- 
nouncement to the effect that it would 


sult was a community 


be held appearing in the January num- 
ber. 
The 
Hall, Newtonville, which is practically 
Newton. 
Saturday, 
20th. The 


and remained 


show was staged in Dennison 
in the centre of the city of 
on Thursday. Friday and 
18th. 19th and 


doors opened at 2 p. m. 


January 
opened until 10 p. m. in the evening. 
There was no charge of any kind for 
The hall was tastefully 
decorated by the contractors, 


admission. 
' who 
bought the materials and went in a 
body the night before the show and put 
up the decorations. Spaces were sold 
at a very reasonable fee to ‘those con- 
tractors desiring to exhibit appliances 


which they personally handled. There 
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were exhibits of flat irons, washing 
machines, ironers, toasters, percolators, 
chafing dishes, heating pads, immersion 
heaters, curling irons, ranges, grills, 
waffle irons, bell ringing transformers, 
decorative lamps, etc., and also minia- 
ture exhibits of modern and uptodate 
house wiring along with many varied 
styles of lighting fixtures. 

There were no sales made of any 
kind during the exhibit. The guests 
were allowed to wander at will with a 
demonstrator to greet them at every 
booth. Guessing contests were held in 
practically every booth on such things 
as the number of revolutions per min- 
ute of the vacuum cleaner, the num- 
ber of boxes of Lux washing soap in a 
Those making 
guesses, and practically everybody did, 
signed a slip which gave their name 
and address. These slips giving to the 
contractor a very beautiful mailing list 
of people interested at least enough 
to visit their exhibit. 

The attendance during the three days 
was about 2,300 people and consider- 
ing the fact that the city of Newton 
is more like a country town than a city, 
2.300 visitors at this exhibit 
2.300 persons interested in seeing what 
was new in electrical appliances. 

As the guests entered the hall they 
were handed a small pamphlet bear- 
ing the seal of the association. On 
opening the booklet the visitors found 
in a very brief statement the object of 
the exhibit, which read: “This Educa- 
tion Electric Show is under the auspices 
of the Newton Electrical 
composed of your local master elec- 


washing machine, etc. 


means 


Association 


trical contractors, whose purpose is to 
promote goodwill and service in this 


Contractor-Dealers. 
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community.” On the next page was 
found the membership of the organiza. 
tion. 

The show was opened by Edwin 0. 
Childs, mayor of the city of Newton. 
and was visited during the three days 
by W. H. Atkins, general superintendent 
and Leavitt L. Edgar, assistant genera] 
superintendent of the Boston Edison 
Company, who were very much ip. 
terested in the exhibit. These two elec. 
trical authorities have placed their sea] 
of approval upon the community ex. 
hibit and consider it to be of great 
value to the industry. They extended 
to the contractors their congratulations, 

O. L. Hawes of the Hawes Electric 
Company was chairman of the show 
and Mr. Howe of the Howe Electric 
Company, secretary. 


Gives Series of Talks 

A series of talks is being given by 
Joseph G. Crosby of the Whalen-Cros. 
by Electrical Company of Philadelphia 
at the electrical conferences held in that 
city monthly at the Musical ‘Fund Hall. 
The general outline of the talks is di- 
vided into four parts; namely, execu- 
tive, financial, sales and production. 

Mr. Crosby began the series in Janu- 
At each meeting he takes up the 
subject where he left off at the meet- 
ing previous and he will follow this 
plan of presentation until all of the 
subjects are covered. It 








ary. 


is estimated 
that upwards of 1,000 men engaged in 
the electrical industry in the vicinity of 
Philadelphia attend these meetings. 
At the last annual meeting of the As- 
sociation of Electragists Mr. Crosby was 
elected to the position of secretary of 


the Open Shop Section. 





The Newton Community Electrical Exhibit Was Carried on Entirely by the Electrical 
The Association Exhibit is on the Left 
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Doing Business at a Just Profit 


In Reporting the January 18th Meeting of the 


Rhode Island 


League, J. E. Bullard Gives in Detail the Talk of Laurence W. Davis 


On January 18, the members and 
guests of the Rhode Island Electrical 
League met at the Crown Hotel, Provi- 
dence, R. I., for the regular January 
meeting of that League. I. A. Galla- 
gher ot the Narragansett Electric Light- 
ing Company, and vice president of ‘the 
League presided. He opened the meet- 
ing by calling upon F. A. Boss of the 
Boss Electrical Supply Co., and presi- 
dent of the League, for a few remarks. 

Mr. Boss referred to the talk giver 
by Kenneth McIntyre of the Society for 
Electrical Development to members of 
the League recently and emphasized the 
importance of the suggestions that the 
speaker made in regard to league w: ork. 
In regard to the value of the electric 
home as a business builder .he stated 
that during the last four months of 1922 
his sales of convenience outlets had in- 
creased 55 percent and that he consid- 
ered this very largely a direct result 
of the electrical home. 

He spoke of one contractor's order- 
ing 50 duplex outlets to be delivered 
to one house. He was not certain that 
they were all used in that residence, yet 
this was an indication that the electrical 
home had greatly increased interest on 
the part of home builders in conveni- 
ence outlets. 

Field work, he went on, was ex- 
cedingly important. The League had 
not followed up the first electric home 
with all the field work that might have 
but Mr. 
lary, was now doing some and it was 
hoped to have field workers 
covering the territory very shortly. 

He referred to the statement Mr. Me- 


in regard to the electrical 


been done, Dawson, the secre- 


several 


Intyre made 
men selling themselves and gave as an 
example of what could be accomplished 
along this line, the experience of sell- 
ing two ventilating fans on the strength 
of having one installed in his own home. 

Following Mr. Boss, H. E. Dawson, 
secretary of the Rhode Island Elec- 
ttical League, was called upon to speak. 
He also referred to the field 
work and spoke of what he is now do- 
ing along that line. 

He has found that the public is eager 
for information in regard 
wiring. An attempt is being mad2 to 
tive the builders of residences this in- 
formation by mailing 
the moment information can be secured 


This 


value of 


to adequate 


letters to them 


it regard .to proposed building. 





information is secured from the local 
record and guide directory. 

In one residence largely as a result 
of the electric home it was found that 
12 additional convenience outlets had 
been installed. In this case the owner 
thought he was providing adequate serv- 
ice for electric cooking by installing a 
wall outlet in his kitchen. When it was 
explained to him what a range service 
really is, he began seriously to con- 
sider changing his wiring to provide 
this service and before the house is too 
far along will probably run a 
service. 

He spoke of another house, a small 
one modeled as closely as the builders 
could model it with their limited 
knowledge, after the electric home. 
There were lights in the closets but the 
owners had forgotten all about conveni- 
ence outlets. When they were called 
upon they were set right and_ will 
change their wiring to provide for these 
outlets. 

Dr. Dawson promised that much time 
would be given to field work in the fu- 
ture. He also said there would be at 
least one electric home in 1923 and per- 
haps a show. 

At the close of Mr. Dawson’s remarks, 
those present were asked to look pleas- 
ant while they had their picture taken 
and right after the picture taking, they 
were entertained for about half an hour 
by John H. Percival, a magician. 

Mr. Gallagher then introduced Lau- 
rence W. Davis, special representative 
of the Association of Electragists as the 
speaker of the evening. 

Mr. Davis called attention to the fact 
that the function of a is to sell 
to the public. The whole purpose of a 


range 


League 


League is to build new markets. 
The individual 
profit by this work. 


contractor may nol 

Whether or not he 
does depends solely upon himself. He 
certainly will not profit unless he places 
himself in a position to get his share 
of the 
What the 
pends solely upon himself. 

He then stated that there had been 
little profit made in the past two years 
largely for the reason that so many had 


additional business created. 


individual contractor gets de 


been so anxious to get business that 


they would cut prices to a point where 
no. profit was possible and where an 
actual loss might result. To make a 


profit it is necessary to figure prices 


carefully and accurately and to know 
how to arrive at the exact cost. 

The lack of profit is very largely due 
to unsatisfactory methods of figuring 
profits. Too many men, have only a 
hazy idea of how to sell a job in such 
a way as to make a profit on it. 

Mr. Davis then stated that he hoped 
none of the contractors in Rhode Isl- 
and were like some cases he cited where 
they actually resented aid securing 
more business or even went so far as to 
find ways of avoiding taking business. 

He again emphasized the fact that the 
effort of the League is to build a mar- 
ket and that the individual contractor 
can hardly look to it to build up his own 
business unless he prepares himself to 
take full advantage of the increased 
market that is created. 

The contractor he stated is selling 
three things, material, labor and serv- 
ice. Service is a very important part 
of his business. It is something that 
the public demands and is willing to 
pay for. Service costs come under the 
classification of overhead. 

Going on to show just what over- 
head means to the cost of doing busi- 
ness he cited the figures gathered by the 
Association of Electragists from some 
700 businesses represesnting an aggre- 
gate of about $117,000,000 of contract- 
ing business for 1921. For a business 
of less than $50,000 a year he explained 
that the average overhead amounted to 
34.38 percent, for a business between 
$50,000 and $200,000 a vear it amount- 
79 percent of the 
and for businesses 
of $200,000 and over it amounted to 
25.98 percent. 

These 


were collected durine 


ed to an average of 30 
total business done. 


They 


an abnormal vear 


percentages are hich. 
and point to the importance of bringing 
down the overhead either by extending 
the business or reducing overhead costs 
which are the cost of giving customer 
overhead includes such 


office the 


for the convenience of the public. 


service. The 


items as the contractor main- 
tains 
automobiles for rendering service. tele- 
and all other things that make 
it easier for the public 


it wants when it wants it. 


phones, 
to secure what 
These things 
are just as important as anything else. 
The big 


worth? 


question is, what are they 
To show that overhead expenses could 


not be avoided Mr. Davis placed on the 
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blackboard the overhead expenses of a 
$10,000 a year business based on the 
averages for 1920. This took the fol- 


lowing form: 


Salary of the owner.... ....+9 848.00 
Non-productive labor ........ 423.00 

(Girl in office and similar labor cost) 
eee 151.00 
Light, heat and power. . 34.00 
Postage, telephone and t te elegraph 43.00 
Dn. ( vacetbaviduraedvaews 101.00 

(Retailers spent 3 percent., 5 percent. 

and up for advertising. Would usually 

spend $500 for this volume of business.) 
EOUEEN oc cksvcvedcnssvswns 65.00 
Stationery and printing .......... 41.00 
Freight and express ..........0.. 58.00 
ENON ov ccsenecdadnsseeccicds 88.00 
Insurance, of all kinds eee Te 62.00 
Taxes ee ee 43.00 
Association due eee 13.06 


(Belonging to any business is a service 


to your customers. It is important 


that you develop yourself.) 


Bad debts and allowances........ 72,00 

Maintenance and interest on money 
CE cc, ctsneedekenesweanws 124.00 

DEIOUD «a cascviensnnctadins 197.00 


Total overhead expenses for an an 


nual business of $10,000........92,307.00 


The overhead is 23.67 percent of the 
total business done. The total business 
is the total of all the selling prices of 
all the jobs done. Mr. Davis stated that 
a clean net profit of only one percent 
on all the jobs that have been done dur- 
ing the past year would have put the 
business ahead of where it is. The net 
profit that a man wants to make is up 
to him. He is the man to decide but 
he can’t make any net profit till all the 
costs are covered. 

It is easy to figure wrong 
ing at the selling price. For example 
suppose a man wants to make a net 
profit of 10 percent. His overhead - is 
23 percent and the cost of labor and ma- 
terial on the job is $100. Then 23 per- 
cent of $100 is $23 which added to the 
hundred is $123. Ten percent of this 


in arriv- 


is $12. Adding all together we get 
$135. If this is taken as the selling 


price, how much has the man made ? 
He has made just 67 cents or less than 
half of one percent net profit, on the 
selling price. 

The selling price is 100 percent. The 
overhead is 23 percent, and the net 
profit desired is 10 percent, or a total 
for the two of 33 percent. This being 
the case it is obvious that the cost of 
the labor and the material must be the 
difference between 100 percent and 33 
percent or 67 percent. Then if the labor 
and material costs $100 we must divide 
it by 67 and multiply by 100 in order 
to arrive at the selling price. Doing 
this we get $149.25 as the selling price 
of the job. 
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Twenty three percent of this selling 
price is $34.33. Deduct this from 
$149.25 and we get $114.92 and deduct- 
ing the cost or $100 from $114.92 we 
get 14,92, the profit which is 10 per- 
cent of the selling price. Since the over- 
head is figured on the selling price this 
overhead is bound to be $34.33 no mat- 
ter how the selling price for this par- 
ticular job is arrived at. When we de- 
duct $34.33 from the $135 price arrived 
at in the wrong way we find the net 
profit left to be only 67 cents. 

The basis of all business, went on Mr. 
Davis, is the selling of service, labor 
and material. The cost of these things 
must be covered before there can. pos- 
sibly be any net profit. If the man 
who did a $10,000 business did it by 
doing ten $1,000 jobs then he had to 
allow for $230 overhead on each job. 
If he left that $230 off any of the jobs 
it was necessary to allow for a higher 
overhead on the other jobs. The over- 
head must be figured on each and every 
job. 

He showed that it is not the quantity 
of business that counts. It is making 
each job pay its way and show a little 
net profit that is important. To make 
this statement still more effective Mr. 
Davis spoke of the case in one town 
where there were three contractors. One 
would take only the jobs that showed 
a profit. The other two fought each 
other for business. They took jobs at 











Clyde L. Chamblin Will Come all the Way 
From San Francisco to Attend the A. E. I. 
Executive Committee Meeting on the 14th 
and 15th. He Was Recently Elected to 
Represent the Pacific Division of the As- 
sociation on that Committee 
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any price in order to get them. The 
firm that refused to cut prices got about 
one job out of ten in town. The other 
two got the rest. In the course of a few 
years, the concern never cutting prices 
had A-1 credit rating. One of the fight. 
ing concerns had gone out of business 
and the other was close to the wall. 

Profitless business means bringing 
about a condition where the contractor 
can’t take a profitable job when he has 
an opportunity. It is impossible to 
agree on just what the net profit should 
be. It would not help if such an agree. 
ment could be arrived at. The percem. 
age of net profit is not the important 
thing. What is important is to know 
where the net profit starts and_ deter. 
mining for yourself in the case of your 
own individual ‘business just what that 
net should be. 

When you know what you are really 
doing you can explain to the public. 
When you do not you can’t explain the 
why’s and wherefore’s of your prices 
and the public will be dissatisfied with 
them. 

Mr. Davis then called attention to the 
fact that members of the Association of 
Electragists are licensed to use the word 
electragist and that no others have a 
right to use it. He pointed out how im. 
portant this was to the contractors and 
what a protection it afforded to the pub- 
lic, and that all those entitled to use 
the word should make it as prominent 
as possible. 

Mr. Davis closed his talk by dem. 
onstrating the use of the new estimating 
manual. He pointed out that all the fig- 
ures are in man hours rather than in 
dollars and cents and that it is flexible 
enough to fit any job that is being: fig- 
ured. With it a good estimater can 
soon be made of any practical man. 

He then passed a copy of the manual 
to two different contractors in the audi- 
ence and asked them to call off the fig- 
ures to be used in the estimating of a 
wiring job on a department store. Al- 
though neither of these men had ever 
seen the manual till that night they 
were able to use it intelligently and the 
cost was estimated of doing the major 
part of the work on one floor of a six 
story department store built with rein- 
forced concrete floors, tile and_ brick 
walls, with each floor having an area of 
10,000 square feet, and with ‘the figuring 
done from the architect’s plan. 


After giving this demonstration Mr. 
Davis explained that the manual had 
been very carefully tested and that a 
similar study is now being carried on 
for residence wiring. 


Because the man- 
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yal makes estimating so simple, he ex- 
plained that it was not to be sold and 
yould be issued only to members of the 
jssociation in order that jt may be kept 
in the hands of responsible men who 
yill use it in the proper manner. 

Calling attention to the new Univer- 
sal Data book, and the extensive use of 
the word electragist, there now being a 
classified list under the word electra- 
sist in the telephone directories of some 
\4 cities, Mr. Davis announced that L. 
0. Whitten the field repre- 
sentative to cover New England and the 
He an- 
nounced that shortly there would be five 
men in the field which would relieve 
him of the necessity of covering the 
whole country himself. 


was new 


eastern section of the country. 


Unique Advertising 


An unusually clever method of ad- 
vertising the word Electragist has been 
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employed by the Childers Electric Com- 
pany of Louisville, Ky. A large en- 
velope is used, on the flap of which is 
printed the company name and ad- 
dress, and on the front the meaning of 
the word is definitely set forth. 


Forms Own Company 


Coiner of Trademarked Word Starts New 
Enterprise 

M. H. Johnson, formerly of the 
J & M Electric Company, Utica, N. Y., 
recently severed his connection with 
that company, and on January 8 began 
his own business under the name of the 
M. H. Johnson Electric Corporation at 
80 Genesee Street, which is centrally lo- 
cated in the same city. 

Mr. Johnson is an electragist of wide 
reputation and is intensely interested 
in, and a substantial supporter of, all 
association work. He is a past chair- 
man of the New York State Association 
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of Electrical Contractors and Dealers 
and at present is a member of its ex- 
ecutive committee. He is a charter mem- 
ber of the Association of Electragists, 
being an original Forty-niner, and im- 
portant committee from 
time to time have resulted from his 
active effort in promoting the work of 
this body. He was a founder of the 
J & M Electric Company: 
Congratulations are in order on be- 
half of the splendid business that is 
reported to have been enjoyed by Mr. 
Johnson’s new company since its or- 
ganization. Consistent advertising is a 
definite aim of this company and news- 
paper space is regularly taken. A re- 
cent newspaper advertisement featured 
radio in addition to setting forth lamps, 
vacuum cleaners, flashlights, heating 
and cooking utensils, and lighting fix- 
tures- Service First was stressed as well 
as the word Electragist, of which Mr. 
Johnson is the original sponsor. 


assignments 


Electrical Activities in Canada 


Showing What is Being Done in Various Sections 
of the Dominion to Promote the Electragist’s Business 


Winnipeg Meetings 

Laurence W. Davis, manager of the 
newly created department of promotion 
and development of the Association of 
Electragists, in the course of a western 
rip, visited the city of Winnipeg, 
Manitdba, during the latter part of 
January and the first of February. 

On January 31 he met with a com- 
mittee of contractor-dealers for a ses- 
sion of two hours and during the re- 
mainder of that day and the following 
day he called personally on each of 
the contractors in their store. The 
former special representative said it 
was cold enough to freeze the ears off 
a brass monkey, and while he did not 
think he was classed as that kind of 
mammal he could not escape freezing 
one of his ears which during the rest 
of his stay in the city gave him con- 
siderable pain and annoyance. 

W. A. Straith, manager of the West- 
em Elevator & Motor Company, Ltd., 
has been elected president of the local 
contractors Association. He is keenly 
interested in the work of the Associa- 
tion of Electragists and advises that 
he will give it full support in his new 
capacity. 

On February 1 Mr. Davis held a meet- 
ing of the contractor-dealer interests of 
Winnipeg and gave them a talk on 





A. E. I. activities, explaining especially 
the workings of the new Manual of 
Estimating. As an indication of the 
great amount of interest these Canadian 
contractors have in the work of the 
International Association, Mr. Davis 
finished his talk at 9:45 in the evening 
and it was 11:30 before the meeting 
adjourned, the time intervening being 
devoted to open discussion. 

A number of new applications for 
membership in the Association of Elec- 
tragists resulted from Mr. Davis’ visit 
to Winnipeg and Mr. Davis believes 
all electrical interests in that city are 


solidly behind the work of the A. E. I. 


Progress in Calgary 

E. W. Beard, secretary of the Cal- 
gary Association of Electragists, re- 
ports that the work of that organiza- 
tion has steadily progressed since its 
formation last August. On February 
1 the annual meeting was held at which 
time an election of officers took place 
with the following result: G. M. Wil- 
kinson, president; J. Cassidy, vice 
president; G. H. Morten, treasurer; and 
FE. W. Beard, secretary. 

Regular meetings are held every two 
weeks at which luncheons are served 
and a twenty minute talk is given on a 
specific subject. The secretary states 





that splendid harmony prevails through- 
out the membership and all are well 
satisfied with the work done by the 
Association thus far. 


Montreal Interests Meet 


The midwinter session of the Elec- 
trical Contractor-Dealers Association 
was an all day meeting at the Windsor 
Hotel, Montreal, Quebec, on February 
21. Prominent speakers in attendance 
gave the meeting the benefit of their 
actual experience in the field in deal- 
ing with existing problems at the pres- 
ent time. 

Samuel G. Hibben, illumination en- 
gineer of the Westinghouse Company, 
spoke on “What is Illumination,” in 
which he clearly pointed out the need 
for good lighting in fulfilling  in- 
dividual requirements. 

C. D. Henderson, president, Hender- 
son Business Service, told in his ad- 
dress on “Two steps ahead of Bailiff” 
how switching the light on profits to 
determine when a profit exists and when 
not is the only right way to conduct 
a business. 

FE. J. L’Esperance presented “The 
Essentials of Salesmanship.” Frank 
E. Watts, editor of Electrical Record, 
in speaking on “The Greatest Need of 
the Electrical Industry” brought out in 
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a forceful manner the important part 
played by the electragist. Laurence W. 
Davis, director of promotion and de- 
velopment of the Association of Elec- 
tragists, was assigned the topic “What 
an Electrical Contractor Must Do to 
and as the former 
special representative gave a straight 
the talk on 
fundamentals and showed 
fundamentals can be worked out by 
every contractor-dealer willing to make 
the effort. 

From eight to eleven o’clock in the 


Succeed.” usual 


business 
such 


from shoulder 


how 


evening the meeting was given over to a 
smoking concert under the direction 
of Chairman R. L. Calder. The en- 
tertainment provided comprised selec- 
tions of a high grade nature including 
jazz music, French songs, a minstrel 
showing, recitations and comedy acts. 


Davis in Toronto 

An enthusiastic meeting of contrac- 
tor-dealers was held in Toronto on 
February 19. Laurence W. Davis of 
the Association of Electragists was the 
principal speaker and devoted most of 
his talk to a discussion of the new 
Manual of Estimating. He had worked 
out a special set of charts by which 
he easily explained the estimating of 
a given job to an audience unacquainted 
with the the Manual. Harry 
Hicks. chairman of the Toronto local 
Association, had made extensive prepa- 
ration for the meeting and much credit 


use of 


is due him for his splendid efforts. 


Service League Report 


British Columbia Organization Has Suc- 
cessful Second Year 


At the end of the second year of its 
existence the Electrical Service League 
of British Columbia can point to con- 
siderable progress in every department 
of its activity. 

The problem of existing cut-throat 
competition among electrical contrac- 
tors has been attacked by the League 
in several ways, according to the re- 
port. The secretary-manager devoted 
considerable time to the instruction of 
contractors in proper methods of cost 
accounting and in giving them a clear- 
er idea of overhead and turnover this 


The 


occasional issuing of bulletins on busi- 


problem was largely overcome. 


ness principles also helped to eliminate 
the trouble. 

A definite activity was to carry the 
message of better wiring to the build- 
ing contractors and to the public itself, 
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especially with regard to teaching the 
public the advantages of proper wir- 
ing. This work, it is announced, will 
be increased the coming year. Work 
with architects has been gratifying. 
Codperative advertising and exhibit- 
ing an electric home were other activi- 
ties that resulted in a vast amount of 
good to the members of the League. It 
is expected that during the coming year 
another similar home will be opened. 
The plans for the coming year pro- 
vide for a continuance of the work al- 
ready begun with an extension into 
several untouched fields. In the past, 
due to the exigencies of the case, the 
greater part of the work of the League 


has been among members of the in- 
dustry. While better wiring has been 


impressed upon electrical contractors, 
the has been carried to the 
public through the electrical home and 
through architects and builders. The 
work of the League during the coming 
vear will be directed even more to the 


message 


public as it is realized that it is neces- 
sary to educate the customer to higher 
standards of electrical work. 

In the same way, better lighting of 
stores, store windows and factories will 
he promoted among businesses which 
are in the market for such service. 

The slogan Electrify will be broad- 
casted to the public during the next 
vear in order to place the industry on 











Meet C. C. Carter, the Progressive Elec- 
tragist of Vancouver, Who Was Chosen to 
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a better basis in the minds of the pub. 
lic and in order to induce a more wide. 
spread adoption of the electrical idea jp 
the household, in business and in jp. 
dustry. 

The work of the League will also be 
to extend the general education of the 
public on matters electrical, through 
the medium of pamphlets, advertising, 
domestic science organizations and the 
like, so that the industry may have the 
goodwill of the public and so that sales 
of appliances and materials may jp. 
crease. 


Quebec Activities 


The year’s program of the Electrical 
Cooperative Association of Quebec, ac- 
cording to Louis Kon, secretary-man- 
ager, is an ambitious one and will wm. 
doubtedly be of business value to all 
concerned if carried out, but he says it 
is possible of realization only when a 
wholehearted codperation and financial 
support of all are assured. 

The work of this body that is being 
undertaken at present is the reorganiza- 
tion of its trade relations committee. It 
is felt that a check must be put on some 
of the methods which are wrong in prin. 
ciple, detrimental to the business, and 
are demoralizing the public. To use 
Mr. Kon’s words: “We are suffering 
for the sins of the immediate past and 
it is almost time we were to make an 
honest effort to revert to respectable 
principles and conduct of business.” 

During the week of February 19 a 
comprehensive and large exhibit of in- 
dustrial illumination was open to the 
public. Arrangements were made to 
obtain codperation of the board of 
trade, the manufacturers’ association, 
and others, including the power com 
pany. 

The exhibit which was put at the dis 
posal of the Association through the 
courtesy of the Canadian Westinghouse 
Company was one which has _ been 
shown in many large cities of the 
United States by the illumination bv- 
reau of the Westinghouse Company. 
Samuel Hibben, director of the bureau, 
was in attendance during the week, and 
local experts assisted him in carrying 
out the display. 

It is announced that this exhibit will 
be followed by a drive for better illu- 
mination industrially and commercial- 
ly in Montreal, since the conditions in 
that city in the matter of lighting 
should be materially improved, it is 
felt. There is an increasing demand 
for fixtures here and it is believed that 
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{ dealers approach the buyers in an 
organized manner they will realize a 
profitable business in such appliances. 

A full day’s session of all the con- 
yactor-dealers was held on February 
jist at which men of experience gave 
educational addresses on how to con- 
duct a successful electric contracting 
husiness, how to sell electrical merchan- 
jise at a profit, who is a jobber and 
yho not, how to sell more and better 
wiring, and what can be done through 
an organization and what can not with- 
out. 

Electrifying Canada 

Electrify—adopt that slogan for the 
year 1923. This should be a most in- 
teresting year in business, a year in 
yhich brains will count. All that will 
hold you or me back this year will be 
trying to use old methods for a new 
business condition, says Rey E. Chat- 
feld, manager of the Electrical Service 
league of British Columbia. 

“Cut throat competition,” “Bill fig- 
ures too low,” “How does Sam get by 
at the price he gives?” “You can not 
tell a thing about the wireman you em- 
ploy,” “If the wholesaler would do 
this,” “If the power company would 
do that”—and so on down through all 
the list of troubles. Why not list these 
troubles, each properly ticketed, as you 
would cut the tie pipe in the shop for 
a specific job into bundles and file 
away as worthless material from last 
year’s operations? 

Time spent in worrying over what the 
other fellow may think or may be do- 
ing is not using your head to further 
your business. If you are to succeed 
you must do so in spite of troubles of 
last year. The new year is opening up 
with real sound business in sight. Use 
his as a basis for expansion. Each 
firm is equipped to handle a certain 
lass or a certain portion of this busi- 
ness. Go after it—sell your services 
for the job. 

Price merchandise or service upon a 
basis of overhead figured on your pres- 
ent volume of business. Recognize the 
facts in your own business and operate 
xcordingly. 

Every branch of the industry should 
ptosper if every one makes a concerted 
fort to sell the electrical idea. First, 


ell yourself—your own business. Be- 
lieve in it—then do not overlook an op- 
portunity to sell it to the other fellow. 

The contractor-dealer can do much 
sell the electrical idea by using the 
advertising material issued by the elec- 
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trical manufacturers. Placing these 
pamphlets in a neat rack is not enough 
to make the best use of this material— 
see that every package that leaves your 
store has wrapped with it a pamphlet 
on lamps, on appliances, on the elec- 
tric range or some kindred subject. 
Electrify. Remember this slogan and 
never lose an opportunity to bring the 
electrical idea before the public. Have 
that word painted in script on your 
store windows—use it on your station- 
ery, your bill heads—use it in your sell- 
ing talks so that you have an oppor- 
tunity to explain the convenience and 
comfort of electrical appliances in the 
home. Emphasize more convenience 
outlets. Pound continually on the elec- 
trical idea. This effort may seem use- 
less at first but will produce results. 


Guelph Club Election 


On February 12 an election of officers 
of the Guelph Electragists Club took 
place with the following result; R. E. 
Christie, president; W. E. Lemon, sec- 
retary; W. W. Stuart, treasurer; and 
Frank Martin, Nelson Pfaff and George 
E. B. Grinyer, directors. 


Customers vs. Population 

The Society for Electrical Develop- 
ment will issue this month its fourth 
edition of “Customers vs. Population” 
containing the latest available figures 
showing the number of wired and un- 
wired homes in the various communities 
reporting. 

This latest edition is the most com- 
plete yet issued, and in addition to a 
revision of material which has appeared 
in previous issues, contains several new 
features of particular interest to all 
branches of the industry. As a guide 
to localities offering opportunities for 
electrical business, this study enjoys a 
well earned reputation. 


Effective Advertising 


Electragists in Salt Lake City, Utah, 
are realizing full benefit from the trade- 
marked word. They have banded to- 
gether in order to set forth their posi- 
tion in the most effective manner and 
are taking codperative advertising 
space in local newspapers. 

An advertisement is run évery other 
day and it is-planned to continue such 
a schedule for a year. The first ads 
to appear are three columns in width 
and from six to ten inches in depth. 
Prominent display use is made of the 
design issued by Headquarters setting 
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forth the fact that an Electragist’s serv- 
ice is an assurance of safety and satis- 
faction. Why not such local coédpera- 
tive advertising campaigns in every 
community ? 


' Convention Dates 
A catalog of convention dates for 


March, April and May is, as follows: 
March 


12-13-14—Oklahoma Utilities Association, 
Oklahoma City, Okla. (Fifth Annual Con 
vention). (To be held in conjunction with 
Southwestern Division of N. E. L. A.), O. 
D. Hall, Secretary, 1106 First National 
sank Bldg., Oklahoma City, Okla. 
_ 12-17—St. Louis Electrical Exposition, 
lhe Coliseum, St. Louis, Mo., (under aus 
pices St. Louis Electrical Board of Trade). 
General E. J. Spencer, Secy., 1298 Arcade 
Bldg., St. Louis, Mo. 

14-15—Association of Electragists, Inter- 
national (Executive Committee) New York, 
N. Y. Farquson Johnson, 15 W. 37th St., 
New York, N. Y. 

14-15-16—Southwestern Division N. E. L. 
A., Oklahoma City, Okla. (In conjunction 
with Oklahoma Utilities Association), S. J. 
3allinger, Secretary, San Antonio Pub. 
Service Co., San Antonio, Texas. 

16-17—Illinois State Electric Association, 
Chicago, Ill., R. V. Prather, Secretary, 305 
Mine Workers Bldg., Springfield, Il. 

19-24—The Home Beautiful Exposition, 
Scranton, Pa., H. A. Dickworth, Secretary, 
Corn Exchange Bldg., Scranton, Pa. 

22-23—Wisconsin Utilities Association, 
Milwaukee, Wisc., Headquarters, Hotel 
Pfister. J. N. Cadby, Secretary, 445 Wash 
ington Bldg., Madison, Wisc. 

24-31—Own Your Home Exposition, Chi 
cago, Ill., Manager, 11 West Jackson Blvd., 
Chicago, Ill. 





April 

2-7—Home Complete Exposition, Indian 
apolis, Ind., C. Van Ausdal, Secretary, In 
dianapolis Real Estate Board, Indianapolis, 
Ind. 

2-7—Complete Building Show, 
Nebr., C. A. Frank, Secretary, 
Omaha Auditorium, Omaha, Nebr. 

17-18-19-20—Tri-State Water & Light As- 
sociation, of the Carolinas and Georgia, Bir 
mingham, Ala. W. F. Stieglitz, Secretary- 
Treasurer, Columbia, S. C. 

21-28—Own Your Home Exposition, New 
York City. R. H. Sexton, 512 Fifth Ave- 
nue, New York City. 

April 21-May 5—Home Beautiful Exposi- 
tion, Boston, Mass., C. I. Campbell, Secre- 
tary, 5 Park Square, Boston, Mass. 

May 

(Arkansas Utilities Association, Fine Bluff, 
Ark., R. I. Brown, Secretary, Little Rock 
Ry. & Electric Co,, Little Rock. 

15-16-17—Southwestern Public Service 
Association, Fort Worth, Texas. (Formerly 
Southwestern Electrical & Gas Association ) 
E. N. Willis, Secretary, 403-4 Slaughter 
Bldg., Dallas, Texas. 

21-22—Electrical Supply Jobbers Asso- 
ciation (Executive Committee), The Home- 
stead, Hot Springs, Va., Franklin Over- 
bagh, Secretary, 411 South Clinton St., Chi- 
cago, Ill. 

23-25—Electrical Supply Jobbers Associa- 
tion (General Meeting), The Homestead, 
Hot Springs, Va., Franklin Overbagh, Sec- 
retary, 411 So. Clinton St., Chicago, IIl. 

May 28-June 2—Westinghouse Agent- 
Jobber’ Association, The Homestead, Hot 
Springs, Va. 
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Colorado’s Third Home 


Electric Dwelling at Greeley Opened For 
a Week in January 

Colorado’s third electric home was 
displayed at Greeley in January with 
a record breaking attendance of 5,027 
during the eight day period at a cost 
to the electrical interests of less than 
four hundred dollars. The individual 
cost per person inspecting the home was 
less than seven cents and the total at- 
tendance represented about 45 percent 
of the population. 

Immediately after the home was put 
on display beneficial results were felt 
by all of the electrical contractors and 
other firms coéperating in the display, 
according to L. R. Storey of the Home 
Gas and Electric Company, the central 
station which sponsored the exhibition. 
Of unusual interest, it is said, was the 
fact that the influence 
brought the furniture and house fur- 
nishing interests in Greeley together as 


cooperative 


never before. 

The home, a five room bungalow 
which was designed and built by A. 
M. Kindred for W. F. Jones, an em- 
ployve of the Greeley central station, 
was arranged with a view to its being 
exhibited as a model electrical home 
as a result of the electrical home which 
was displayed in Denver last summer. 

The system of lighting provided for 
plenty of brackets and 
outlets—flush type duplex—for the use 
of portable lamps. Twenty of these 
convenience outlets were located in the 
home along with three power outlets 
for the range, ventilating fan and elec- 
There were sixteen 


convenience 


tric refrigerator. 
switches, including two sets of 4-way 
and four sets of 3-way. On the front 
of the house two illuminated number 
outlets were located on each side of the 
porch, one for the number itself and 
the other for the avenue. 
Considerable advertising was done in 
the local newspapers and those of the 
nearby towns, according to Fred Nor- 
cross, manager of the Home Gas and 
Electric Company. He started the cam- 
paign about January Ist with quarter 
pages appearing daily and continuing 
until the close of the exhibition. Per- 
sonal invitations were sent by the cen- 
tral station to architects, builders, and 
all faculty members of the Colorado 
Teachers College which is located in 
Greeley, and to other prominent towns- 
people. Special invitations were ex- 
tended to the individual classes in the 
grade and high schools, to the Woman’s 
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Club, and to other local organizations. 
The contractors also mailed over five 
hundred invitations to their friends and 
customers. 

Attractive pamphlets were given to 
at the home. 
plained the purpose of the home and 
the possibilities of electrical application 
as demonstrated in the exhibition. No 
room or house plans were referred to 
in the literature. On the front of the 
house an illuminated sign listed the 
building firms other than the electrical 
interests who assisted in the building 
of the home. 


each visitor They ex- 


The cost of this advertising was 
slightly in excess of $200, of which 
$100 was paid by the five contractor- 
dealers, and the balance by the central 
station. The latter also stood the ex- 
pense for changes and additions in wir- 
ing and other incidentals connected 
with the display of the home. 

The electrical equipment displayed in 
the home was chosen by drawings be- 
tween the Greeley electrical interests. 
Those appliances not handled locally 
were secured for the display through 
the codperation of the various jobbing 
houses in Denver. The Electrical Co- 
operative League of that city also assist- 
ed by outlining the plans of the ex- 
hibition and by maintaining close con- 
tact with the project from the time it 
started. A representation of League 
members visited the home on several 
occasions. 

During the exhibition the home was 
open daily from 2 to 5 and 7:30 to 
10 p. m., except during Sunday night. 
A careful check was made of attend- 
ance and the record for each succeed- 
ing day follows: 


See rere es 371 
aviv dde sien canmareics 331 
SD, PRE E EC Wivnn ede cicwens 494 
Mr A savics ena wath eers 194 
ee PRP pera rere? 563 
FEY ins Kekess cake an 1015 
Oe EL RR re et 1195 
OO err re 864 
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The five electrical firms workin 
with the central station on the exhib 
tion each had one man present, both 
afternoon and evening, the central gt. 
tion usually providing the balance of 
three to five, as required to handle th 
crowds. Each attendant gave a shor 
comprehensive talk on the features tp 
be noticed in each room. A salesman 
of one of the Denver electrical jobbers 
was stationed at the home throughoy 
the display as the attendant of the dip. 
ing room into which all visitors firg 
passed. He also conducted some of 
the high school and college classe 
through the home on those mornings 
when special showings were arranged, 

A report from the Electrical (Cp. 
Sperative League in Denver indicates 
that the Greeley electric home was q 
complete success from every angle and 
that it has aroused additional interes 
in northern Colorado for more ele. 
trical homes. 


Power Club to Meet 


The next annual meeting of the Elec. 
tric Power Club will be held on June 
llth to 14th, inclusive, at the Home. 
stead, Hot Springs, Virginia, where this 
Association was organized in 1908, 

It is expected that a considerable 
amount of important standardization of 
electric power apparatus will be effect. 
ed at this meeting, because the new 
edition of the Electric Power Club 
Handbook will be published soon there 
after, and all the different sections of 
the Club are working to accomplish 
as much as possible this spring in or 
der to get their work into the new 


handbook. 


Minneapolis Building Show 
The third annual building show of 
the Minneapolis Builders Exchange 
will be held in the Kenwood Armory 
and Colosseum, Minneapolis, March 
19 to 24 inclusive. 
It is the confident feeling on the 





This Electric Home at Greeley is Reported to be the Third One to be Exhibited to the 
A Record Crowd Was in Attendance 


Public in Colorado. 
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part of the management that this show 
will prove as beneficial to the exhibi- 
tors as the two previous. It is said 
that old exhibitors without solictation 
have asked for their original space and 
in many cases double the size. 

Celebrates Anniversary 

Its twenty-fifth was 
celebrated on February 1 by the elec- 
tragist, McCarthy Brothers & Ford of 
Buffalo. The official announcement has 
it that the product, organization and 
physical equipment of Electrical Head- 
quarters, as the company is known lo- 
cally, have been enlisted in the service 
of home and industry for a quarter 
century. 

To Buffalo and its many adjacent 
communities is extended sincere ap- 
preciation for the patronage and co- 
jperation which have made possible 
the steady growth of the organization 
through the twenty-five years that it 
has been in existence. 


anniversary 


Issues Stock to Employes 


General Electric Forms Corporation to 
Promote Thrift Idea 





Securities of a number of important 
public utilities companies are made 
part of an interesting new savings plan 
for General Electric Company employes 
through the formation of the G. E. Em- 
ployes Securities Corporation, details 
of which have just been announced by 
President Gerard Swope. 

A particularly interesting feature is 
that employes will themselves have a 
voice in the Securities Corporation by 
virtue of electing seven bond directors. 
The G. E. Company chooses eight di- 
rectors representing the stock of the 
corporation. 

Outlining the plan, President Swope, 
ina formal announcement, says in part: 


In the past three years many thousands 
% our employes have in addition to the 
purchase of about 50,000 shares of the com- 
ys capital stock subscribed for over 
5,000,000 of Employes 7 percent Invest- 
ment Bonds. This gratifying result has led 
the board of directors to adopt a broader 
jlan, enabling employes to continue and ex- 
tend the habits of saving thus formed. 
With the thought in mind that the em- 
Dloyes might wish to become interested not 
only in the General Electric but also in the 
tiirities of the public utilities which the 
ral Electric serves, a new company, 
the G. E. Employes Securities Corporation, 
been formed to invest its funds in the 
stock of the General Electric Company and 
Mthe securities of public utility companies. 
the General Electric Company will sub- 
‘tibe for the entire issues of bonds and 
stock. The stock will be retained by the 
*neral Electric Company but the bonds 
will be sold to employes. 
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The bonds will be registered and is- 
sued in multiples of $10. Payments 
may be made by deductions from wages 
in one year. The maximum amount for 
which any employe may subscribe is 
An 
is that the General Electric Company 
agrees with the original holder of bonds 
that so long as he remains in the service 
of the company, it will pay at the same 
time the interest is paid, an additional 
2 percent per annum, making a total 
of 8 percent per annum in the value 
thereof. The company has issued de- 
tailed regulations govering the holding 
of these securities. 

The funds of the new corporation it 
is announced are invested in approxi- 
mately 25 percent of G. E. Company 
common stock and 75 percent in securi- 
ties of public utility companies. In ad- 
dition to the G. E. Company common 
stock, the Employes Securities Corpora- 
tion owns varying amounts of securities 
of central station customers of the Gen- 
eral Electric Company. 

“As in all previous opportunities of 
this kind,” Mr. Swope’s statement says 
in conclusion, “there is no obligation to 
subscribe for these bonds. The sole 
purpose of the company is to provide a 
convenient means for employes to save 
money at very favorable rates of return, 
and it is a great pleasure to the direc- 
tors and officers to extend this opportu- 
nity.” 


$500 per year. attractive feature 


New College Head 

The recent election of Dr. Thomas 
Stockham Baker to the presidency of 
Carnegie Institute of Technology at 
Pittsburgh calls to mind the remarkable 
growth of this college since its estab- 
lishment twenty years ago. Founded 
in 1903 by Andrew Carnegie as an in- 
dustrial school for young men of small 
means it has since become one of the 
largest technological institutions in the 
world, rated at the highest standard. 





Safety Congress in Buffalo 

The National Safety Council has ac- 
cepted the invitation of the Buffalo 
Chamber of Commerce to hold the 1923 
National Safety Congress at Buffalo, 
October 1 to 5, according to announce- 
ment by W. H. Cameron, managing 
director, for the executive committee of 
the Council. 

The scene of this twelfth annual safe- 
ty convention, which yearly attracts 
thousands of public and industrial pro- 
ponents from all parts of the United 
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States and Canada, will be the new Buf- 
falo Statler hotel 
April. 


importance of 


which will be com- 


Because of the in- 
the national 
problem of accident prevention—par- 
ticularly in respect to public accidents 


pleted in 


creasing 


—this year’s congress is expected to be 
the best attended in the history of or- 
ganized safety. Over 3,000 delegates 
gathered at the 1922 safety convention 
at Detroit last August. . 


N. E. L. A. Meets in Denver 


Commercial Section and Wiring Commit 
tee Hold Two Day Session 


The possibilities of the electric range. 
the development of the residence and 
store lighting load, discussion of new 
types of drive and control which will 
increase production and lower operat- 
ing costs, furtherance of the use of elec- 
tric cars and trucks in the cities, im- 
proved and more efficient methods of 
wiring, central station merchandise sell- 
ing methods, and a continual round of 
entertainmet and good time, reflects the 
high lights of the recent commercial 
section and wiring committee meetings 
of the National Electric Light Associa- 
tion which were held in Denver, Janu- 
ary 24 to 26. 

With a registration of over 65 from 
points outside of Colorado, the attend- 
ance, according to Oliver R. Hogue, 
commercial national section chairman, 
was far above expectations which to- 
gether with the interest manifested by 
western electrical men and _ especiaily 
the central station operators of the 
Rocky Mountain region fully justified 
holding the meeting in the west and the 
success which was encountered guaran- 
tees beyond a reasonable doubt the fact 
that other important national sections 
and committees will hereafter meet in 
the west. 

All business meetings with the ex- 
ception of that of the wiring commit- 
tee were held in the offices of the Den- 
ver Gas and Electric Light Company 
and according to reports it was prin- 
cipally due to that company and the 
other electrical interests in Denver for 
the smooth running arrangements and 
the social features provided. 

Unusual interest was manifested in 
the merchandise sales bureau meeting 
presided over by F. D. Pembleton of the 
Public Service Company, Newark, N. J. 
Over 100 were present at this session. 
Two subjects stood out over all others 
—the electric range as a favorable 
power factor and revenue producer, and 
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salesmen, their methods, compensation, 
and education. 

Nearly the entire time of the first ses- 
sion of the bureau was given over to 
Discussion brought 
out the fact that many eastern central 
the smaller 
have thus far developed little interest 


the range bureau. 


stations especially ones 
At the same time however. 
Pacific 
coast members representing the prin- 


in the range. 
a number of the western and 
cipal central stations west of the Rockies 
were able to present the complete ana- 
lysis of the problem in the light of their 
experience during the past ten years. 
Although as was stated by several of 
them, the range business has been pur- 


posely conservatively developed. It ap- 
peared from the discussion that eastern 
conditions had been developed even 


Officials of the 


largest companies producing standard 


more conservatively. 


ranges were present and took an active 
part in the debate, especially George 
Hughes, president of the Edison Elec- 
tric Appliance Company, and M. C. 
Morrow of the Westinghouse Company. 

C. O. Dunten, Central Illinois Public 
chairman of the 
range committee, in his report which 
was accepted for presentation at the na- 


Service Company, 


tional convention in June recommended 
the preparation of comprehensive data 
for supply to all members and the is- 
suance of at least four consumer book- 
lets by the Society for Electrical De- 
velopment working with the N. E. L. A. 
and manufacturers committee. 

Frequently there were heard refer- 
ences to the high cost of the more desir- 
able ranges and it remained for R. W. 
Clark of the Puget Sound Light and 
Power Company, a central station man, 
to defend the manufacturers explaining 
as his personal belief that the trouble 
would be found to lie in the hands of 
the central stations because they do not 
produce sales in sufficient volume to 
bring the price down through greater 
production. It was later brought out 
that electric ranges sell for 2.8 times as 
much as standard gas ranges, the differ- 
ence in price having something to do 
with the popularity of the cooking me- 
dium. 

R. S. Hale of the Edison Electric II- 
luminating Company of Boston presid- 
ed at the standardizing and testing di- 
vision, electrically equipped furniture, 
and national wiring committee meetings. 
At the latter which resulted in a whole 
day session at the Brown Palace hotel, 
about ten members of the national com- 


mittee were present. Among the prin- 
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cipal subjects discussed were the 660 
watt rule and the thoroughly grounded 
neutral. 

All of the visitors attended the week- 
ly luncheon meeting of the Denver Elec- 
trical Codperative League on the first 
day of the convention as guests of the 
Denver Gas and Electric Light Com- 
pany, which company was also the host 
for the other entertainment—a theatre 
party, a banquet attended by nearly 200 
electrical men, a motor tour of the Den- 
ver mountain parks followed by a trout 
dinner and dance at the motor club in 
Bear Creek Canon. 

The day following the conclusion of 
the meetings about 45 of the visitors 
made a tour of the Colorado Springs 
region. They were guests of George 
Hughes and J. F. Roche of the Edison 
Electric Appliance Company at lunch- 
eon and in the evening O. F. Lackey and 
J. Frank Dostal, officials of the Colorado 
Springs Light, Heat and Power Com- 
pany were hosts at a dinner at the 
Broadmoor hotel. 

V. L. Board, Harry Hughes, and F. F. 
McCammon of the Denver Gas and Elec- 
tric Light Company and George E. 
Lewis, executive manager of the Rocky 
Mountain Committee on Public Utility 
Information, and S. W. Bishop, man- 
ager of the Electrical Codperative 
League in Denver made up the commit- 
tee which arranged the meetings and 
entertainment. 











E. C. Headrick of Denver Represents the 

Mountain Division on the Executive Com- 

mittee of the Association of Electragists 

and Will Attend the Meeting This Month 
for the First Time 
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Division N. E. L. A. Meeting 


About one hundred fifty represents. 
tives of the Electrical Supply Jobber, 
Association, Atlantic Division. gathered 
at the Hotel Pennsylvania, New Yori 
City, on February 14 to observe a regy. 
lar meeting of that body. 

Kenneth P. Gregg of the National 
Radio Chamber of Commerce told hoy 
jobbers can cedperate in marketing 
radio to the advantage of all in the 
electrical industry. J. W. C. Price 
gave a talk on “Can the Electrical Sup. 
ply Jobber Possibly Sell Residence 
Lighting Fixtures?” Dana Pierce of 
the Underwriters Laboratories spoke on 
the value of Underwriters’ Inspections 
and the Code. 

An executive session of all divisions 
was held on the following day, Feb. 
ruary 15, at Atlantic City, where q 
number of important national projects 
came up for discussion and action. 


Residence Lighting Book 

The first monograph of the very ex. 
tensive publication program for 1923 
upon which The Society for Electrical 
Development is engaged in codperation 
with the Joint Committee for Business 
Development will be off the press about 
the middle of this month. 

This monograph entitled “Business 
Residence Lighting Business” gives 
plans for a complete residence lighting 
campaign including suggestions for 
form letters and advertising, lists of 
demonstration equipment, lectures, a 
bibliography of lighting booklets, etc. 
A consumer booklet and material for 
newspaper articles on residence light- 
ing will be included with the mono- 
graph. 


News Notes Concerning Elee- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 
and New Establishments Opened 


House-Sherman, Incorporated, has 
established headquarters at Rockland, 
Maine. Incorporated capital, $10,000. 
Incorporators: Frank S. Sherman, 
president, and others. 


Frank B. Cook Company will con- 
duct an electrical appliance business 
at 5485 Woodlawn Avenue, Chicago, 
Illinois. Incorporated capital, $10,000. 
Incorporators: D. G. Ramsay, and 
others. 


Murray Electric Company is locat: 
ing at 939 Minnesota Avenue, Kansas 
City, Missouri. 
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Industrial Electric Company of which 
fF. Shrader and E. McLaughlin are pro- 
prietors, has moved to 1215 Santa Fe 
Avenue, Los Angeles, California. For- 
merly at 314 East Third Street, Los 
Angeles, California. 


Heike Electric Company will feature 
a complete line of electrical supplies 
at new store, 2705 Cherokee Street, 
St. Louis, Missouri. Incorporated 
capital. $10,000. Incorporators: E. F. 
Brabuck, and others. 


Smith & Jensen have opened an elec- 
trical supply store at Ida Grove, Iowa. 


The Robb Soderstrom Electrical Com- 
pany. an old established electrical sup- 
ply business, has established headquar- 
ters at Moline, Illinois. 

Arthur Jessen will erect a building 
at Imboden, Arkansas, and will occupy 
A full line of 


electrical supplies will be carried. 


as soon as completed. 


Frank Wolke Electric Company is 
conducting an electrical supply busi- 
ness at 3608 North Fourteenth Street, 
St. Louis, Missouri. Incorporated 
capital, $10,000. Incorporators: Frank 
Wolke. and others. 


W. S. Bicksley Electric Company will 


locate at Wadsworth, Ohio. Incor- 
porated capital, $25,000. 
American Home _ Outfitters will 


feature an extensive line of electrical 
appliances at 3916 Lincoln Avenue, 
Chicago, Illinois. Incorporated capi- 
tal, $50,000. Incorporators: A. L. Hal- 
perin, 4048 Sheridan Road, and others. 


Malco Electric Company of which 
M. C. Lappin is proprietor, is located 
at 746 Huron Road, Cleveland, Ohio. 
Formerly at 332 Champlain Avenue, 


Cleveland, Ohio. 


E. O. Dorset Electric Company, an 
old established concern, is open for 
business at 1405 Olive Street. St. Louis, 
Missouri. 


Electric Service Company will open 
an electrical appliance store at Union 
City, Tennessee. 

Mid-West Electric Supply Company 
is reported to have opened a new store 
at 1306 Broadway, Detroit, Michigan. 


Standard Electrical Supply has es- 
tablished headquarters at 2208 Broad- 
way, Oakland, California. 


H. H. Herbert, successor to Fendt 
& Horbert, is conducting an electrical 
supply business at Michigan .City, In- 
diana. 
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Electric Sales Corporation will con- 
duct an electrical appliance business 
at 112 West Adams Street, Chicago, 
Illinois. Incorporators: P. Lee, 39 
South La Salle Street, Chicago, and 
others. 


Kaplan Electrical Supply Company 
will feature an extensive line of elec- 
trical supplies and fixtures at 3141 
Roosevelt Road, Chicago, Illinois. In- 
corporated capital, $20,000. Incorpora- 
tors: L. Goldstein, and others. 

Reliable Electric Company has es- 
tablished headquarters at 3844 West 
25th Street, Cleveland, Ohio. 
porated capital, $10,000. 


Incor- 


Apex Stores Incorporated is con- 
ducting an electrical appliance and 
contracting business at 230 North Jef- 
ferson Street, Chicago, Illinois. 


The Kibby & Ashley Electrical Com- 
pany is reported to have opened an 
electrical supply store at Whittier, 
California. 

The Drake Electric Company, South 
Pruet Street, Paragould, Arkansas, will 
move to West Main Street. 


Uptown Electric Company has es- 
tablished headquarters at 3955 Broad- 
way, Chicago, Illinois. Incorporated 
capital, $10,000.  Incorporators: J. 
Olken, and others. 


Standard Electric Company will con- 
duct an electrical supply business at 
Rocky Mount, North Carolina. In- 
corporators: H. H. Horton, and others. 


Denton & Craig Company has opened 
an electrical supply and radio business 
at 3908 Tenth Street, N. W., Washing- 
ton, D. C. 


Patterson Supply Company, Incor- 
porated, is locating at Petersburg, Vir- 
ginia. A complete line of electrical 
supplies and household goods will be 
carried. Incorporated capital, $100,000. 
Incorporators: J. R. Patterson, presi- 
dent, and others. 


Illinois Apex Company will open an 
electrical appliance store at 3310 Law- 
rence Avenue, Chicago, Illinois. 


K. O. D. Sales Company is reported 
to have opened a new electrical supply 
store at Rochester, New York. 


Peoples Electric Company has opened 
an electrical supply store at 15 High- 
land Avenue, Detroit, Michigan. 


Oman Machine Works will feature an 
extensive line of radio supplies at Will- 
mar, Minnesota. Estimated worth of 


concern, $10,000. 





died 


v0 


Glasco Electric Company has estab- 
lished headquarters at 1919 North 13th 
Street, St. Louis, Missouri, where an 
electrical supply business will be con- 
ducted. Incorporated capital, $100,000. 


Langstadt Electric Company will lo- 
cate at Appleton, Wisconsin. An ex- 
tensive line of electrical fixtures will 
be handled. Incorporated capital, 
$100,000. 

Reed Electrical Company of which J. 
E. Reed is proprietor, will locate at 715 
Capitol Avenue, Houston, Texas. For- 
merly at 4214 Centre Street, Houston, 
Texas. 

lowa Southern Utility Company, suc- 
cessor to Lorimer Light & Power Com- 
pany, will feature a complete line of 
electrical and radio supplies at Lorimer, 
worth of concern, 


Iowa. Estimated 


$21,000. 


The Colorado Springs Radio Com- 
pany, Inc., is conducting an extensive 
radio supply business at Colorado 
Springs, Colorado. Incorporated capi- 
tal, $25,000. Incorporators: S. L. May- 
nard, and others. 


Robinson & Seaman have opened a 
new electrical supply store at Delano, 
California. 

Jasper Electric Company will conduct 
an electrical supply business at Jasper, 
Texas. 

Carroll-Erwin Company, Inc., 707 
Twelfth Street, N. W., Washington, D. 
C., has opened a branch store at 3217 
Fourteenth Street, N. W., where a full 
line of electrical appliances will be 
carried. 

Household Utilities Company is con- 
ducting an electrical appliance busi- 
ness at the Commerce Building, Kansas 
City, Missouri. Incorporated capital, 


$10,000. Incorporators: Attorney B. 
Morrand, Commerce Building, and 
others. 


Odell-Ferry Corporation has estab- 
lished headquarters at 172 North Frank- 
lin Street, Chicago, Illinois, where an 
electrical supply business will be con- 
ducted. Incorporated capital, $25,000. 
Incorporators: John Ritchie, 172 North 
Franklin Street, and others. 


H. A. Davis has opened a new elec- 
trical supply store at Ashland, Wis. 


Electrical Supply Store of which F. 
B. Thompson is proprietor, will locate 
at the Koester Building, Cloverdale, 
California. 
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*>~MANUFACTURING: 


1 A Department Devoted to the Latest Devices Used by the Electrical 


Contractor and Dealer 

















New Fractional H. P. Motor 


A new line of fractional horse-power 
motors of the split phase type has re- 
cently been developed by the Robbins 
& Myers Company, Springfield, Ohio. 
These motors are suitable for washing 
machines, ironing machines and other 
household, office and similar appliances 
fractional 


with 


which are equipped 
horsepower motors. 





Changes have been made in both the 
design of 
the 
weights materially below those of the 


electrical and mechanical 


these motors, which have reduced 
previous motors of the same ratings. At 
the same time the starting and maximum 
torques have been increased. Low tem- 
perature rise and quiet operation have 
also been obtained, features which are 
especially desirable in household and 
ofhice devices. 

At present these motors are in pro- 
duction in the 1-6 and 1-4 horsepower 
sizes, for 60 cycle, 110 volt circuits. A 
companion line of direct current mo- 
tors in these sizes is also in production. 
One-tenth and one-eighth horsepower 
sizes, both A. C. and D. C. have been 
developed and will be in production in 
the near future. 


Push Button Switches 


A new line of high grade push but- 
ton switches is now being introduced to 
the trade by the Hart & Hegeman Man- 
ufacturing Company, Hartford, Conn. 

A distinctive as well as artistic fea- 
ture of these switches is a star set in 
the face of the “current on” button. 
Gold Star switches are marked with a 
14-carat gold star. Silver Star switches 
have an “undark” star which makes the 


“on” 


button visible 


night or 


day. 


These inserts are made by a special pat- 


after the buttons have 


As no heat is used dur- 


ented 
been molded. 
ing this process the brilliancy of the 


process 





star is not affected. This is a particu- 
lar advantage in connection with the 
“undark” luminous button, because the 
high heat of molding would affect its 
luminosity. 

Another 


great improvement over 
standard switch construction is the 
solid close fitting molded insulation 


dust cap, which is heavy enough to pre- 
vent mechanical injury to the switch 


mechanism during building operations. 


Fan for Home Use 
A ten inch electric fan, finished in 
an attractive ivory tinted enamel with 
nickel plated trimmings, that will har- 





monize with the furnishings of almost 
any room, has recently been placed on 
the market by the Westinghouse Electric 


& Manufacturing Company. Its pleas- 






ing appearance and low operating cost 
make it ideal for household use. 

The fan is made in the oscillating 
style and is equipped with a three 
speed control which allows a wide 
variation of breeze. It is fitted with 
eight feet of flexible cord and a sepa. 
rable attachment plug for lamp or wall 
socket connections. The entire oiling 
system is automatic and is so arranged 
that oil or grease can not drip on the 
furniture. The enamled finish makes jt 
possible to wash the blades with or. 
dinary soap and water. 


Time Saving Tape 

2-Plex tape is a combination rubber 
and friction tape and is said to be the 
only thing of its kind on the market. 
It is said to eliminate the use of rub- 
ber and friction tapes now commonly 
used where the Code and good practice 
make necessary this class of insulation. 

One side of 2-Plex tape is a high 
grade rubber compound (red in color) 
and the reverse side is fabric (friction 
tape) of fine quality, impregnated with 
the best adhesive and insulating mix- 
tures. The friction side of the tape is 
black. 

A feature claimed by the manufac- 
turer in the use of this tape over other 
kinds is the big reduction of time con- 
sumed in its application. 2-Plex has 
the approval of the Underwriters. Made 
by H. I. Diamond Holfast Sales Com- 
pany, New York City. 


New Safety Switchboard 
The Mutual Electric & Machine Com- 


pany, Detroit, is manufacturing a Safety 


Type Switchboard in which no live 


metal parts are on the face of the board. 
The cut illustrates the front general de- 
sign and appearance of | this 
board. 


switch- 


The switches on the rear are each 
mounted on a unit base. They are dou- 
ble break, and the fuses form a part 
of the switch so that on the opening of 
the switch the fuses switch are 


dead. 


and 
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Switches for use on these switch- 
hoards are now being manufactured in 
all capacities up to and including 2000 
amperes. They are of extra heavy con- 
struction; no parts are made of less 
than 100 ampere copper capacity. The 
short actuating arms on the front of the 
board tend for quick, positive operation. 
The handles on the front of the board 
are furnished with heavy extensions and 
are so arranged that the switches may be 
locked in the “on” or “off” position if 
required. 

These switchboards are rapidly super- 
seding the live face type of board and 
their construction enables the contrac- 
tor to install them at a minimum cost. 

The switchboards are shipped as 
complete units, with all switches and 
busbars completely assembled and ad- 
justed at the factory. Only short cop- 
per straps, which are regularly fur- 
nished, are necessary to the connecting 
of the panels together. 


New Snap Switch 


A new motor operated snap switch 
that can be used on either alternating 
or direct current, consumes little power, 
and is applicable wherever the automatic 
operation of electrical devices is desired, 
has recently been perfected by the 
Westinghouse Electric & Manufacturing 
Company. 

With mechanisms such as thermostats, 
pressure gauges, time clocks, and floats, 
the switch can be used to regulate elec- 
tric heaters for heating water, oil or 
other liquids; to control the operation 
of domestic or commercial refrigerators; 
lo regulate the temperature in electric 








ovens of all kinds to control electric 
signs, street lamps and windows lights; 
to regulate the height of liquids in tanks 
and for many other purposes. In a 
factory this switch is especially useful 
when applied to electrical devices that 
should be started before the working 
day, such as forges and pre-heat furn- 
aces, solder, die casting, glue, and wax 
pots. 


The motor operated switch consists 
of a heavy snap switch with a motor 
geared to the switch shaft. When the 
switch motor circuit is closed by the 
thermostat, the motor throws the snap 
switch into the position opposite that 
shown, putting the heater on the line 
and at the same time opening the cir- 
cuit of the switch motor. The next 
operation of the snap switch again opens 
the heater circuit motor circuit. The 
motor is on the circuit but a very short 
time at each operation and draws only 
four-tenths of an ampere at either 110 
or 2200 volts. 
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Red Spot Hangers 


An accessory line of Red Spot hang- 
ers and brackets for commercial light- 
ing is announced by The F. W. Wake- 
field Brass 


Company of Vermilion, 


# are 

Ohio. These units supplement the regu- 
lar Red Spot line and are intended for 
lighting of hallways, rest rooms, closets, 
etc. They include a ceiling type fix- 
ture, one of the suspension type, and 
two wall brackets, one upright and one 
pendant, all of the same standard con- 
struction as regular Red Spot hangers. 


Condensed Notes of Interest 
to the Trade 


A folder entitled “Handy 
ments for Everyday Use,” 
formation for instrument users about 
its line of portable ammeters and volt- 
meters, has recently been issued by the 
Westinghouse Electric & Manufacur- 
ing Company. 


Instru- 
giving in- 


Wallace P. Hurley, who for the past 
twelve years has been a member of the 
sales organization of the Westinghouse 
Electric & Manufacturing Company, 
died recently of sleeping sickness at 


New Hope, Pa. 


James L. Mahon, who for seven years 
has held the position of advertising 
manager of The P. A. Geier Company 
of Cleveland, was appointed merchan- 
dising manager of that company on 
January first. Prior to his connection 
with the Geier Company, Mr. Mahon 
was with the Buckeye Lamp Division, 











58 


a branch of the National Lamp Works 
of General Electric Company, and was 
also for some months an officer of the 
Com- 


Carpenter-Kingston Advertising 


pany of Cleveland. 

Because more space is required for 
manufacturing purposes, The P. A. 
Geier Company of Cleveland has moved 
offices, and 
service department from the St. Clair 
Avenue plant to its plant at 540 East 
105th Street. 


its executive sales offices, 


The veteran employes of the West- 
Electric & Manufacturing 
held their annual 
memorial service in commemoration of 


inghouse 
Company recently 
the members of their association who 
have died. 


In line with its policy of advancing 
men who have made good in their pre- 
vious capacities the Western Electric 
Company announces the following pro- 
motions: F. A. Ketcham as general 
manager of the supply department; G. 
E. Cullinan as general sales manager: 
L. M. Dunn as general merchandise 
manager, W. J. Drury taking his place: 
T. E. Burger as sales manager at Bos- 
ton: W. P. Hoagland as central dis- 
trict manager in the midwest; J. H. 
Gleason as Chicago sales manager; H. 
L. Grant as Erie district manager; and 
\. M. Collins continues as manager of 


the Cleveland house. 


W. G. Watson, managing director of 
W. G. Watson & Co., Ltd., electrical en- 
gineers and merchants, Sydney, Austra- 
lia, is visiting America on business, ar- 
riving by the “Niagara” at Vancouver 
on March 24th. Letters should be ad- 
dressed to him care of Hotpoint Divi- 
sion of the Edison Electric Appliance 
Company, Inc., Los Angeles, California, 
upon his arrival, or to G. J. Mitchell 
3240 West Lake Street, 
Chicago, later. 

The P. A. 


land, this year held a thirty day series 


Corporation, 


Geier Company, Cleve- 


of group conferences with its factory 
representatives instead of the usual an- 
nual convention of salesmen. The plan 
grew out of successful experiments with 
this form of contact, 
and has been found to be productive of 


more intimate 
better results than the large meetings 
were, 

In an endeavor to overcome the con- 
dition of manufacturers getting orders 
from their salesmen or direct from 
merchants that are incomplete the Na- 
tional X-Ray Reflector Company of Chi- 
cago has written a “Tragedy in One 


NATIONAL ELECTRAGIST 


Act” play which is being distributed 
to its salesmen. This play graphically 
portrays the dangers of the practice 
and how it can be overcome. 


Lighting data bulletins issued by the 
Edison Lamp Works of Harrison, N. J., 
set forth office lighting, safety lighting, 
the theory and characteristics of Mazda 
lamp construction, and the manufacture 
of the Edison Mazda lamp. 


It was announced that H. O. Klug 
had taken over the middle west ter- 
ritory for the Betts & Betts Corpora- 
tion of New York City but on account 
of illness Mr. Klug was forced to re- 
sign and is succeeded by William J. 
Gannon. 

The Manhattan Electrical Supply 
Company, Inc., of New York City, an- 
nounces the prize winners of its three 
contests conducted simultaneously in 
behalf of the public, dealers, and job- 
bers salesmen, respectively as follows: 
Louis Peine, Houston, Texas; Louis D. 
Rubin Electrical Company, Charles- 
ton, S. C.; and W. J. Teefey, Richards 
& Conover Hardware Company, Kan- 
sas City, Missouri. 

The F. W. Wakefield Brass Company, 
Vermilion, Ohio, announces the ap- 
pointment of F. I. Wilson to its sales 
organization. Mr. Wilson been 
connected with the Erner Electric Com- 
pany, Cleveland jobbers, for the past 
three years. 


has 


To Minimize Accidents 


Ten Don'ts in using electrical equip- 
ment are submitted by Israel Lovett, 
city electrician of Omaha, Nebraska, as 
follows: 


Don’t fail to insist that your electrical 
contractor secures permit and inspection 
for any new electrical wiring. You help 
to pay the salaries of the inspectors; why 
not have something to show for your 
money ? 

Don’t use pennies for fuses. There used 
to be a practice of hanging a monkey 
wrench on the safety valve. This has be 
come unfashionable. 

Don’t use or handle electrical appliances 
such as vibrators, heaters, etc., while sit- 
ting or standing in the bathtub. 

Don’t leave the electric flatiron con- 
nected to the circuit and go to use the 
telephone, visit with the neighbors or to 
call at the grocery. It costs $100 for the 
fire department to make a run even for 
a smoking ironing board. 

Don’t use paper. shades or other inflam- 
mable materials or decorations about elec 
tric lamps. 

Don’t use lamp cord wiring in y 
homes. It is unsightly and unsafe. The 
underwriters’ committee which recently 
made a survey of Omaha stated that 4o 
percent of the socalled electric fires origi- 
nated from defective cords. 


your 
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Don’t permit the socalled handv man nor 
the incompetent workman to do your wir- 
ing. There are some fifty licensed elec- 
trical contractors in the city of Omaha, 
with the best lot of competent wiremen 
that has operated in these parts during the 
past twenty years. 

Don’t forget that there are 365 days in 
every year in which to see that your elec- 
tric wiring is in first class shape. Fire 
prevention week is past, but there are fifty- 
one other weeks yearly when the same pre- 
cautions can safely be taken. 

Don’t forget at any time that good, com- 
petent workmanship and first class mate- 
rials used in the installation of electric 
wiring make the best and safest job of 
work. 

Don’t overlook the fact that the electrical 
department is anxious to furnish service 
and will be glad to offer suggestions for 
your wiring job. Some of them may prove 
useful. 


Consider Meter Methods 


Industrial meters and metering meth- 
ods was the subject of the February 
21 meeting of the Pittsburgh Section of 
the American Institute of Electrical 
Engineers. The meeting was attended 
by the leading industrial electrical en- 
gineers in the district. Good addresses 
were given and considerable discussion 
resulted to the profit of all. 


Utilities Must Give Service 


Declaring that the utility industry has 
been going through a trying period, 
when it has been subject to attack from 
many quarters, C. H. B. Chapin, secre- 
tary of the Empire State Gas and Elee- 
tric Association, insists that if the com- 
panies permit themselves to become em- 
bittered thereby they will make a fatal 
mistake. 

“Public confidence, to be gained and 
retained, must be merited,” says Mr. 
Chapin. “The which the 
public.is required to pay- must be the 
best it is possible to furnish. The in- 
dustry cannot afford to condone poor 
under any circumstances. It 
cannot afford to try to get by with any- 
thing but the best or to wait until forced 
to action by public authority.” 


service for 


service 


Cost of Electric Light 


In 1921, $500,000,00 was spent by 
the public of the United States for elec- 
tric light. If the same amount of illu- 
mination had been given through use 
of the old style carbon filament lamps 
it would have cost the public $2,000, 
000,000. In 1907 a 40 watt tungsten 
lamp cost $1.50. Now ‘it costs 39 
cents, and engineers estimate that it 
vields eleven times as much light as 
the old style lamp for the same cost. 
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Ebony Asbestos Wood 


For mounting 
electrical “brains’’ 


ONTROL and regulating apparatus 
has been aptly termed the “brains” 
of an electrical installation. 

Here, Ebony Asbestos Wood is chosen 
as a mounting—not so much on account 
of its superior strength, workability and 
appearance on less important work —but 
because of its absolute reliability. By pro- 
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Two Slogans— 
Each with a Purpose 


One — “‘Electrify”’ 


has been adopted by the Joint Committee for Business De- 
velopment as a command to the industry to introduce elec- 
tric service into the highways and byways of our modern 


social and business structure. 


The Other — “‘Do It Electrically’’ 


is the one originated by The Society for Electrical Develop- 
ment to be used in dealing with the public in an endeavor to 


induce it to use the service and goods our industry sells. 


The Society, on behalf of its members, and as the workshop 
of the Joint Committee, is carrying on a series of business 
building activities from which everyone in the industry 


derives profit. 
All of us are willing to pay for the thing that benefits us. 


You can do your share by subscribing to the work of the 
Society. The cost of membership, which is extremely low, is 


out of all proportion to the advantages you will receive from it. 


For particulars, write to 


The Society for Electrical Development, Inc. 


Staff Headquarters, 522 Fifth Ave., New York, N. Y. 
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“DO IT ELECTRICALLY" 
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This New E. lron 
Is Priced for Profit 
and Built for Work 


OU'LL like the new Western Electric Iron. It’s made your 
way. That Nichome wire, for example, is hand laced 


Note the Cord and the 
Hand Laced Wire 


This new 1-A lron ig equipped 
with the standard Western Elec- 
tric Black and White heater 
cord. Note, too, that the heater 
wire is hand laced through the 
mica sheets. 


through perforated mica sheets. Two brass straps form the 
terminals for the heating wire and are threaded to take the 
contact pins. That means that these contact pins can be re- 
moved and replaced without pulling the iron apart. 

Pick it up and you notice the nicety of its balance. You 
notice, too, that the finger-fitting handle is fastened to the 
nickeled bale by a bolt passing entirely through the handle. 
Curving at the front of the bale leaves room for the operator's 
fore finger. 

Easy to us¢! And just as easy to sell—especially at a retail 
price of $5.00. Here is an iron that comes to you with a price 
spread that enables you to do a first class job of merchandising 
—at real profit. For details, write Dept. 721-NE, Western 
Electric Company, 195 Broadway, New York. 


Western Electric Company 


Offices in All Principal Cities 
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HUBBELL Triplex TableTap 


will increase your, market for Electric Appliances 
and broaden your, field for Convenience Outlets 


Here is 















It triples the usefulness of a single Convenience Out- 
let, by supplying 3 Te-Slot connections at the table 
or anywhere, for the percolator, lamp, or fan, thus 
increasing the market for these appliances. 


It leads to the installation of more Convenience Out- 
lets because it shows people how much pleasure and 
comfort there is in having handy flush receptacles 
in every room. 


Write today for new circulars (imprinted with your 
name) to help these sales. 


HARVEY HUBBELL 


ELECTRICAL )) SPECIALTIES 
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Brass Shell Key Socket 
Body 

250 Watts 

660 Watts 










Brass Shell Pull So-ket 
No. 60: &8-in. Chain, 250 
No. 79: 18-im. Chain, 250 
o. 178: &-in. Chain, 660 
o. 180: 18-in. Chain, 660 


30 Interchangeable 
Shell Caps and Bases 


Instantly furnish you with proper equipment for every 
location and type of wiring. 


Body 

Watts 
Watts 
Watts 
Watts 


The Hubbell Pull Socket 


resents the refinements of 25 years’ 


It embodies: 


Long legged phosphor-bronz: 
Instantaneous double make and break 
Smeoth operation 


as manutactured today 


Large binding posts whic? c 
Detachable Bell mouth 
Large ball on pull chain 


Detachable acorn 


rep- 


experience. 


commutator 


mat ial! 


Out 


Fach socket has to pass two rigid inspections before 


shipping. 
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(SECOND EDITION—ENLARGED—REVISED) 
“THE NATIONAL AUTHORITY ON ELECTRIC LIGHTING” 


STANDARD LIGHTING 


WITH INCANDESCENT ELECTRIC LAMPS 
COMPILED BY A STAFF OF EXPERTS 


















Endorsed by the Lighting Department of the Joint Committee for 
Business Development in the Movement to “‘ ELECTRIFY’”’ 


The movement for Business Development is being promoted by the following 
national organizations: National Electric Light Association; Electrical Supply 
Jobbers’ Association; National Association of Electrical Contractor-Dealers; 
National Council of Lighting Fixture Dealers; The Illuminating Glassware 
a Illuminating Engineering Society; The American Institute of Electrical 
ngineers. 


In the Compilation of “Standard Lighting’, we give credit to the fol 
lowing authorities: 
S. E. Doane, G. H. Stickney, D. W. Atwater, A. B. Opay, Warp 
Harrison, A. L. Powert, S. G. Hispen, H. A. Smitu, R. E. Harrinc 
ron, A. S. Turner, C. A. Atnerton, M. Luckigesn, Eart A. ANDERSON, 
J. H. Kurvanper, G. A. Crewetrt, H. H. Macpsicx and J. R. Corvitre 
Size of Book 


6x9 TABLE OF CONTENTS 
PART I ILLUMINATION FUNDAMENTALS 


M4 Amoant of Light—Diffusion of Light—Color Quality of Iumination—Shadow—Uniformity of Illumination 
Illumination of Vertical Surfaces—Desirable Wall Brightness—Maintenance. 


PART II ILLUMINATION DESIGN DATA 
Definitions—Foot-Candle Illumination—Type of Lighting Unit—Location of Outlets, Mounting Height, and 





































Number of Lighting Units—Lamp Size—Computed Illumination Values—Illustrative Problem—Guide to the 
Selection of Reflecting Equipment, Chart—Spacing—Mounting Height, Table—Foot-Candles Illumination, 
Table-—Coefiicients of Utilization, Taple—Room Index, Tables—Lumen Output of Mazda Lamps, Table 


Computed Illumination Values, Table. 


Ps PART Ill STORE AND SHOW WINDOW LIGHTING 

5 General Classes of Store Lighting—Amount of Illumination Required—Lighting Units or Luminaries—Lamps 
Recommended for Use, Table—Entrance Doorway Lights—Night Lights—Wiring and Control—Color Match- 
ing and Color Quality—Showcase Lighting—IIlustrative Problems—Show Window Lighting—Show Window 
Equipment—Show Window Illumination Calculations. 

PART IV INDUSTRIAL LIGHTING 
Requirements—Light on the Work—Daylight Intensities, Table—Illumination of Surrounding Surfaces— 
Colour Quality of Light—Glare—Specular Retlection-—-Shadows—Locations of Outlets—Work Bench Lighting- 
Chart for Effecting Lighting Improvements—115 vs. 230 Volt Lamps. 

PART V LIGHTING OF OFFICE BUILDINGS AND DRAFTING ROOMS 
Introduction—Method of Lighting—Comparison of Lighting Systems—Spacing of Outlets—Wattage Required— 
Drafting Rooms. 

PART VI SCHOOL LIGHTING 
Introduction—IIlumination Values—Diffusion—Classrooms—General Considerations—Blackboards—Comparison 
of Various Lighting Systems—Corridor—Laboratory—Auxiliary Outlets. 

PART VII RESIDENCE LIGHTING 
Introduction—Systems of Lighting—Kitchen—Butler’s tg ae | and Work Bench—Den or Sewing 
Room—Living Room—Dining Room—Hall or Reception Room—Bed Room—Bath Room—Porch—Grounds— 
Garage—Wiring—Recommended Sizes of Lamps, Chart. 

PART VIII CHURCH LIGHTING ' | 
General Requirements—Methods to Avoid—Feasible Schemes for Lighting—Kitualistic Churches—Evangelical 
Churches—Special Lighting Requirements—Chancel—Choir Loft—Windows—Wiring. 

PART IX LIGHTING OF PUBLIC BUILDINGS 
Armories—Gymnasiums—Main Exercising Floor—Swimming Pool—Running_ Track—Exercising Rooms— 
Shower and Locker Rooms—Art Galleries—Paintings—Statuary—Museums—Libraries—Municipal, Counfy, 
and State Buildings—Banks. 

PART X LIGHTING OF HOSPITALS AND DENTAL OFFICES 
Wards—Private Rooms—Corridors—Operating Rooms—Wiring and Signal Systems—Dental Offices. 

PART Xl FLOODLIGHTING ; 
Equipments—Typical Installations. 

PART XII LIGHTING FOR OUTDOOR SPORTS 
Tennis Courts—Clock and Court Golf—Motorcycle and Bieyele Racing—Outdoor Arenas—Bathing Beaches— 
Trap Shooting Ranges. 

PART XIII LIGHTING FOR INDOOR RECREATIONS : 
Pool and Billiard Parlors—Bowling Alleys—Indoor Tennis Courts—Squash Courts—Skating Rinks. 

PART XIV MAINTENANCE OF INTERIOR LIGHTING SYSTEM 
Extent o. lighting Depreciation—Value of Light Wasted—Systematic Maintenance--Suggestions for Restoring 
a Lighting System, Chart. 

PART XV MODERN PRACTICE IN STREET LIGHTING 
Principal Business Streets—Thoroughfares—Residence Streets—Outlying Districts and Alleys—Highways— 
Summary of Medern Practice, Table—Necessity of Maintenance. 

PART XVI ELECTRICAL ADVERTISING ; 
Forms of Electrical Advertising—Exposed Lamp Signs—Enclosed Lamp Signs—Bulletin and Poster Boards— 
Buildizg Outline and Marquee Lighting—Flood Lighted Advertising—Sign Maintenance. 

PART XVII CODE OF LIGHTING 
The Code cf Lighting for Factories, Mills and Other Work Places, prepared and issued by the Illuminating 
Engineering Society. 


272 Pages — 240 Illustrations and Diagrams——55 Tables — Leatherette Cover — Gilt Edges 
Sent Post Paid to Any Address on receipt of $3.00 
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1 a fem BLE 

IRING L/EVICES 

Distinguish the best from the rest! 
It is Easy, and Decidedly Profitable 


SPECIFY 


"ROYAL’SOCKETS 


They employ a familiar construction, but 





vive unmistakable evidence of that nicetv 
of manufacture and perfection of finish 
that have distinguished all Weber goods 


for more than fifteen vears. 


And the Line is Complete 


6 Socket Bodies 
8 Switch and Rosette Bodies 
20 Caps 19 Bases 





Pull Socket 
“Royal” 





On your next order for porcelain sockets, specify WEBER 


CONSULT OUR CATALOG 


HENRY D. SEARS 


General Sales Agent 
8B8O BOYLSTON STREET 
Boston II, MASSACHUSETTS 


SALES REPRESENTATIVES IN: 


New York Ph ladelphia Cleveland Chicago 
B.rmingh im San Francisco Los Angeles 
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ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors and Dealers 
Officers 
PRESIDENT, James R. Strong, SECRETARY AND TREASURER, Farquson Johnson, 
526 W. 34th Street, New York City. 15 West 37th Street, New York City 
GENERAL COUNSEL, Franz Neilson SPECIAL REPRESENTATIVE, Laurence W. Davis 
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A Chat With Electragists 


By Trumbull Tem 


COMMON SENSE 


If this page had been headed Quality, Efficiency and Service you 
would have read three over-worked but familiar expressions. 
So instead of proclaiming our Q. E. & 8S. we will give you the 
setting back of our Safety Switch lines and let Common Sense 
draw conclusions for you. 

With the exception of rivets and screws, we manufacture in our 
own plant or allied plants, practically all of our goods from 
the raw material. 

COPPER the one great switch essential, is obtained from one 
of the largest copper companies in the world, with the rolling 
mill hardly an hour’s journey by truck from our factory. 


SLATE is prepared especially for @ by a quarry whose 
entire output we consume. 

PORCELAIN is of exceptional quality because we operate our 
own plant exclusively for our own use. 

STEEL is supplied by the largest rolling mill making rust re- 
sisting steel. 

IRON CASTINGS are supplied by a very old factory which has 
specialized in high class work for more than half a century. 
COPPER CASTINGS are made under our immediate super- 
vision in a plant adjacent to our own works. 

These and many other raw materials, are brought together and 
made into switches in a modern factory so located as to have 
excellent transportation facilities. 

And last but by no means least, there is a selected personnel in 
our office, sales, and factory organizations, some of whom have 
been in the continuous employ of the company more than 
twenty years. 

Does not COMMON SENSE suggest that such an organization 


ean best supply your switch requirements? 


TRUMBULL ELECTRIC MANUFACTURING CO. 


Plainville, Conn. 
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Split Phase 
Motors 
Types CA and CAH 





Repulsion 
Induction 


Motors 
Type AR 


How 


to tell the 


proper motor for 
every job — 


For some time the Westinghouse Company has realized the need for more 


Repulsion 
Induction 
Motors 

Type ARS 






information on the above subject which will help the dealer to analyze every 
motor job, and to select the proper motor and controller for any particular 
application. 


( 


We have, therefore, decided to use our advertising pages in this magazine to 
explain what various kinds of motors are in common use, how each kind oper- 
ates and what they are best adapted for. 


On the opposite page the Split-Phase Motor is discussed. Next month we 
shall explain the repulsion-induction motor and in following issues other 
motors will be discussed. 


Tear out the opposite page and keep it handy for future reference. 


Westinghouse Electric & Manufacturing Company 
East Pittsburgh, Pa. 


Westinghouse 














vu 


|Westinghouse 
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Single Phase Alternating Current Motors 
SPLIT PHASE 
Types CA and CAH 


There are two induction types of single-phase motors, namely, the split-phase and the repulsion. 
Both types operate very much alike after they have reached full speed. The main difference lies 


in the means used to get each type started. Split-phase motors, types CA and CAH are described 
below. 


Split-phase motors have two separate windings in the stator, both of which are in circuit when eran 
ing. These two windings function very much like the windings in a standard two-phase squirrel 
cage motor. The term split phase is used because the single-phase current is split or divided into 
two currents, out of phase, at the motor terminals, flows through two separate windings and starts 
the motor on the same principle as that of a two phase motor. 





Rotor Showing Centrifugal Switch 
and Ventilating Fan 


As the motor approaches full speed, the circuit to the starting winding (one of the two stator wind- 
ings) is opened by a centrifugal switch. The stator winding remaining in the circuit (the operat- 


ing winding), alone operates the motor after it has once been started. 


The rotor is of the standard squirrel cage construction with no external electrical connection, as 


shown in the illustration. 
Split-phase motors types CA and CAH are seldom used in sizes over 14 hp. and their greatest field 
is for washing machines and similar domestic applications. 


Motors of this type operate af constant speed. They cannot be arranged for adjustable speed service. 


Type CA 


The smallest Westinghouse alternating-current motor available for general 
use. Made in two sizes only, 1/20 and 1/2 hp. The small rating of type 
CA motors limits their use to the operation of signals, novelties and other 
general purposes where only a small amount of power is required. Can 


be operated from a single-phase lighting circuit, or from any phase of a 





Type CA 2 or 3-phase power circuit of the proper voltage. The type CAH motor, 
Sizes: to be considered next, comes in sizes both larger and of wider application. 


1/20 and 1/2 hp. 


Type CAH 


Next to the type CA in size. Made in three sizes, 1/8, 1/6, and | 4 hp. 
Designed especially for use with washing machines, pumps and other appli- 
cations requiring motors practically enclosed. Brackets have small pro- 
tected orifices which lead to carefully designed ventilating ducts within 
the motor frame, thus maintaining unusually low temperatures. Except 


when surrounded by steam, acid fumes or suspended dirt, all requirements 





of an enclosed motor are met. Bearings and grease cups are unusually 


Type CAH 


large and assure ample lubrication and long life. Can be operated from Sines 
any ordinary lighting circuit or from any phase of a 2 or 3-phase circuit. 1/8, 1/6 and 1/4 hp. 
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The WK-10 Starter is 
suitable for a-c. motors 
up to 2 hp., 550 volts. 


The WK-20 Starter is 
suitable for a-c. motors 
up to 5 hp., 550 volts. 


Both WK-10 and 20 
motor starters have full 
safety features, includ- 
ing a Thermal Cutout, 


ning. 


which prevent harmful 
overload of the motor in 
starting, or while run- 
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Motor Installation Work Has Been 
Vastly Simplified 


No dealer need hesitate now over the type of starter to 
use on a.-c. motor installations. The Westinghouse type 
WK safety motor starters have been developed especially 
for use with all squirrel cage types of a.-c. motors up to 
10 hp., one, two, and three phase. 


This greatly simplifies the job of installation as well as 
that of picking the right starter for each particular job, 


In the past, it has been common practice to install a 
compensator with motors ranging in sizes above 5 hp. 
Motors in sizes below this were generally sold without 
control apparatus of any sort; in starting such small 
motors they were thrown directly across the line without 
any protection to the motor. 


WK Safety Motor Starters afford the needed protection 
both to motor and operator. The job of choosing the 
correct type of starting equipment for each size of motor 
has been made quick and easy. Time, trouble, and cost 
of installation has been greatly decreased and the neces- 
sity of carrying large stocks of varied starting equip- 
ment has been eliminated. 


Consult the table for the correct size of type WK starter 
to use on your motor installation or see our agent-jobber. 


Westinghouse Electric & Manufacturing Company 
East Pittsburgh, Pa. 
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Three Minutes 


is all the time necessary to wire a Westinghouse- 


Cutter Holder-Socket Reflector. 


One of the first questions asked by a prospective 





Holder-Socket-Reflector buyer of new lighting equipment is, “How much 


Standard Angle Typ* , oe m 
will the wiring cost? 


The ‘‘easy to wire” feature of Westinghouse-Cutter 
Holder-Socket Reflectors used with Westinghouse 





Mazda Lamps makes for a considerable reduction 


Holder-Socket-Reflector —— ‘ 
RLM Standard Dome Type in installation costs. 


In addition to this big talking point, these reflectors 
are weather proof, rigid, and their parts are inter- 
changeable. This latter characteristic allows 


changes in light distribution without the usual at- 





tendant expense of buying new equipment. 





Holder-Socket-Reflector 


Standard Bowl Type 
Westinghouse Electric and Manufacturing Company 


GEORGE CUTTER WORKS, SOUTH BEND, INDIANA 


'| Westinghouse 
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Look over this new Ivory Home 
Fan and the big Campaign 
that sells it. 


There has never been a real home fap 
before but now Westinghouse has 
made one. It is Ivory finished. It 
harmonizes perfectly with home deco- 


rations. 


Think of the attention it will attract 
in your window and store. Think of 


the sales you can make. The real 
intensive selling of fans to the home 


begins this year. 


There's a real home campaign to help 
you sell the home fan. New literature, 
new National ads, new dealer helps— 


all in addition to the regular fan cam- 


paign. 


Two separate campaigns are ready 
for you where there has only been one 
before. If you do not know all that 
Westinghouse has for you this year— 
go right down and see our nearest 


agent-jobber. 


Westinghouse Electric & Wig. Co. 
Newark Works, Newark, N. J. 
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More 
Convenient 
Outlets Make 

More — 
Convenient 

Homes 


he M 
Althoug] 


every 


Hl appear 
Saturday Evening Post in two colors 
Westinghouse Company, 


nature mt the 
it as his own advertisement. 


id consider 
For it preaches the doctrine—‘“*More Convenience Outlets 
Make More Convenient Homes.”’ 


a direct stimulus to 


rhis message will go inte 
more that 000 ] ymmes «lS the sale 
% more electrical service and more electrical appliances 
rhe big idea back this advertisement can be dovetail 


selling plans regardless line of electrical 


of what | 
you handle But to get the maximum 
advertising, thi 


May 


sur nearest 


with your 

appliances 
from this kind of national 
Westinghouse Dealer Service is open to you. 
ll data? Write today to 


Tull 


benetit 


we send 

othce 

Westinghouse Electric & Mfg. Company 
East Pittsburgh, Pa. 
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Increase Your Bank Balance 
by keeping your accounts right— Why 


There is just one reason WHY. Every penny that comes in and goes out is accurately 
recorded. Besides, the many other transactions that must necessarily take place in your busi- 
ness are correctly and easily handled through the right system of keeping accounts. And for 
every live Electragist employing a bookkeeper that right system is the 


Standard Accounting System 


In the business of the Electragist so many tools and devices are employed that one of 
the most necessary and important items of work, because it cannot be done by machinery, 
is often neglected—the keeping of correct accounts. This cannot be done automatically— 
not even electrically. But by neglecting it contractors and dealers do business at a great 
disadvantage. 


You are losing out in a very important part of your business if you have a bookkeeper 
and do not employ the Standard Accounting System. Just think what important details of 
real accounting your work involves! Note them in the diagram below. 


How else can you keep the bookkeeping record you should than by the methods devised 
exclusively for contractor-dealer accounts? 


Order Your Accounting Set Today 


THE STANDARD ACCOUNTING SYSTEM is approved by all branches of the elec- 


trical industry including the National Electrical Credit Association and is copyrighted and 
issued by the 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


Formerly National Association of Electrical Contractors and Dealers. 


15 West 37th Street New York City 








MATERIAL 
SUMMARY SHEETS GENERAL LEDGER 


REQUIS! TIONS TIME RETURNED CASH, JOURNAL, VOUCHER neat | 
FOR MATERIAL CARDS MATERIAL RECORDS AND SALES RECAPITULATION SHEETS 


+ on _..% 















For the business 













that does not em- 





ploy a bookkeeper 
the New Business 
Record is especial- 
ly recommended— 
also issued by the 
A. E. I. 




















[208 ENVELOPES] ACCOUNTS RECEIVABLE [TRIAL BALANCE SHEETS] 
AND PAYABLE 





Here is the complete set just as it looks spread out on an ordinary office table 
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N 1915 the Insurance Committee 
of the National Association of 
Electrical Contractors and Deal- 

ers investigated and recommended 
to their membership the plan of In- 
surance at Cost as conducted by 


Lynton T. Block & Co., of St. 


Louis. 


Now in 1921, after six years of 
experience in dealing with this well 
known insurance organization, this 
same committee has expressed its 
continued unqualified satisfaction in 


NATIONAL ELECTRAGIST 


HORNA 


SIX YEARS OF SATISFACTION 
1915-1921 


IX YEARS of satisfactory deal- 
be) ings with Lynton T. Block & 

Co., Underwriters, of St. Louis, 
has prompted your Insurance Com- 
mittee again to go on record as en- 
dorsing their plan of insurance, 
with the attendant saving in money 
to our members. 

Every Insurance Policy placed 
with this concern increases its abil- 
ity to serve you better, both in the 
lowered rates it has influenced and 
the yearly saving it accomplishes. 
If the bulk of our members would 
avail themselves of this tangible ad- 





VERY promise made by this un- 
has 

been more than faithfully kept, 
and the advantages have from time 
to time been increased without any 
solicitation or additional obligation 
on the part of the Assured. 


derwriting organization 


Insurance with them costs less than 
it did six years ago, the coverage is 
more complete, and the savings are 
increased wherever deserved. The 
individual experience of the indi- 
vidual risk is now taken into account 





the resolution contained on this wa of membership, the ype in determining the savings. 
made possible by the action of your 
—— Committee would probably total 


Inquiry addressed to Lynton T. 
Block & Co., Underwriters, St. Louis, 
Mo., or to the Secretary of your As- 
sociation will bring full particulars 
regarding Insurance at Cost. 


Fifty Thousand Dollars Every Year. 
Volume of business will do this. 
Your Insurance Committee has 
done its part; you should do yours 
and not only save money for your- 
self, but help your fellow members 
to save this enormous aggregate. 


This resolution is therefore pre- 
sented in this form for the benefit 
and information of the membership 
at large. 




















THE RESOLUTION SPEAKS FOR ITSELF— 


RESOLUTION 


Recognizing the insurance problems confronting this organization, and for the purpose of pro- 
curing the best indemnity at the lowest cost, the Executive Committee of this Association, after a care- 
ful and thorough investigation by its Insurance Committee in 1915, endorsed the plan of “Insurance 
at Cost,’ as conducted by Lynton T. Block & Co., Underwriters, of St. Louis, Mo., through their 
several Insurance organizations, and recommended to the members of this Association that they avail 
themselves of the saving in cost and the high character of service afforded. 

WHEREAS, a large proportion of the members of this Association have for the past six years, 
carried their insurance through Lynton T. Block & Co., and found the saving in money to be substan- 
tial and the service to be highly satisfactory, and 

WHEREAS, the Executive Committee’ deems these insurance arrangements to be among the im- 
portant benefits which have been provided for members of this Association; 

NOW, THEREFORE, BE IT RESOLVED, That the Executive Committee ratify its former en- 
dorsement of the Insurance and Service afforded by Lynton T. Block & Co. and urge upon those 
members not now taking advantage of it to lend their cooperation in this respect and communicate 
with the St. Louis Office of Lynton T. Block & Co. in matters pertaining to Fire, Casualty and Work- 
men’s Compensation Insurance, with a view to adding momentum to this movement and securing for 
themselves the benefits which are made available for them. 

BE IT FURTHER RESOLVED, That the Insurance Committee of the N. A. E. C. & D. finds 
the affairs of the various Insurance organizations of Lynton T. Block & Co. to be administered hon- 
estly and skillfully; financially sound and worthy of confidence; that each such organization has ample 
assets for the protection of its Policy Holders, being backed in each case by Assets in excess of 
$2,000,000, which serves as a direct guarantee for the payment of losses and the elimination of any 
assessment liability whatsoever. 

The Insurance Organizations herein referred to are:— 


St. Louis, Mo. 
St. Louis, Mo. 
Kansas City, Mo. 
Buffalo, N. Y. 


J. A. Fowler, Chairman Insurance Committee, 
National Ass'n Electrical Contractors & Dealers. 


Employers Indemnity Corporation, 

Utilities Indemnity Exchange, 

Utilities Fire Exchange, 

Exchange Mutual Indemnity Insurance Co., 


(Signed ) 
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Prehistoric Questions 


HIS is a story about questions. You 
have them—everybody has them. 
(uestions are as old as the hills. They 
were asked in the day of Adam and be- 
fore that prehistoric man developed 
special nods of the head to satisfy his 
desires in asking questions. But what 
has this to do with the Code at a Glance? 
Just this: There are more questions be- 
ing asked now concerning things electric 
than ever before. You have been called 
upon to answer some of them yourself. 
And in the future your answering will 
he more frequent and precise. It will 
have to be! For the public is demand- 
ing more electrical knowledge and you 
are the one to give it because of your 
direct consumer contact. That means 
vou MUST know the National Electrical 
Code and enforee it. And the Code at a 


Glance answers your questions concern- 
ing that. Requirements are tabulated 
in A.B.C. order. You don’t have to look 
in a dozen places or so for the informa- 
tion you need—as you do in the Code 
itself. Finding just, the point you want 
is made as easy as looking up a word in 
Webster’s. The book—handy pocket 
size—also contains Code Definitions that 
clearly explain the many puzzling re- 
quirements, as when a person is ‘‘au- 
thorized,’’ ‘‘competent,’’ ‘‘qualified’’ ; 
whether a spring hinged door is auto- 
matic, and all such. And it is sent to 
vou postpaid for only a dollar bill. You 
are missing many a good dollar’s worth 
by being without it. Send for a copy 
today, and be prepared to answer the 
next question you run up against con- 
cerning the Code. 


The next National Electrical Code will not be ready 
for general distribution until after the middle of 1923 


ASSOCIATION HEADQUARTERS 





ROOM 602 
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Reelite 


REG. U.S. PAT. OFF. 


Builds Profits for you in the 
Industrial Field 


Many plants are equipping entire depart- 
ments with REELITEs. 

Where flexible illumination is necessary, 
REELITES are unexcelled. The automatic reel 
keeps the cord off the floor, free from kinks and 
breaks, safe from the wheels of trucks and the 
heels of workmen. 

They are also provided with connector bodies 
for use with portable tools. 

The large unit sale in the average industrial 
plant means an excellent profit for your work. 

We will be glad to furnish you with copies 
of booklet 314-D which you can leave when you 
call. 


Manufactured by 
APPLETON ELECTRIC COMPANY 
Factory and General Offices 


1704 Wellington Avenue, at Paulina 
CHICAGO 
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One Ends Bent-~ 
when You Buy It 
| 


| No time is lost in bending 
the links for “Union” Fer- 
rule-type Renewable Fuses = 3:3 
so the figures come just be- 
neath the windows in the 
caps. Just slip a new link 
in the tube and the bent end 
will be exactly in the right * 

place. The other end can 
then be easily bent in ex- 
actly the right place with 
your finger. 
No way to 
bend the link 
a iittle too 
much or not 
enough in. 
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RENEWABLE 
FUSES 


All other renewable parts of “Union” Fuses are as 
easy to remove and replace. Consequently they are 
the easiest and quickest fuses to renew. 


SS 





Union Renewable Fuses are trouble savers, time 
savers, money savers. Casings are of exceptionally 
tough fibre, with enormous resisting power. Metal 
parts are especially heavy to prevent heating. 


“Union” Renewable and Non-Renewable Fuses. All 
leading electrical jobbers and dealers consider them 
staple goods. 


| The Underwriters Laboratories fully approve 

















“The Union Saves More Than 
Any Other Renewable Fuse.” 











Our handsome new 96-page Catalog 


sent on request. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch & Outlet Boxes, 
Cut-Out Bases, Fuse Plugs, Automobile 
Fuses, Renewable & Non-Renewable En- 


closed Fuses. 
CHICAGO NEW YORK 








78 


NATIONAL ELECTRAGIST Vol. 22, No. 5 








—and Rubin is an Electragist 


The L. D. Rupin ELectrRICc Hundreds in all parts of the 
country participated in these 
great contests. All endeav- 


ored earnestly to win. But tt 


* 
* ap rrttas 
> 


CoMPANyY of Charleston, S. 


Seererever 


C., was awarded first prise 
in the two nation-wide Lamp 
the Home and Red Seal 
Battery window display con- 


remained for a live Elec- 


> 
teen teaeete ® 


Pees abbas 


tragist to bring home the 


; 
§ 
* 
a 


se 


bacon. 


tests. 





The Prize “‘Lamp the Home” Window 


An Electragist has every advantage. He is in a position to do the best 
work beeause he is afforded the best instruction in matters that most 
concern the successful conduct of the electrical contractor-dealer business. 
The Association not only gives him the benefit of its broad international 
effort, but gives him a direct service the value of which cannot be meas- 
ured in money terms. 


An Electragist has every advantage 


Is there any reason then why he cannot maintain at 
all times the high standards of business practice 
which make for the publie’s safety, service and sat- 
isfaction—which the name implies? 


An Electragist who takes advantage of his opportunities as an Electragist 
can do a successful business at a profit. He knows his overhead, his turn- 
over. He estimates a job as it should be estimated. He enforces the re- 
quirements of the Code. He is active every day in every way. 





KEEP US POSTED. Headquarters Office is anxious 
to keep in close touch with members’ activities. If you 
are undertaking something new or attempting to work 
out an old method to better advantage let us know about 
it and we may be able to help you. Photographs will be 
published in the NATIONAL ELECTRAGIST. 











ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


15 West 37th Street New York City 
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If you must use Terminal Bushings— A. NDER 
Then Use the Best Some of our Manufactured Products 
and the best is the MMos 
T&B NEW SPRING CABLE BUSHING = 


WOOD OR METAL 
ALL STYLES OF DROPS 
AND RESETS 


BELLS 


IRON BOX 





WOOD BOX 
Weatherproof Bell FIRE-ALARM 
SKELETON 

VIBRATING 

SINGLE STROKE 
WEATHERPROOF 
ELECTRO-MECHANICAL 


BUZZERS 
IRON BOX 
WOOD BOX 


PUSHES 
WwooD 
METAL 
. DESK 
bushed outlet or Junction Boxes Must Electro Mechanical Bell ae 
FLOOR 
MARINE 
MULTIPLE 
TABLE CLAMP 
ALL FINISHES 


SOCKETS 
KEY 
KEYLESS 
PULL CHAIN 
ALL FINISHES 


FIRE ALARMS 
CABINETS 
BOXES 
SYSTEMS FOR CURRENT 
OR STORAGE BATTERY 


SHADES 
METAL SHADES OF ALL 
DESCRIPTIONS 


LETTER BOXES 


OF ALL DESCRIPTIONS 





PAT. PENDING 


Cat. No. 1267 


Approved by Underwriters Laboratories. 


The RULING is that all flexible 


armored Cables when entering un- 





Be Provided with an approved ter- 
minal fitting. 


Our No. 1267 Bushing WILL FIT 
14-2 wire, 14-3 wire, 12-2 wire and 
12-3 wire Armored Conductors. 


Have YOU ever seen AN Y 
OTHER Bushing that REALLY 
bushes the Wire—we haven't. 


WHY carry two or more types when 
nae 
our No. 1267 will meet all conditions: enna 


Attached in a MOMENT—RE- i... 
DUCES 6stock—therefore SAVES Skeleton Bell SPEAKING TUBES 


MONEY. FLEXIBLE TUBE 


Buy them from your Jobber at $4.50 
in 5,000 lots. THINK IT OVER! 





COLLARS 
ROSES 


BURGLAR ALARMS 
DOOR SPRINGS 
WINDOW SPRINGS 
TRANSOM SPRINGS 


THE THOMAS & BETTS CO. tren Box Ben 4 TANK ALARMS 
63 VESEY ST., New York City W. R. OSTRANDER & CO. 


371 Broadway, New York 


Factory: 83-85-87-89 Clifton Place, Brooklyn, N. Y. 
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Minccelite Kies. Ce FANS, MOTOR 
) eer | a 2 id Emerson Elec. Mfg. Co. 


Hubbell, Inc., Harvey 


National Metai Moiding Co. , N 
, om. 3 eral Elec. Co. 
“Bena se on i ce eee Elec. Supply Co. 
‘ Manhattan Elec. Supply Co. renncraarean <a om ; ; 
oom Robbins & Myers Co. 
A Staniey & Patterson. inomas & Betts Lo. nd Ang ES 
| Elec. Co 
aay Cae Secceee CLAMPS TEST We stern A nal <i e 
 egeectipess oe Ss Appleton Elec. Co. Westinghouse 


FARM LIGHTING —_ 
% SELLS, ELECTRIC 


CLEANERS, VACUUM Westinghouse Elec. & Mfg. Co. 
Ansonia Elec. Co. ™ Western Elec. Co. 
Connecticut Tel. & Elec. Co. FIBRE 
Electrical Sales Co CLIPS, FUSE + ee — 
Me-hbattan Elec. Supply Co. Bryant Electric Co. -™ 
Ostrander & Co., W. R. Johns-Pratt Co FITTINGS, FIXTURE, IR 
Partrick & Wilkins. jechian Elec. Co , 
on — COILS, CHOKE Beardslee Gheadelies Mfg. Co. 
Stanley & Patterson. General Elec. Co. Bryant Elec. . 
BENDERS, CONDUIT Westinghouse Elec. & Mfg. Co. | wer A . 
ee ai Elec. Lo. enera . ; 
‘ el 4 Betts Co. COLORING AND FROSTING, INCAN- National Metal —" Co. 
DESCENT LAMP5 Sprague Elec. ~— 
BLOCKS, MOLDING Philadelphia Eec. Co, Steel Citv Electric Co. 
Bryant Electric Co. Thomas & Betts Co. re 
Roberts Elec. Sup. Co., H. C. CONCENTRIC, WIRING FITTINGS Trumbull Electric tig. ae 
General Elec. Co. Westinghouse Elec. &- 
BOOKS, ELECTRICAL 
National Ass’n Elec’t. Con. & Dealers. CONDENSERS. TELEPHONE AND FIXTURES, SHOW CASES AND 
— i oscuden Ge & Elec. Co. Rs Fix. Corp’n. 
National Metai Molding Co. ecamen Elec. Co. Beardslee Chandelier Mic. Co. 
Thomas & Betts Co. - c ace Manufacturing o. 
Westinghouse Elec. & Mfg. Co. CONDUIT, INTERIOR Sich, feo. B. P. ome 
BOXES, CONDUIT Alphaduct Co. National X- me “4 —_ 
Appleton Elec. Co. American Circular Loom Co. Shapiro & Aronso 
Chicago Fuse Mfg. Co. Central Tube Co. FIXTURE STUDS 
Hart Mfg. Co. Clifton Mtg. Co. Fralick & Co. S. R. 
National Metal Molding Co. Enameled Metals Co. Samos & Some Co. 
Sprague Elec. Works. National Metal Molding Co. 
Steel City Elec. Co. Sprague Elec. Works. FURNACES ELECTRIC 
Thomas & Betts Co. Steel City Elec. Co. General Electric Co. ae 
Tucker Mfg. Co. Trumbull Elec. Mfg. Co. Westinghouse Elec. & Mfg. Co. 
Westinghouse Elec. & Mfg. Co. Tubular Woven Fabric Co. 


FUSES, ENCLOSFD 


BUXES, FLOOR CONDUIT, UNDERGROUND  coallg-ogy r i 
nk , i i ica M fg. . 
ees “Eee. Works. a ee General oe le 
=ene ‘ S CYLINDER Johns-Pratt Co. 
Patterson. CONNECTORS, BRAS ; ni es. 
ep Elec. Co. Bryant Elec. Co. c Westinghouse Elec. & } fg ° 
uomas & Betts Co. Frankel Connector Co. ae 
Westinghouse Llec. & Mfg. Co. Trumbull Elec. Mfg. Co. ae. § ~wol a en: Ge. 
BOXES, MANHOLE (JUNCTION) CONNECTORS, EXTENSION CORD Coane Saetee SS iia 
Frank Adam Electric Co. Hubbell, Inc., Harvey. Westinghouse , - & Mig 
oon By Rage CONNECTORS, FIXTURE FUSES, TELEPHONE 
— H. B. Sherman Mfg. Co. Chicago Fuse rng g- Co. 
BOXES, METER PROTECTING BOXES screams Gunes Wesiern Elec. Co. 

I ) CONNEC > = ; ‘ : 
Westinghouse Elec. & Mig. Co Bryant Elec. Co. GENERATORS, LIGHT AND POWER 
Prwarn ne = , Emerson Elec. Mfg. Co. 

< .. Ss ESS > Electric Co. 
S, Pl CONNECTORS, SOLDERLESS General 
— . —_ Elec. & Mf Co Dossert & Co. Robbins & Myers A 
= _ : , Frankel Connector Co. 7 Sprague egy ' _ Gs 
BOXES, WOOD OR CABINET Westinghouse Elec. & Mfg. Co. Westinghouse Elec. & Mfg. . 


Stanley & Patterson. 


INNECTORS, WIRE GLASSWARE 
BRACKETS, TELEPHONE ‘St wer & Ce oS. m. National X-Ray Reflector Co. 
rate & Patterson. q > y : ae es. LAMP 
| SOOKING UTENSILS, ELECTRIC GUARDS 
a ' Manhattan Elec. Supply Co. Hubbell, Inc., Harvey. 
We Elec. & Mfg. Co. 
BRI SHES . Westinghouse c g seenie. ane nee 
Chie t a aay COUPLINGS. SHAFT General Electric Co i. . 
W sane - = Elec. & Mfg. Co General Elec. Co. Westinghouse Elec. & Mfg. Co. 


& 
Md a 
, of some of the products manufactured by the concerns advertising in this 
' issue. To be listed here is a badge of reliability. To buy from here is a 
guarantee of satisfaction. When you buy from here please mention the 
NATIONAL ELECTRAGIST 
ADAPTERS, LAMP BUSHINGS, BOX AND CABINET CUTOUTS 
Bryant Ele Co ft ralick & Lo., S. R » Electric C 
Genera! Elec. ¢ Pass & Seymour. med egg o. 
r rve , rho ‘ ‘ ' ryan " . 
Hubbell, Inc., Harvey Westinghouse Elec. & Mfg. Co Chicago Fuse Mig. Co. 
ALARMS, BURGLAR, FIRE CABINETS, METAL — dan Ce 
Conn. Telephone & Elec. Co. Frank Adam Electric Co. art as a — 
Ostrander & Co Hart & Hegeman. Johns-F ratt Co. te 
Partrick & Wilkins Co. Thomas & Betts Co. Pass & +4 oy " Co 
Stanley & Patterson. Westinghouse Elec. & Mfg. Co. Trumbull —_ . Mi a 
Western Elec. Co. Wurdack Elec. Mig. Co. Westinghouse ec. mig. 
ANNUNCIATORS CHARGING OUTFITS DECORATIVE LIGHTING 
Ansonia Elec. Co General Elec. Co. e General Elec. Co. 
Conn. Telephone & Elec. Co. Robbins & Myers Co. Cc 
Ostrander & Co., W. R. Westinghouse Elec. & Mfg. Co. DYNAMOMETERS 
Partrick & — Co. CIRCUIT BREAKERS, AUTOMATIC Sprague Elec. Works 
Stanley & Patterson. General Liec. Co. 
Westinghouse Elec. & Mig. Co. FANS, A. C. AND D. C. 
ARRESTERS, LIGHTNING 7 : Emerson Elec. Mfg. Co. 
General Elec. Co CLAMPS, CABLE SUPPORTING Wesun Eles. Co. 
Westinghouse Elec. & Mfg. Co. Dieel City Lkiec. Lo Westinghouse Elec. & Mfg. Co. 
ASBESTOS WOOD CLAMPS, GROUND CONNECTION NS. HANGERS 
” = "ANS, HANGERS 
Johns-Manville, Inc. Fralick & Co., S. R. gow Electric Co., Frank 
General Llec. Co. ‘ 
ATTACHMENTS, SOCKET 
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HANGERS, CONDUIT AND CABLE 
Appleton Elec. Co. 
Minerallac Elec. Co. 
Pass & Seymour, Inc. 
Steel City Elec. Co. 
Thomas & Betts Co. 
HANGERS, FIXTURE AND BOX 
Westinghouse Elec. & Mfg. ( 
HANGERS, LAMP 
Bryant Elec. Co. 


HEATERS, LIQUID 
General Electric Co 
Westinghouse Elec. & Mfg. C¢ 


HEATING DEVICES 
Commonwealth Edison Co. 
Westinghouse Elec. & Mfg. Co 


HOLDERS, SHADE 
Hubbell, Inc., Harvey. 
National X-Ray Reflector Co. 


HOLDERS, BATTERY 
Ostrander & Co., W. R. 
Stanley & Patterson. 


INSTRUMENTS, INDICATING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, LAMP TESTING 
General Elec. Co. 


INSTRUMENTS, MINIATURE SWITCH. 
BOARD 
General Elec. Co. 


Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, POCKET 
Connecticut Tel. & Elec. Co. 


INSTRUMENTS, RECORDING AND 
CURVE DRAWING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, ne 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSULATION, MOLDED 
Johns-Manville, Inc. 
Johns-Pratt Co. 

Westinghouse Elec. & Mfg. Co. 


INSULATORS. CANOPY 
Arthur F. Stanley 
General Elec. Co. 


INSULATORS, HIGH VOLTAGE 
General Elec. Co. 
Stanley, Arthur F. 
Johns-Manville, Inc. 
Westinghouse Elec. & Mfg. Co. 


INSULATORS, TREE 
Westinghouse Elec. & Mfg. Co. 


IRONS, CURLING 
Westinghouse Elec. & Mfg. Co. 


IRONS, SOLDERING 
General Elec. Co. 


JOINTS, CABLE 
Dossert & Co. 
Westinghouse Elec. & Mfg. Co. 


JOINTS, FIXTURE INSULATING 
Thomas & Betts Co. 


LAMPS, ARC 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


LAMPS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LAMPS, INCANDESCENT 
Edison Lamp Works 
General Electric Co. 
Hubbell, Inc., Harvey. 
Hygrade Lamp Co. 
National Lamp Works. 
tohns-Manville, Inc. 


LAMPS, PHOTO-ENGRAVING 
General Elec. Co. 


LAMPS, TROUBLE, AUTOMOBILE, 
PORTABLE. HAND 
Connecticut Tel. & Elec. Co. 
Stanley & Patterson. 


LIGHTS, STAGE 

Sprague Elec. Wks. 

Wesiera Elec. Co. 

National X-Ray Reflector Co. 


LOCKS, AUTOMOBILP 
Connecticut Tel. & Elec. Co. 


LOCKNUTS 
Fralick & Co., 8. B. 
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es There’ s Money In Service 
: Such As This, Because You Save Time 


geass And Make 400% Profit 


OW long does it take you to replace worn N 
¥ ’ oO 


brushes on small motors? 


ott! 





Do you have to fuss around to find the right size W hittling 
brushes, then whittle the ends to fit the springs and 

finally get the job done more or less satisfactorily. of the Ends 
Now, consider the OHIO CARBON BRUSH KIT with several 

sized brushes and springs, each in a separate compartment. Needed 


It takes but a minute or so and the job is done right. 


OHIO BRUSH KITS Everything 


are just the thing for repair jobs on electric fans R d 
vacuum sweepers, washing mz shines, electric drills, ca y 


and all fractional horse-power motors 











H. These Re resentatives will serve ou: Try a kit now and make $42.00 on an $8.50 in- 
P y vestment or twice the amount on a $15.30 in- Made of the Same 
vestment. 


Minneapolis, Minn. New York, + Y. Hi h Grade 
2487 r yodele , S ae A oe. Lan irae ~ OHIO CARBON CO. eae That 
Los Angeles, Cal. Elect'al Ex ag Co. Boston, Mass. 8215 Almira Ave., Cleveland, O. 





A. W. Arlin, A. F. McCarthy, 
Central Bldg. St. ar te, Mo. 69 Oliver St. Made OHIO 
. A. Jaques, 
Milwaukee, Wis. unk Galen bee. Kansas Cty. Mo. | CONTENTS INDUSTRIAL and 
Ohio Carbon Co., > itton, 





439 15th Ave. 1324 Prospect Ave. NO. 1 KIT AUTOMOTIVE 


CONTENTS 
300 Brushes NO. 2 KIT BRUSHES Famous 


120 Springs 150 Brushes 


)— |t Price $15.50 60 Springs | ue 
ed List Price $8.50 





























PATENTED 











You NeedIt Always 


P' T Pittsburgh Standard on the job. You 
“Speed Wanted” sign that 


ean diseard the 


STANDARD) 


almost every contractor has.in thought if not in 
print. Reaches the job ready to install—and 
vou get a double-action installation—efficieney 


and speed. 





P. S. eliminates reversing couplings and run | 


ning dies over pipe ends. Patented Thread Pro- 


Reaches tectors keep threads sharp, true and clean— 
with just enough enamel to protect from rust. 

the Job Every job a profit job—when you use P. S. | 

Ready ENAMELED METALS COMPANY 


to Install PITTSBURGH, PA. 
































LUGS, TERMINAL 


Dossert & Co. 
Trumbull Elec. Mfg. Co. 
, Westinghouse Elec. & Mfg. Co. 


MOLDED INSULATION 
Johns-Manville, Ise. 


MOLDINGS, METALLIC 


Appleton Elec. Co. 
National Metal Molding Co. 


MOTOR GENERATORS 


General Electric Ce. 
Sprague Elec. Wks. 


Westinghouse Elec. & Mfg. Co. 


PROJECTORS, ELECTRIC 


Geveral Elec. Co. 

National X-Ray Reflector Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PROTECTORS, LINEMEN’S 
Minerallac Elec. Co. 


PROTECTORS, THREAD, CONDUIT 
Enameled Metals Co. 


PROTECTORS 


Connecticut Tel. & Elec. Co. 
Minerallac Elec. Co. 
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BUYER’S GUIDE— Continued 


STOVES, DISC 
Weminghouse Elec. & Mfg. Co. 


STRAPS AND CLAMPS, CONDUIT 
Fralick & Co., S. R. 


SUPPLIES, ELECTRICAL 
Adam Electric Co., Frank. 
Amer. Elec’l. Supply Co. 
Baltimore Elec’l Supply Co. 
Brooklyn Elec’l] Supply Co. 
Doubleday-Hill Elec. Co. 
Nat'l. Elec’l. Supply Co. 
Newark Elec’l. Supply Co. 
Ostrander & Co., W. K. 
Philadelphia Elec. Co. 
Roberts Elec. Supply Co., H. C. 
Rumsey Electric Co. 

Southern Electric Co, 
Stanley & Patterson. 
Western Electric Co. 
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1ERMINALS, UNDERGROUND 
SERVICE 
Dossert & Co. 


COASTERS 
Westinghouse Elec. & Mfg. Co. 


TOOLS, BORING, ELECTRICIAN’S 
Stanley & Patterson. 


TOOLS, COMMUTATOR TRUING 
General Elec. ‘ 


TOOLS, PORTABLE, HAND 
General Elec. Co. 


TRANSFORMERS 
Connecticut Tel. & Elec. Co. 
General Elec. Co. 
Westinghouse Elec. & Mig. Ce. 









































































































Westinghouse Elec. & Mfg. Co. Partrick & Wilkine Co. 
f Stanley & Patterson. 

j MOTORS, POWER 
Emerson Elec. Mfg. Co. 
General Elec. Co. 
Robbins & Myers Co. 
Sprague Elec. Works. 
Western Elec. Co. 


SUPPORTS, BOX 
Tucker Mfg. Co. 
RADIATORS, ELECTRIC 


w : Nn 
Westinghouse Elec. & Mig. Co SWITCHBOARDs, LIGHT AND POWER 


Adam Electric Co., Frank. 
Bryant Electric Co. 
(-enera!l Elec. Co. 


RADIO APPARATUS 


Westinghouse Elec. & Mfg. Co. Beeue Malte. Ce. piercer ay nage Ratgeaaey Co. 
Bruno Radio Corp'n. Trembell Elec Mis Co 
OZONIZERS INDUSTRIAL General Llec. Co. Westinghouse Elec, @ mtg Ge 
4 : Martin-Copeland Co . “ 5 . » . 
Sprague Elec. Wks. Gumenies & Ge. &. RB. Wurdack Elec. Mig. Co. 
Philadelphia Elec. Co. SWITCHES, BABY KNIFE 
PADS, HEATING ene oe ee 
Westinghouse Elec. & Mfg. Co. Stauley @ Putterees + seen an Mig. Co. 
frumbull Elec. Mig. Co. 
PAINTS AND COMPOUNDS United Radio Laburatories SWITCHES, BATTERY 


Westinghouse Elec. & Mfg. Co. 


General Elec. Co. Zamoiski Co. Jos. M. 


' Johns-Manville, Ine. 

‘ Mineraliac biec. Lo. 

Standard Underground Cable Co. 
Westinghouse Elec. & Mfg. Co. 


Hubbell, Inc., Harvey. 
Manhattan Liec’] Supply Co. 
Ustrander & Co., W. R. 
Partrick & Wilkins Co. 
Trumbull Electric Mfg. Co. 


RANGES, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, DISCONNECTING 


General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


PANEL BOARDS 
Adams Electric Co., Frank — 
Plainville Etec’l. Products Co. 
Trumbull Electric Mig. Co. 


REFLECTORS 
National X-Ray Reflector Co. 


Westinghouse Elec. & Mfg. Co. REFLECTORS, PORCELAIN, ENAM- SWITCHES, FIXTURE 
. ELED, IRON AND STEEL Hubbell, Inc., Harvey. 
Hubbell, loc., Harvey. Pass & Seymour, Inc. 


PERCOLATORS 


Westinghouse Elec. & Mfg. Co. 
Westinghouse Elec. & Mfg. Ce. 


SWITCHES. KNIFE 
Adam Elec. Co., Frank. 
General Elec. Co. 
Mart Mfg. Co. 
lrumbuu Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


REGULATORS, VOLTAGE 


General Elec. Co. 


NTS, LIGHTING 
— Westinghouse Elec. & Mfg. Co. 


General Elec. Co. 
Western Elec. 


Co. 
Westinghouse Elec. & Mfg. Co. RHEOSTATS 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES. SAFETY 


Adam Eiec. Co., Frank. 
General Elec. Co. 

Johns-Pratt Co. 

Square D. Company 

Trumbull Elec. Mtg. Co. 
Westinghouse Elec. & Mfg. Co. 


PLATES, FLUSH SWITCH 


Arrow a 

Bryant Elec 

Conscetiont | Tele. & Elec. Co. 
Hubbell, Inc., Harvey. 


ROSETTES 
Arrow Electric Co. 
Bryant Elec. Co. 
General Elec. Co. 
Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SWITCHES, SNAP 
Arrow Electric Co. 
Cunnecucut Tel. & Elec. Co. 
General Elec. Co. 
Hart Mfg. Co. 
Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


PLUGS AND RECEPTACLES 


Arrow Electric Co. 
Bryant Electric Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 
Hart Mfg. Co. 
Hubbell, Inc., Harvey 
Johns-Manville, Inc. 
Johns-Pratt Co. 
National Metal Molding Co. 
Pass & Seymour, _ 
Sprague Elec. 
Stanley & ed 
Trumbull ~~ Co. 
Western Elec. 


Westinghouse Biee. & Mfg. Co. 


SHADES, METALLIC 
Hubbell, Inc., Harvey. 
Ostrander & Co., W. R. 


SIGNALS, FACTORY AND OFFICE 
Stanley & Patterson. 
SWITCHES, TIME, AUTOMATIC 
Berry, A. Hall 
t-eneral Elec. Co. 


Mercury Time Switch Co, 


SIGNS, EXIT 
Sprague Elec. Wks. 


SOCKETS AND RECEPTACLES 
Appleton Eke. Ce. SWITCHES, VOLTMETER 
Arrow Electric Co. Frank Adam Electric Co. 
General Elec. Co. Trumbull Elec. Mfg. Co. 
Hobbell. Inc.. Harvey. Westinghouse Elec. & Mfg. Co. 
Johns-Manville, Inc. 


National Metal —s Co. TAPE, INSULATING 
Ostrander & Co., 


Pass & Seymour, = nee ly — = 

we a a M. Johns-Manville, Ine. 

a . == N. Y. Insulated Ware Co. 
Trumbull Electric Ca.. te ee Ses Hp 


Westinghouse Elec. & Mfg. Co. 


PLUGS, SPARK 
Western Elec. Co. 


POLE LINE HARDWARE 
Johns-Manville, Inc. 
National Metal Molding Co. 
Westinghouse Elec. & Mfg. Co. 


PORCELAIN, STANDARD 
; General Elec. Co. 
iu SOLDERLESS CONNECTORS 
1 PORTABLES Frankel Connector Co. 


Beardslee (Chandelier Mfg. Co. 
National X-Ray Reflector Co 


TAPS, CURRENT 
Hubbell, Inc., Harvey. 


TELEPHONES 


SOLDERING COMPOUNDS Connecticut Tel. & Elec. Co. 


Westinghouse Elec. & Mfg. Co. —— gs ye 


POSTS, LAMP, ORNAMENTAL 


STARTERS. MOTOR 
Westinghouse Elec. & Mfg. Co. 


Fumi te Ce TERMINALS. CABLE 
Westinghouse Elec. & Mfg. Co. Standard Underground Cable Co. 


POTS, ong 


General Elec. 
Westinghouse ies. & Mig. Co. 


STERILIZERS. WATER, ELECTRIC 
Sprague Elec. Wks. 
Westinghouse Elec. & Mfg. Co. 


TERMINALS, TELEPHONE 
Standard Underground Cable Co 
Western Elec. Co. 


VULCANIZERS, ELECTRIC 
Westinghouse Elec. & Mig. Co. 


WARMERS, FOOT AND RUG 
Westinghouse Elec. & Mtg. Co. 


WASHERS, CLOTHES 
Home Devices Corp'n. 
Western Elec. Lo. 


WASHERS, DISH 
Western Elec. Co. 


WELDING MACHINES, ELECTRIC 
General Liccuusc Lo 
Westinghouse Electric & Mfg. Co. 


WIRE, ANNUNCIATOR AND OFFIC] 
American Sicel & Wise Le. 
General Elec. Co. 

Hazard Mig. Lo. 
Staudard Laoderground Cable Co. 


WIRE, ARMORED CABLE 
Hazard Mig. Company. 
National Metal Molding Co. 
Sprague Llec. Wks. 


WIRE, AUTOMOBILE 
General Elec. Co. 
Indiana Kubber & Ins. Wire Co. 
N. Y. Ins. Wire Co. 
Safety los. Wire & Cable Co. 


WIRE, BARE ‘ta 
Hazard Mtg. Compa 
Dtandard cobennaied “Cable Co. 


WIRE, FUSE 
Appleton Electric Co. 
Coicagu Fuse Mfg. Co 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


WIRE, GALVANIZED STRAND 
Hazard Mig. Company. 


WIRE, IRON 
American Steel & Wire Co. 


WIRE, LEAD ENCASED 
American Steel & Wire Co. 
Atlantuc Ins. Wire & Cable Co. 
Bishop Gutta-Percha Co. 

General Electric Co. 

Hazard Mig. Co. 

Indiana Rubber & Ins. Wire Co. 
N. Y¥. Insulated Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, MAGNET 
American Steel & Wire Co. 
Ansonia Electrical Co. 
General Electric Co. 
Hazard Mfg. Co. 
Standard Underground Cable Co. 
Western Electric Co. 


WIRE, RUBBER COVERED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
Boston Ins. Wire & Cable Co. 
Detroit Insulated Wire Co. 
General Electric Co. 

Hazard Mtg. Company. 

tndiana Rubber & Ins. Wire Co. 

N. Y. Insulated Wire Co. 

Standard Underground Cable Co. 
. S. Rubber Co. 

Western Elec. Co. 


WIRE, TELEPHONE 
Western Electric Co. 


WIRE, WEATHERPROOF 
American Steel & Wire Co. 
Ansonia Electrical Co. | 
General Electric Co. 

Hazard Mfg. Co. 
Western Elec. Co. 


WIRELETS 
Steel City Elec. Co. 
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It’s a brutal test for Conduit 


This man is wrapping COLD half-inch “Central’’ Conduit around a three-inch standard. 





———— 





N every day work no 
Conduit is expected to 


is given a special heat treat- 
ment. It ‘‘threads’’ easily 
withstand brutal punish- because it is soft and it 
ment of this sort. But if “works” uniformly for the 


it does stand it, without same reason. 
breaking, without opening We know the weld will 
the weld, with a smooth, hold because every length 
even, cas) bend and with- of “Central” pipe must 
out material flattening— stand up under a severe 
then you can be certain water pressure test. If it 
c ». . . 
—_— yg > Se shows even a trace of weak- 
you expect Conduit to do. ness. away it goes to the 
oS, « a) s . 


“Central” pipe, from scrap pile. When you re- 


which ‘Central’ Conduit ceive “Central White”’ ( Gal- 
is made, is welded from vanized ) or “Central Black” 
a superior grade of soft, (Enameled) rigid Conduit, 


tough steel. To make it you can be sure it is per- 








perfectly easy to work, it 


CENTRAL TUBE COMPANY, Pittsburgh, Pa. 


RAVEN CORE—A Rubber 
Covered Wire of Distinction! 


fect in every respect. 


























Made by a house of standing. 
Specified by all the leading architects. 
Used by the Contractors who do the better grade of work. 


Can you afford to overlook it? 





NEW YORK INSULATED WIRE CO. 


Main Office: NEW YORK Factory: WALLINGFORD, CONN. 


Agencies and Branches: 


DENVER SAN FRANCISCO CHICAGO BOSTON 
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The Emerson 


The Pioneer 









Twenty-five successful seasons 
behind it! 


The Fan The Fan with 


with; the The Five-Year 
Adjustable Factory 
Hanger Guarantee 


WRITE FOR BULLETIN NO. 4024. CARRIED IN STOCK BY FIFTY JOBBERS 





Cut 2192 


(Note: Emerson Ceiling Fans can now be furnished for Direct Current as well as for Alternating Current.) 


The Emerson Electric Mfg. Company 


2018 Washington Avenue, St. Louis, Mo. 50 Church Street, New York City 

















ALPHADUCT for many vears has been preferred by experi- 
enced Superintendents of Packing Houses and Bleacheries, and 
for use on Automobiles and Motor Trucks, due to its double wall 
construction. 


The outer wall gives all the usual protection given by ordinary 
conduits to the insulation on the wires and the ALPHADUCT 
lining gives very important additional protection to the insulation 
on the wires rendered by its Heavily Glued COTTON DUCK 
member of the inner wall. 


The heavily glued Cotton Duck Lining wards off the effect of those 
conditions of grease and chemicals present in Bleacheries and 
Packing Houses and other places that are liable to penetrate all 
single wall Conduits and Metal Conduits completeiy and the outer 
wall only of ALPHADUCT. 


ALPHADUCT COMPANY. 


Jersey City, New Jersey 
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HOW WOULD YOU FASTEN END OF 


q 
10 JOBBERS LATH NEXT TO BOX ON THIS JOB? 


plus (YER 250 Jobbers are now selling Kruse 

5 Switch Box Supporting Stnps and 

Lath Holders. Why? Because a large 

minutes number of Contractors and Dealers have 

become wise to the fact that they can save 

a lot of time and money by their use, and 
they are taking advantage of it. 












DEALERS a E& THE OLD WAY 
IF you are not using them you are giving your See ont Rapin, Sete 
competitor an undue advantage of you, as he NOTICE THE LATN NOLDERS 


is doing better work and making more money 
on each job. 


Sales are running around 100,000 sets per month. 
This means the contractors are making an extra 
profit of $50,000 per month by the use of this 
great time and labor saving invention. Are You 
getting Your part of this? 


Send $1 for which 12 Sets will be delivered to you by parcel post. 


MIDWEST METAL PRODUCTS Co. 


MUNCIE, INDIANA 






THE NEW WAY 
Patented 

Fast and Cheap. Costs 10c 

wor 5 minutes’ time to in- 
































“DIAMOND H™ 


REMOTE CONTROL SWITCHES 
LAMINATED BRUSHES 


IRONCLAD MECHANISM 
SELF CLEANING CONTACTS 





FOR es ~~ FOR 
ALTERNATING DIRECT 
CURRENT CURRENT 
Type “F” 3-Pole Back Couanected 
Remote Control Switch 
DouBLE PoLE—THREE PoLE—Fowr Poe Double Pole TYPE “F” triple Pole 





| 
Catalog | Ampere List Catalog List 
Number ete Price Number Price 
- 
730 30 $36.00 790 $43.20 





740 «| ~=«60~—Cti«|:Cs« 48.00 S00 20=— | «54.00 
730 7 | 60.00 | 810 3 | 67.20 
760 100 93.60 | &20 | 108.00 
770 150 108.00 &30 124.80 
780 200 122.40 | S46 139.20 


| | 


Write for Catalogue and Discount Sheet 








Made by 
THE HART MANUFACTURING CO. 
Double Throw Combination HARTFORD, CONN., 
For two sources of supply with common load. Transfers U. S. A. a 





automatically upon feilure of one soutce. 
- 





























ARTISTS—Ready to handle your Photo 


: Retouching, Lettering or Designing—Elec- 
trical Appliances and Radio. Address: 

Jacob Stein Studio, 43 East 27th Street, 

New York City. Telephone: Madison 

Square 4199. 6t-11 

For Sale—300 Egg Electro-Hatch Incu- 

bator, in 2 sections, operated separately. For 


32-volt farm lighting plant, convertible to 
110 volt. Used one season, perfect condi- 
tion. Bargain at $35.00, one half manufac- 





turers’ price. Will ship bill of lading sub- 
ject to examination. Address: Elmer D. 
Wolfe, Electrical Contractor, Big Rock, 
Illinois. It-2 
Situation Wanted—I desire to c mnect 
‘with a firm or person who can use my ser\ 
ices and the knowledge I have acquired be 


fore and while operating 
contractor and dealer for 
1 understand in detail, 
lems, appliances and 
administration and | 


my business as a 
nearly six years. 
construction prob- 
apparatus. Business 
am considered a good 


salesman. Age 34. Salary, commission or 
both Address P. M. Hinchey, 3826 Cor 
liss Avenue, Seattle, Washington. It.-3 
: RADIO FOR SALE 
Two or three beautiful receiving sets of 
various qualities at one-half off the list 
price. Anyone desiring a radio set chat is 
efficient, compact and beautiful at the same 
i, time, will please address Box L, cio Na- 
TIONAL ELECTRAGIST, 15 West 37th Street, 
New York City. t.f.-10 





For Sale—The following, none of which 
have ever been in use: Two Liberty Vacuum 
Cleaners, $35 each; One Western Electric 
Heat Regulator No. 100, $25; 


C0 Oe as 


THE 







One Utility | 


MARKET PLACE 


To Buy or Sell Used Material QO seca RG 


For Help Wanted 
WANTED 


For Situations Wanted 
RATE : Used General Electric direct 





current type C-6, Westinghouse 
D. C. type CW-6, General Elec- 
tric type I and Westinghouse 
Motor for Farm " Lighting Plant, $25. Ad- type C or OA alternating cur- 
dress: Crescent Electric Corporation, 3307 rent meters in operating condi- 
Washington Avenue, Newport News, Vir- ° 7 . 
ginia It-2 tion. Quote best price. 





HEL Pp W. ‘AN’ [ED—Superintendent who 
can take charge of a New York City motor 
repair shop and estimate on outside motor 
and wiring jobs. Only those with this ex- 


JAMES J. McCOY, 
30 Church St., New York, N. Y. 











perience will be considered. Big opportu- tures, appliances and supplies. Position 
nity for the right man. State fully expe- permanent. Stock in company if wanied 
rience and salary expected. Address: Box pPiciness $400,000 last year. Give age, ain, 
Q, co Nationat Etecrracist, 15 West 37th perience, references, salary wanted, etc, 
Street, New York City. A : 2 i. ae 1 Good thing for right man. Address: Box 

W anted—. A man experienced in estimat-| 1105, Houston, Texas. t.f.-3 


ing, closing contracts and supervising in 

stallations of large work for an electrical 
|contracting company. State in first letter 
age, past experience, and full informaiion. 
| Address: Box C. E S., clo NATIONAL ELEc- | 
TRAGIST, West 37th Street, New York! 
City. It.-3 | 


Situation Wanted—General manager, elec- 
trical contractor, seeks connection with well 
rated A-1 concern. Thirty-four years old, 
married, seventeen years’ experience. Past 
six years general manager of large firm in 
Chicago. Knows electrical contracting busi- 

ness, embracing engineering, purchasing, es- 
| timating, handling labor, sales technique and 
| business fundamentals, has large acquaint- 
'anceship. Capable of taking full charge or 
assist in managing a going business or 


15 


Wanted—By an old established electric: al 
/contracting firm in growing Southern town 
of 175,000 people, an executive and man- 
ager who is capable of managing same and | 
jsoliciting, estimating and superintending all| branch office. Good organizer for new field. 
classes of electrical cinstruction. In con-| Address: Box R, clo NATIONAL ELEcTRAG- 
junction we have a retail store selling fix-! yop 15 West 37th St., New York City. 1t-2 








poitance of quality as the true 
of economy. 





Hazard 


RUBBER INSULATED 





Manufactured to meet the demand of 
the electragist who recognizes the im- 


AVA GD, 


Made for Users Who Want the Best” 














The Contractor 


wants a conduit with clean threads and 
smooth interiors so that he can install and 
fish it easily. And for the sake of his cus- 
tomer he wants a conduit protected from 
rust. 


Clifton Conduit 


Enameled or Galvanized, 


is a practical conduit exactly suited to the 
contractor's needs. It is made from high- 
grade steel pipe carefully enameled or gal- 
vanized to protect it from corrosion. And 
the threads are sharp. 


measure 








NEW YORK PITTSBURGH 





533 Canal St Ist Nat'l Bank 
DENVER BIRMINGHAM 
1415 Wazee St 1701 First Ave 








HAZARD MFC COMPANY 


W wWUkes-saraz pA 0) 


102 


Clifton Manufacturing Co. 


ROSTON, 61 Brookside Ave. 30 
NEW YORK, 26 Cortlandt Street 
BUFFALO, 34 Sayre Street 
SAN FRANCISCO, 509 Mission Street 
CHICAGO, 9 So. Clinton Street 
Friction Tape. Splicing Compound. 


CHICAGO 
552 W. Adams St 
PHILADELPHIA 


No. Second St. 
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HAVE YOU OUR CATALOG NO. 33 E? 
WRITE FOR LITERATURE ON 


Wirelets, 














Steel City & 


PITTSBURGH %& 


S Clectric Ca 


PENNSYLVANIA 























Knu Canopy Insulator 











Approved by Underwriters’ Laboratories 


Can be applied to canopy without the 
use of tools 


in rolls of 10 feet. 


ARTHUR F. STANLEY 


SELLING AGENT 
West & Hubert Sts. 
Telephone 5200 Canal 


New York 























CAWARZE 


MONITOR 


D. C. andA. C. 
Vibrating 
Cyclone Bell 


WEATHER PROOF 


Type No. 62 For Direct Current 
Type No. 72 For Alternating Current 


FURNISHED WITH 8-INCH GONG ONLY 


For operation on 250 volts or less Alternat- 
ing and Direct Current. 

Has all terminals and current-carrying parts 
heavily insulated from frame and securely in- 
closed in metal case. For multiple operation 
only. 

Always Give Voltage of Circuit When Ordering. 

WRITE FOR PRICES AND BULLETIN 


Manufactured by 


SCHWARZE ELECTRIC CO. 


ADRIAN, MICHIGAN 
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Approved 


Notice !—absolutely no 


the wire in the Sherman 
Fixture Connector and 
screw down the screws— 
a snug, all brass connec- 
tion of perfect conduc- 
tivity. 

And notice something else, 
sir—IMPORTANT; 
screwed all the way up 


Sherarduct 


Bends easily! 


—and the zinc protection 
of Sherarduct Conduit 
does not crack or peel. 






wrong place; just shove. 


SSVMUNNIUUEUUCU USERNAME 


Vol. 22, No. 5. 





Patented 


or all the way down, those 
screws can’t come out. 


A distinctive Sherman fea- 
ture, whose value can be 
gauged by the way con- 
tractors are using Sherman 
Fixture Connectors— for 
connecting small wires of 
all kinds in all places. 
Send for FREE Sample 


H.B.SHERMAN MFG.CO. 
Battle Creek, Mich. 


SHERMAN 


FIXTURE |G) CONNECTOR 


“‘The Screws Can’t Come Out’’ 


PINLIOULLUQUCUOUULUUUUGULAUSUGEESGARTOUAUGCONLL TERA 


























































@ The intense heat to which 2 ™ 
the conduit is subjected in the - Yan” 
Sherardizing process anneals = 4 
the pipe—and binds the zinc =| 
, ° = ek 
firmly to it by a layer of zinc- = aS 
steel alloy. E , te 
Send for literature a Lint x 
and prices. = fin, We 
gS SSS. 
National : bess 
: = we ne ge 
Metal Molding [| va 
Compan 7 Soe: 
p Y " E a fated 
; ¢€ 1A BE a 
1346 FULTON BUILDING | 2 
PITTSBURGH 5 
Represented in All Principal Cities = 
a AK | git @ 
Ss HERAR DUCT | = 
s Adams Express Co. Bldg., N. Y. City 
Archt., Francis H. Kimball 
Cons. El. Eng., Pattison Bros 
3 El. Cont., L. K. Comstock & Co. 


= Trane 


STANDARD 
Rubber 


Insulated 
Wire 


was used throughout 
this lofty and mag- 
nificent building in 
order to protect its 
occupants so far as 
possible against fire 
resulting from defec- 
tive electric circuits. 
This is but one of 
‘he many high-class 
buildings in which 
STANDARD Wire has 
been installed. It 
insures dependable 
and durable wiring 
at a reasonable price. 
Use STANDARD on 
your next job. 


Standard Underground 
Cable Co, 





(Wh * 6'S| Branches in all principal 
p/ cities. 


& Pittsburgh, - Pa. 


There’s no “wrong place” for 
the wires to go in 
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Take Three Minutes and 
Figure this Out 


How much more profit could 
you make on your next wiring 
job—(or how much lower could 
you bid, if you wanted to) if you 
could cut out 80% of your men’s 
time in making connections? 


You can do this with— 


WALGER CONNECTORS 


No solder—no blow torch—just a supply of 





Walger Connectors in their pockets to connect 
fixtures or tap feed wires; a big conven- 






ience in’ cramped places. 


Approved by Underwriters for No. 
12 wire and smaller. 


Ask your jobber 
for WV algers. 


S. H. STOVER & CO., 


Chamber of Commerce Bidg., PITTSBURGH, PA. 
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Over-Head High! 








FA fan hangers 
hold the fan up 
cut of the way 
and yet give 
the maximum 
amount of air 


circulation. 


Hanger Outlets 


for Fans, Heaters and Lighted Pictures 


There is no more practical method than with 
these Hanger Outlets for the support and eur- 
rent supply of fans, heaters or lighted pic-_ 
tures. They do away with unsafe, unsightly 
products and are a practical part of the 
original wiring. Being flush with the wall, 
they are out of the way when not in use and 


are easily put into service. 

















JIFFY CLIPS 





There are a good many places where 
it is difficult to use the ordinary hanger 
or the pipe strap. 

With the Jiffy Clip, it is possible to 
install cable, conduit or pipe in these 
‘‘hard-to-get-at”’ spots. You need only 
one screw or bolt. Light yet strong. 


Your Jobber Has Them 


MINERALLAC FLECTRIC COMPANY 
1045 Washington Blvd., Chicago. 


















The above illustrations give a 
good idea of the superior 
points of the FA Floor Boxes. 
The reversible eover with in- 


Reversible ner ring puts this in or out of 


service very quickly. There is 


Cover no additional cover to use; no 


delay in making this available. 


FLOOR A split bushing permits the 


removal of the attachment 


BOXES plug without removing the 


cover. 
Bulletin on the “a products, as well as on the FA 
general line, wt furnished gladly upon request. 


Frank A va 


ELECTRIC COMPANY 


ST.LOUIS 
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Did You Get the Wrong Number? 


Isn't the blame partly yours? You are the lighting expert in your 
town and the lighting equipment in the telephone office is rarely any 
better than you make it. The operator must work rapidly and ac- 


curately and hence if inadequate lighting prevails fatigue follows. 
She needs soft, white, evenly distributed light, free from glare and 
harsh shadows, and of sufficient intensity that every number before 
r this kind of lighting and 


her is readily visible. Dvenzar will give he 
help her to gain speed with accuracy 


The operators of the La Crosse (Wis.) Telephone Company work 
No and eight Junior 
Denzars which the Electric Supply Company of La Crosse installed. 


under adequate lighting furnished by nine 1 


Visit the telephone office in your town and Notice the Lighting 


Equipment. It, too, may need Denzars 


Beardslee Chandelier Mfg. Co. 


231 SO. JEFFERSON ST. 





CHICAGO, ILLINOIS . 






























Who can make as good 
a Lamp as Hygrade ? 


Only a concern which invests adequate 
sums in a modern plant and in a very 
high grade equipment. 


Only a concern which pays the high 
wages necessary to secure unusually ef- 
ficient workers. 


Only a concern willing to maintain an 
exceptionally large number of inspectors 
and a standard of quality higher than 
usual. 


Only a concern whose owners keep on 
the job themselves, instead of delegating 
important work to subordinates. 


Only a concern whose goal is a high 
standard of quality rather than a large 
profit. 


HYGRADE LAMP CO 


GENERAL OFFICE 
AND FACTORY Oi saem Mass 




















<w> WURDACK <> 


SWITCHBOARDS 
PANEL BOARDS 
STEEL CABINETS 
KNIFE SWITCHES 
LET US 





FIGURE 
YOUR 
REQUIREMENTS. 


WM. WURDACK 
ELECTRIC MFG. COMPANY 
ST. LOUIS, MO. 


_— 
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UNIVERSAL 
ESTIMATE 
SHEETS 


They Simplify 
Your Estimating 


Get a Supply 


from 
ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


Formerly National Association of Electrical Contractors 


and Dealers 


15 West 37th St., 
New York 
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Insulated wire and cable for 
every transmission purpose— 
not made to meet a price, but 
with the idea of rendering maxi- 
mum service to the purchaser 
and of reflecting maximum credit 


to the contractor who uses it. 


Safety Insulated 
Wire and Cable Co. 


114 Liberty Street 
N E W YORK 
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-PARANITE 


RUBBER COVERED WIRES AND CABLES 


THE STANDARD FOR THIRTY YEARS 





For all purposes. Inside, Outside, Aerial, 
Underground and Submarine Use. 


IF IT’S P AR ANITE IT’S RIGHT 


INDIANA RUBBER & INSULATED WIRE CO. 
JONESBORO, INDIANA 


New York Representatives: 


The Thomas & Betts Co., 
63 Vesey St. New York City 


Chicago Branch: 


Indiana Rubber & Insulated Wire Co. 
210 So. Desplaines St., Chicago 





























A Simple Time Switch 


Service of time switches costs the dealers money. This 
has been overcome in the Mercury Time Switch by its 
utter simplicity of design and its liquid Mercury con- 
tact which eliminates all friction, arcing and corrosion. 
All parts are easily accessible, as the switch is not 
geared to the clock movement. 





































These exclusive features do away with the trouble 
often experienced by time switch users and make 
Mercury Automatic Time Switches a profitable and 
ready seller. We guarantee the Mercury Time Switch, 
not merely for one year, but for the life of the clock 


movement. It will stand up under all weather condi- 
tions—the supreme test of any time switch. 
« 
—Free Trial— 


We will send a Mercury Automatic Time Switch to 
any reliable electric dealer for FREE trial. 


Order one today. Test it thoroughly and to your 
complete satisfaction. We will gladly send complete 


details of our proposition, liberal discounts, etc. 


Write NOW! 


Mercury Time Switch Co. 


31 East Woodbridge St., Detroit, Michigan 
EASTERN REPRESENTATIVES: 


Manufacturers Distributing Company, 


291 Broadway, New York City, N. Y. 


























*We Manufacture :— 


Rubber Covered Wire—Solid Conductor, 
Stranded Conductor, Flexible Conductor. 
Extra Flexible Conductor. 


Lamp Cords, Reinforced Cords, Hcater 
Cord, Brewery Cord, Canvasite Cord, Packing- 
house Cord. 


Deck Cable, Stage Cable, Border Light 
Cable, Flexible Armored Cable. 


Elevator Lighting Cable, Elevator Operating 
Cable, Elevator Annunciator Cable. 

Switchboard Cables, Telephone Wire, 
Flameproof Wires and Cables, Railway Signal 
Wires, High Voltage Wires and Cables. 

Automobile Ignition Cables, Automobile 
Lighting Cables, Automobile Starting Cables, 
Automobile Charging Cables. 


Moving Picture Machine Cable. 


Boston Insulated Wire & Cable Co. 


Main Office and Factory: 
Dorchester District 
Boston, Mass. 
Canadian Branch 
Office and Factory: 
Hamilton, Ont. 


0 ——________==—ES_S=S==== 
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“Buy Electrical Supplies from Electrical Supply Jobbers” 


QUICK REFERENCE LIST for the Convenient Use of Contractor-Dealers, in which Electrical 
Supply Jobbers in various Sections invite Your Patronage 








American Electrical Supply Company 
955 WASHINGTON BLVD., 


Chicago 


A jobbing distributor which conducts its busi- 
ness with a full realization of its responsibilities to 
other branches as well as its own branch of the 


electrical industry. 


SOUTHERN ELECTRIC COMPANY 
Electrical Supplies 
Residence Lighting Fixtures 
3 STOCKS: 

Baltimore, Md. 


Norfolk, Va. Richmond, Va. 











VER Forty Years of Constant Obser- 
vation and Study of Your Require. 
ments in Electrical Supplies. 


National Electrical Supply Company 


DISTRIBUTORS—JOBBERS 
1328-30 New York Ave., Washington, D. C. 


More than 100,000 Square Feet of Floor Space. 
Large Stock. Prompt Shipments. 
QUALITY! SERVICE! 


Insulated Wire and Cable for every trans- 
mission purpose—not made to meet a 
price, but with the idea of rendering maxi- 
mum service to the purchaser and of re- 
flecting maximum credit to the contractor 


who uses it. 


SAFETY INSULATED WIRE & CABLE CO. 
114 LIBERTY STREET NEW YORK CITY 








For Service— 


RUMSEY ELECTRIC COMPANY 


1007 ARCH ST., PHILADELPHIA 


Distributors 


Electric Supplies and Machinery 





SUBSCRIBE FOR THIS MAGAZINE TO- 
DAY AND RECEIVE THE REPORTS 
OF ASSOCIATION ACTIVITIES 


IN EVERY ISSUE 
Published Monthly. $2.00 a Year. 


NATIONAL ELECTRAGIST 
15 West 37th Street, New York City 








LARGE STOCK PROMPT SHIPMENT 


Oldest and Largest Electrical 
Supply Jobbers in New Jersey 


Newark Electrical Supply Co. 


“The House of Quick Service” 


223 Market Street Newark, N. J. 





Yours for Co-operation 


Brooklyn Electrical Supply Co. 
56 Myrtle Ave., Brooklyn, N. Y. 








25 YEARS’ RELIABLE SERVICE— 

Complete Stocks, High Grade Electrical Supplies, 
1LX.L. Rubber Covered and W.P. Wires, Bryant, 
Hubbell and Arrow E Specialties, Unilet Conduit Fit- 
tings, Edison Mazda Lamps, Manning Bowman Heat- 
ing Devices, Crystal and Rotapex Washing Machines, 
Sweeper-Vac and Apex Cleaners, Capitol Ironers, 
Gould Storage Batteries, Radio Supplies, etc. 


DOUBLEDAY-HILL ELECTRIC Co. 


WHOLESALE 


Pittsburgh, Pa. Washington, D. C. 














Deal with a jobber that has always recognized the 
electrical contractor and where you can depend 
upon 


HIGHEST GRADE OF ELECTRICAL 
MATERIALS 


Right Prices and Immediate Delivery 


Baltimore Electrical Supply Co. 


BALTIMORE, MD. 
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Where to Purchase Lighting Fixtures 


READY REFERENCE LIST of Lighting Fixture Manufacturers for the convenience 
of Electrical Contractor-Dealers. 








We would like to show you how easy it 
is to get the profits from the industrial 
lighting field and how easy it is to keep 
them coming your way. Write our near- 


est district office or direct. 


WESTINGHOUSE ELECTRIC & MFG. CO 
George Cutter Works, South Bend, Ind. 





DESIGNERS 
and 
MANUFACTURERS 
of 


LIGHTING FIXTURES 


ARTISTIC LIGHTING FIXTURE CORP. 


21-5 East Houston St. 
New York City 





Display Rooms 
136 Bowery 








MORE SALES 


—IF YOU SPECIFY—— 


X-Ray Reflectors 


——FOR——_ 


Show Window Lighting 


NATIONAL X-RAY REFLECTOR COMPANY 
CHICAGO 


NEW YORK SAN FRANCISCO 


Shapiro & Aronson, Inc. 


Lighting Fixture Manufacturers 


Build your business with S. & A. 
Standardized Lighting Fixtures in 
Standardized Finishes. They com- 
bine the “made-to-order” look 
with prices rivaling those offered 
on ordinary “ready-made” fixtures. 
20 Warren Street, 





DESIGN CaTENT 


New York City 














Intelligent supervision and infinite care give 


us confidence to say of Hygrade: 


“YOU CANNOT BUY A BETTER LAMP.” 


HYGRADE LAMP CO. 


General Office and Factory, 


SALEM, MASSACHUSETTS 


There are hundreds of opportunities for the 
installation of Beardslee lighting fixtures in pri- 
vat2 houses, apartment houses, offices, banks, 
factories, hospitals, schools and other institu- 
tions right in your own cily. 

WRITE FOR CATALOGS AND SALES HELPS 


Beardsice Chandelizr Mfg. Co. 
Chicago, Ill. 


231 So. Jefferson Ctreet, 














Our aim is to distribute only Quality Electric 
Products and we are ready to serve your re- 


quirements for the New Year. 


THE PHILADELPHIA ELECTRIC 
COMPANY SUFPLY DEPARTMENT 


~ 


130-1352 Se. Eleventh St., Philadelphia, Pa 












A complete line of 

—- Adjustable Electric 
’ Brackets Portables and Metal Shades 

VEKDELITE PORTABLES 
Catalog No. 27. 

Prompt shipments from a complete 
stock of Original, Artistic ani Ecoromi- 
cal Fixture Trimmings. Gas Electric and 
Combination Bracs Fittings, Stampings, Spinnings,. Cast- 
invs and Parts for Fixture Manufacturers and Dealers. 
Catalog No. 26. 


FARIES MANUFACTURING COMPANY 


DECATUR ILLINOIS 











You SHOULD Use 
Universal Estimate Sheets 


They Simplify Your Estimating 
SUPPLIED BY 
ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors 


and Dealers. 


15 West 37th Street, 


New York 





—— 

















I. P. FRINK 


Incorporated 


REFLECTORS 

DESIGNERS AND MANUFACTURERS OF 
SCIENTIFIC AND ARTISTIC LIGHTING SPECIALTIES 

24th Street and 10th Avenue, New York, N. Y. 
Chicago, IIl., 
Monadnock Bldg. 
Boston, Mass., 
161 Summer St. 
Detroit, Mich., 
325 State St. 


San Francisco, Cal., Philadelphia, Pa., 
77 O'Farrell St. Franklin Trust Bldg 
Cleveland, Ohio, Cincinnati, Ohio, 
336 The Arcade 17 Greenwood Bldg. 
Seattle, Wash., Louisville, Ky., 

609 Seaboard Bldg. 415 W. Main St. 
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SWITCH BOARDS 
PANEL BOARDS 
FUSE REDUCERS 


MADE BY MEN WHO KNOW YOUR 
CONSTRUCTION PROBLEMS 


SEND US YOUR INQUIRIES 


THE Fame [crcrmrcat RopucTs CO. 


PLAINVILLE, CONN. 














Buy Conduit Fittings by this | 
mark. They are better than 


— 


others and cost no more. 


S. R. FRALICK & COMPANY 


15 SOUTH CLINTON STREET CHICAGO 














































Americore 


RUBBER-COVERED 


Wire 


for interior wiring 
All sizes and voltages. 


Thoroughly reliable. Safe. 
Underwriters’ inspection and endorsement 
Illustrated catalogue—tree 


American Steel &@ Wire 


CHICAGO ‘ Company 











ATLANTIC | 
Insulated Wires 


Atlantic Insulation is notable 
for its dependability and maxi- 
mum service. 
DOLPHIN, Code; TRITON, 
High Grade; and NEPTUNE, 
Extra High Grade, are three widely known and exten- 
sively used Atlantic Wires. 

If you want to build or hold a reputation for quality 
work, see that “Atlantic” goes in the job. 

Price lists and discounts upon request. 


ATLANTIC 
Insulated Wire & Cable Company 


New York, N. Y. Factory: 
52 Vanderbilt Avenue. Stamford, Conn. 
District Sales Office—419 Perry Bldg., Philadelphia, Penn. 




















NEGTICUT 


APARTMENT HOUSE TELEPHONES 


Standard or Cordless 
Types. 





With or without letter 
Individual 


telephones for apart- 


box units. 


ments, tradesmen, etc. 
Ask for Catalogue 29.B 


Telephone Specialists. for over 
28 years. 


Wy CONNECTICUT ceteris COMPANY fi 
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AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 
Seattle 


Toronto 


Los Angeles 
San Francisco 


Boston 
Chicago 























AGER’S 


Trade Mark Registered 


SOLDERING = 
SALTS |@aanie 


Buy it of your Jobber in % Ib., 1 Ib., 
and 5 lb. Blue and White Enameled 


Cans. Write for prices. 


ALEX R. BENSON CO., Inc. 
HUDSON, N. Y. 





























i 








‘DETROIT 


RUBBER COVERED 


WIRES 











Rubber Insulated Wires and Cables 


FOR EVERY ELECTRICAL PURPOSE 
DETROIT INSULATED WIRE CO. 


DETROIT. MICH. 


— —— — 





—_———————— 
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We beg to announce that we are NOW in a position to supply 
ENAMELED MAGNET WIRE 


of the highest grade in sizes ranging from No. 7 to No. 38 B. & S. Ga. 
We would appreciate a trial order. 





We also manufacture Weatherproof, Slow Burning, Annunciator, Office and Magnet Wires and Cables 
and Stranded Antenna Wire 


ACME, EUREKA, AND WIZARD IRON AND WOOD BOX BELLS AND BUZZERS 
Annunciators and Push Buttons “Daisy’’ Floor Treads 


The Ansonia Electrical Company, Ansonia, Conn., U. S. A. 
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Dollars to Doughnuts You Can Save Money! 


Green greenbacks against doughy doughnuts and we win! 


E-Z 101 enabled a local contractor to wire a 10-room house with 
a 3-hour saving over the old method. That saving of labor paid for 
the necessary supports, paid him $1.00 profit, and gave him three 
hours to devote to another job. 





A little pull telescopes the support into place—four nails install 
it—a turn of the screwdriver fastens the box—place your conduit and 
you’re ready for the fixture. 


We also make 102 which is the same as 101 with the exception 
that it is designed for knob and tube, having a loomholder, lath rest 
and % inch male thread for fixture. Write your jobber for folder 





and discounts. 
TUCKER MANUFACTURING CO. 
THIS IS E-Z BOX SUPPORT NO. 101 Manufacturers Labor Saving Devices 
The biggest little labor saver in the market. 29 North Water Street, Rochester, 3. ¥. 
aug eg NT 
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Every Thing from Generator to Lamp 


H. C. ROBERTS ELECTRIC SUPPLY CO. 


Cor. W. Water and N. Franklin Streets, 
PHILADELPHIA, PA. SYRACUSE, N. Y. 


1101-5 Race Street 806 Twelfth Street, N. W. 


WASHINGTON, D. C. 
ELECTRICAL SUPPLIES AUTOMOTIVE meesdened 
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Advertising by Radiophone 
There is nothing brand new about advertising by radio. 
In fact some bright mind conceived the idea almost the 
Many 


stations are regularly furnishing this kind of service and 


instant broadcasting started a little over a year ago. 


the matter that is broadcast advertising the various mer- 
chandise is generally censored by the broadcasting station 
to keep the general tone of the material on a high plane. 
There is considerable doubt whether the public cares for 
also considerable doubt 


this sort of thing. There is 


whether it cares for billboard advertising. In the one case 
the natural scenery is certainly not improved and in the 
other the listener is forced either to listen to the advertising 
talk or to pull the switch. When radio was brand new and 
anovelty people would listen to anything, marvelling that 
speech could be thrown across the land without wires. Now 
itdoes not marvel so much and is more critical. 

With the increasing number of broadcasting stations, in- 
terference, etc., it is enough that a jazz band and a lecture 
on household economy should be bumping into each other 
without the introduction of advertising matter. Publication 
advertising has this advantage to the reader, that if it is not 
attractive, he can turn over the page. Nobody has yet in- 
vented a device that will turn over the page of time to reach 
the end of the advertising talk. 

We cannot look with favor on this idea which is clearly 


an interference with a public utility. 


When Winter Comes 

While this is being written, the earth’s surface in the 
vicinity of New York City is covered over with nearly a 
foot of snow. Upstate reports indicate that some rural sec- 
tions are snowed in up to depths of 10 and 12 feet. Farmers 
and those living outside of the town have been snowed in 
for weeks and only warm spring weather will release the 
prisoners of nature. 

Through all this comes the news that the radio phone is 
serving the farmers right through everything. They are 


getting the news, the market reports and various forms of 
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entertainment. Radio has made possible this partial eman- 


cipation from periodic stoppages of traffic. Doubtless 


thousands of farmers in these districts who have not al- 
ready equipped their places with receiving sets will get busy 
as soon as the winter breaks up. Electragists in rural dis- 


tricts can use this material as sales ammunition. 


Let All Lend a Hand 
The subject of broadcasting interference still continues 
to be a very important topic of conversation with the radio 
fan and the trade in general. What interests the radio user 
also interests the trade. The two interests are inseparable. 
It has been suggested that there be fewer broadcasting 
stations and better 


programs. Perhaps this may be a 


remedy. Perhaps not. At any rate, there is no doubt but 
that there are getting to be too many powerful broadcast- 
ing stations concentrated in densely populated areas and 
the conflict of programs brought in on the more modest re- 
ceiving sets makes enjoyment of the program impossible. 
While it is entirely possible to obtain receiving sets with 
enough selectivity to tune out those stations not desired, yet 
the fact remains that sets which will successfully accomplish 
this are usually of the more expensive type and available 


The 


great majority of radio receiving sets are in the $25.00 or 


to only a small proportion of the radio audience. 


under class with crystal detectors and a receiving range of 
from 15 to 30 miles. It is to this class of people that radio 
holds the great bulk of interest and the broadcasting must 
be made to meet their needs. Many of these small sets are 
of the home made variety, and as the gallery is the real sup- 
porting spirit to the theatre, so the crystal set fans are the 
dyed-in-the-wool enthusiasts of the radio industry. 

Perhaps the extension of the wave length range will help. 
Certainly the small difference between 360 and 400 meters 
does no more than modify the fog. Unless the owner of 
the small set can be assured of uninterrupted reception, the 
interest in radio must of necessity lag. The business has 
grown to too great proportions to permit anything as serious 


as this to happen. 
































































Getting the Youngsters Interested in Radio 


Large Bulk of Sales Are Made Directly or 
Indirectly Through the Younger Generation 


It is probably safe to Say that the 
mature radio fans 


were precipitated into the world of 


large majority of 


radio interest through the youngsters. 
Harry or Edith had ig 
from schoolmates of the wonders and 


been hearir 
pleasures of radio and what is more 
than to ask dad to 
And being desirous 


for them 
buy them a set? 


natural 


of pleasing the youngsters, a set is 
purchased. Then comes the problem of 
setting it up and dad has to read the 
instructions, maybe buy a book or a 
magazine on radio and then the radio 
bug gets him. For a while it is likely 
that Harry and Edith do most of the 
looking on and dad does most of the 
listening and tinkering. Then he aims 
higher—wants to get more distant sta- 
tions—then he’s off. 

Another radio fan added to the al- 
ready great army. 

There are children growing up every 
day and so every day there is an op- 
portunity to interest more people in 
To 
radio is therefore a means of profit 
to the radio dealer and much of his 
merchandising built 
Selling to children, 


radio. interest these children in 


plans can be 
around this idea. 
or rather selling through them is al- 
together a different problem from sell- 
ing to mature people. 

Children seldom read newspaper and 
other forms of advertising that is gen- 
erally relied upon to bring business 
the 
reached through the ordinary channels 


into store. Neither can they be 

of salesmanship through the purchase 

of some other article in the store. 
They 


ways and here are some of the ways. 


must be interested in other 

The schools offer a splendid oppor- 
tunity for the introduction of the radio 
interest. This does not mean that you 
can go into a school and start to sell 
outfits. In the first place, no 


school official would permit it and in 


radio 


the second place it would not be ethical 
to do it. 
out in a different way. 


But the idea can be worked 
Many schools 
have manual training departments and 
it would not be difficult to arrange to 
supply plans and materials for the 
construction of simple sets. The out- 
lay for this sort of a plan would not 
be large and the interest created would 
result in the sale of much radio material 
equipment in the 


and community, 
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While not so difficult to arrange this in 
a small town, the red tape to be gone 
through in getting the necessary per- 
mission in a large city might be out 
of the question. It has been done in 
some places and there is no harm in 
trying to do it in many more places. 

Sometimes it is possible to deliver 
lectures or read papers on radio either 
in the regular school sessions or after 
school. In many cities there are night 
schools, technical training schools, etc., 
and certainly radio would work into 
the thing somehow or other. 

Another great possibility is through 
the Boy Scouts. In many localities, 
the boys are already drilled in the 
fundamentals of radio and are using it 
It is quite often 
possible to lend or give equipment for 


in their scout work. 


this work or even to supply it at re- 
duced prices if purchased under cer- 
tain conditions that may be made to 
By all means the 
codperation of the scoutmaster is to 


suit circumstances. 


be desired and can generally be se- 
cured, 
not confined to 
boys alone and there is no reason to 
neglect the Camp Fire girls. 
tically the same plan can be worked out 
for them but the radio instruction is 
not part of the training and would 
have to be introduced more on its en- 
tertainment merits than anything else. 
Radio either of 
boys, men or both are great sources 


Radio interest is 


Prac- 


clubs consisting 
of future sales and the active interest 
in the radio club puts the radio deal- 
er in direct personal and social touch 
with a good many of the live wire radio 
As a matter 
of fact it is generally the more ad- 
vanced students of the art that belong 
to these clubs and attend the meetings 
and therefore their custom is really 
more to be desired on that account be- 


fans in the community. 


cause their purchases are more likely 
to be heavier than those of the mere 
beginners. 

Exhibits to attract boys mtust be 
worked out differently. Most boys at a 
certain age like to make things for 
themselves. Capital can be made of 
this fact in arranging the window dis- 
play. Where the display is arranged 
to attract the youthful eye, it should 
include a cordial invitation to 
into the store without any obligation 


come 


to buy. Most boys do not carry q 
generous supply of funds and selling 
must be conducted second hand. fp 
other words the boy must be impressed 
and it will have to be left to him to be 
the salesman to his father or mother. 
In order that he may do this, it jg 
necessary that he thoroughly under. 
stand what he and 
have. 


wants what 


you 

Much can be done in the way of 
drawings and _ illustrations to attract 
the youthful mind. Letters, literature 
and invitations can be worked up, all 
with the idea of interesting the young. 
ster. 

With the boy or girl interested jn 
radio, the whole family begins to take 
an interest in it and if you can get one 
little friend in the family, you can be 
sure that the rest of the family will 
come to your counter. 

Other industries have found it neces. 
sary to interest the youth of the land, 
Many of them ignored the youngsters 
to their own loss, but finally woke up 
to the fact that the enthusiasm of youth 
is a wonderful sales force to the elders. 





Digests Questionnaire 


Better programs and fewer broad. 
casting stations were the demands voiced 
by thousands of radio fans in all parts 
of the country in answer to a question- 
naire sent out by the National Radio 
Chamber of Commerce, it was an- 
nounced recently. The questionnaire 
was designed to learn what improve- 
ments were necessary to further extend 
the industry. 

At headquarters in New York it was 
stated that radio users are becoming 
more and more impatient with the con- 
flict between professional and amateur 
sending stations. The novelty having 
gone from wireless, patrons now are 
demanding first class service in every 
respect, especially since it is becoming 
recognized that they themselves are pay- 
ing for programs in one way or al- 
other. 

According to heads of the Radio 
Chamber of Commerce, immediate limi- 
tation in the number of sending stations 
will have beneficial results in 
way. 


every 
+ Conflicting programs will be 
avoided and the money expended for 
the services of indifferent artists can be 
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combined to hire talent of the highest 
orade. 


States totals approximately 570, it was 
said. 


tions a range of 100 miles, seventy- 


Data covering 340 of the broad- three of 200 miles, forty-three of 300 











For the greatest economy in broad- 
casting, the range will have to be ex- 
tended to the greatest possible extent 
and intermediate stations eliminated. 

The number of radiophone sets _li- 
censed by the Department of Commerce 
for transmitting purposes in the United 


a range of fifty miles, 


casting stations has been gathered by 
the chamber in a study of transmitting 


range. 


Result of Broadcasting Study 


It was found that forty stations have 
sixty-nine sta- 


miles, eight of 400 miles, sixty-nine of 


500 miles, eight of 700 miles, seventeen 
of 1,000 miles, 


nineteen of 1,500 miles, 
and two of 2,000 miles. 

The weighted mean transmitting range 
of all stations in the 
United States was given as 368 miles. 


broadcasting 


KDKA Has a New Studio 


Station Set Up at Westinghouse Factory, One 


Mile Itself 


This is the pioneer broadcasting 
station of the country, having started 
operations on November 2, 1920. Pro- 
grams have been put on the air regu- 
larly ever since and reports indicate 
that the programs have been heard in 
every state in the Union and recently 
word was received from a_ wireless 
operator on a ship 1,500 miles off the 
Pacific coast that the music had been 
picked up. This is over 4,000 miles 
away. 

Recently a new studio was fitted up 
at the main entrance of the Westing- 
house factory at East Pittsburgh, one 
mile from the actual broadcasting sta- 
tion, a direct wire connection being 
used. The studio is operated by re- 
mote control. 

Remote control of the broadcasting 
station means that the studio operator 
turns the broadcasting apparatus on and 
of from the studio when the actual 
program starts and this feature elimi- 
nates any delay between numbers on 
the program. 

When KDKA was first started, the 
broadcasting studio was located next to 
the broadcasting apparatus and the sta- 
tion operator made all connections be- 
tween the studio This 
meant that the studio operator in at- 
tendance would have to first signal the 
station operator to turn on the broad- 
casting apparatus and then give the 
signal to the artist to start, at the same 


and station. 


time throwing the microphone, or pick- 
up, switch. Owing to this method of 
dual control, which is still in force at 
all the broadcasting studios, there were 
unavoidable delays between pieces ow- 
ing to the difficulty in synchronizing 
the work of the studio and station opera- 
tors. 

With the remote control method in 
Which everything is controlled from 
the studio, these delays will be entire- 
ly eliminated and there will be broad- 





From the 


Broadcasting Plant 


casted a smoother program which will 
be run off in the manner in which 
vaudeville acts follow one another on 
the bill. 

In building the new studio, all the 
refinement in wiring and controls and 
absolute deadening of all echoes were 
incorporated. Echoing or re-echoing 
in a broadcasting studio will kill a 
concert quicker than any other thing 
because the microphone picks up these 
additional vibrations and imposes them 
on the ones being sent out with the 
result that there is a continual jarring 
and crashing. 

When KDKA’s first studio was built, 
there was absolutely no precedent to 
go by in the matter of killing musical 
vibrations in the room. It was finally 
decided that the best method of kill- 
ing these vibrations which ordinarily 
resound off the sides and ceiling of the 
room in which music is played was by 





draping the entire room with loose bur- 
lap, which has a tendency to absorb 
these vibrations when draped in loose 
folds on the walls and ceilings. The 
arrangement of the burlap, when first 
tried at KDKA, was an experiment 
which had not been tried previously 
but which, it was hoped, would prove 
efficacious. That it did work and was 
successful is attested to by the fact that 
there is not a large broadcasting sta- 
tion in the country which has not fol- 
lowed KDKA’s lead in draping the 
walls of its studio with burlap to ab- 
sorb resounding vibrations. 

The new studio has this monk cloth 
draping carefully arranged on its walls 
and drawn across the ceiling. Due to 


the folds and the fact that in the cen- 
ter of the ceiling there is an orange 
silken draping, the ceiling has a ten- 
dency to resemble a large rosette with a 
background. 


Naturally all 


swirling 


The New Studio at Station KDKA, Pittsburgh, Pa., Which is Operated Through Remote 


Control From a Distance of One Mile 


are dead. As an illustra- 


“dead” the studio is, it is 


vibrations 
tion of how 
only necessary to clap the hands step- 
ping into the thickly carpeted floor. 
Ordinarily there is a sharp crack no- 


ticed when striking the palms of the 


hands together in a room which seems 
the but 


which in reality is a resounding vibra- 


to come directly from hands 
tion engendered when the original vi- 
bration hit the walls and rebounded. 
In the KDKA studio clapping of the 
hands results in a soft “plop” due to 
the wall draping and the consequent 
deadening of these vibrations. 

There are not innovations in 
the 
porated in the whole structure the best 


many 


new studio, there being incor- 
results of the many experiments made 
in the original studio. There are no 
protruding stands under which is in- 
stalled an amplifier to distract the ar- 
tists’ attention nor is other paraphenalia 
which may in any way suggest the elec- 
trical connections or switches incident- 
Just a 
switches 


al to broadcasting. few wall 


plugs and appropriately 


marked, the piano, and the microphone 
The 


room has been designated so that it has 


stand are in the studio. whole 
a soft atmosphere conductive to the 
best efforts of the singers, musicians 
or speakers. 

Just 


reception room in which those people 


outside the studio, there is a 
on the program will await their “cues.” 
This room, too, has an exceedingly 
restful atmosphere which, the radio 
engineering department and broadcast- 
ing officials hope will assist the ar- 
tists in better work. 

The new studio has been designed 
with the idea of giving every advan- 
tage to the people who broadcast from 
KDKA. From tests already made, won- 
derful results are to be expected and 
there are indications that KDKA, the 
“pioneer station,” will make some new 
records. 


Cannot Show Appreciation 


One of the recently created methods 
of livening up programs of broadcast- 
ing stations-is due for an early death, if 
the order of the Department of Com- 
merce is carried out. Many stations in 
order to create a bond of closer rela- 
their and 
listeners-in have been in the habit of 
asking for criticisms of their programs 
by telephone and telegraph, and these 


tions between personnel 


criticisms as soon as received were ac- 


This 


knowledged over the radiophone. 
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simple act, according to the ruling 


powers of radio, constitutes two-way 
communication and is not permitted un- 
der the terms of the licenses issued to 
broadcasting stations. 

This ruling removes one of the few 
possible methods of applauding artists. 
The other and method, 


more common 


that of requesting letters from those 
who have enjoyed the number, is less 
satisfactory, since the listener may not 
find time to write and send the letter 
until many days have elapsed. By the 
time the communication is received and 
forwarded to the artist the enthusiasm 
under which the program was delivered 
has died away. 

From another angle the ruling is a 
the 
listeners is not particularly interested to 


sood one, since great body of 
know how some unknown person miles 
away is enjoying the numbers. From 
this viewpoint the custom cannot be 
conceived as being anything other than 


two-way communication. 


WJZ Opens New Studio 


Broadcasting station WJZ, Newark, 
N. J., has moved its studio to the Wal- 


dorf-Astoria Hotel, Fifth Avenue and 
Thirty-Fourth Street, New York. The 
opening night was February 5. The 


actual transmission apparatus is. still 
Newark and a wire connec- 
tion is made from the Waldorf to New- 
ark, another wire connecting it from 


located in 


St. Thomas’s Church from which serv- 
ices are broadcasted every Sunday. 

It is understood that this move is 
made preparatory to the moving of the 
entire equipment to the Aeolian Build- 
ing on Forty-Second Street where an an- 
tenna is now in course of construction. 
The location of the studio in New York 
simplifies the matter of securing artists 
and others whose duties are normally 
in New York. On ane or two occasions 
in the past the programs have been de- 
layed through the non-arrival of the 
talent. 


Wins Prize Radio 

Official announcement has been re- 
ceived that the Louis D. Rubin Electrical 
Company, Charleston, S. C., has won a 
magnificent radio receiving set, valued 
at $725.00, offered as first prize in a 
window decorating contest conducted by 
the Manhattan Electrical Supply Com- 
pany. The contest was nationwide, and 
several thousand contestants 


were en- 


tered, it is reported. 










Announcement as to the results of the 
contest were made in a full page adver. 
tisement in the Saturday Evening Pog 
of February 24. 























































The apparatus won by the electragig 
is of the cabinet type, with a complet 
radio receiver, designed and manufa. 
tured by the Colin B. Kennedy Con. 
pany, of San Francisco. The cabinet js 
walnut and stands 58 inches high, and 
is of a handsome design. The receiving 
set is regenerative, having an effective 
range from 175 to 25,000 meters, and it 
will receive even from European sta. 
tions. Contained within the cabinet are 
all batteries, and a most efficient loud 
speaker. 

This makes the third time that the 
Louis D. Rubin Electrical Company has 
won first prize in nationwide contests 
Last fall it won a Ford 
roaster in a lamp contest, and two years 


of this sort. 


ago won a large Citrola in a similar 


contest. 


Be Careful What You Say 


If you ever have the honor to be 
asked to speak over the radio, weigh 
well words in advance. Some 
Western official who got very enthusias- 
tic over his first invitation to speak to 
the innocent looking transmitter invited 
listeners to wire him at his own expense 
if they heard him. Quite a substan. 
tial portion of the population of the 
United States, Honolulu, Japan, Eng. 
land, Australia and some assorted odd 
nations immediately rushed to the near- 
est telegraph office and sent nice long | 
telegrams at straight rates COLLECT. 
After paying something over $3,000 


your 


in the next two or three hours, the 
oficial called a halt and refused to 





accept any more telegrams, cables or 
wireless messages. 

There are just a few people listen- 
ing to what you say. If you don’t be 
lieve it try the above stunt, but be sure 
to have your pocketbook well lined 
before you do it. 


Standing the Test 

Obstacles are the testers of our mat- 
hood. Without them we would not be 
required to think, plan, scheme, invent 
and work with the same determination 
to win which sweeps aside the many ob- 
stacles placed in our path on the road 
to success. 


Green Clerk—“Naw! ° You cant 
have a battery charged here. We do 


a strictly cash business.” 
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DISTRIBUTOR ($6) PRODUCTS 






Spring 


this vear means build- 
ing activity. 





To benefit by this, buy 
reputiable materials, 
and order them early. 


—Use G. E. Products— 





THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPT. 
130-132 South Eleventh Street 
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Dossert Lugs 


When we say SOLDERLESS we mean by that 


the Dossert Tapered Sleeve principle of solderless 
connection, 
The 15th Year Book illustrates and describes the 


various units that make up the line together with 
full data on use. 


Write for a copy. 




















242 West 41st St. 
FREE New York, N. Y. 


Dossert & Co. 




















Let us tell you how we do it. 


12 FOREST STREET 








WE SELL THESE GOODS 
TO YOUR CUSTOMER 


But we need a place where he can secure them quickly. 








Write for our proposition 


QUEENS RADIO COMPANY, Inc. 
WINFIELD, L. I. 
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NATIONAL ELECTRAGIST 





No. 14 SQUARE TINNED 


COPPER WIRE 


ne IN 2-FOOT LENGTHS AND 
PACKED IN BUNDLES OF 100 


MEET THE GROWING 
DEMAND FOR THIS MOST 
POPULAR RADIO WIRE 


Immediate Delivery 
and Attractive Prices 


WRITE, WIRE OR PHONE ORDERS 


(Samples Sent Upon Request) 


Broun Radio Company 


552 7th Avenue, New York City 











JOS. M. ZAMOISKI COMPANY 
The Electrifiers 


Radio Building, Baltimore, Md. 
—DISTRIBUTORS— 

Radio Corp. of America Clapp-Eastham Co. 

Colin B. Kennedy Co. DeForest Radio T. & T. Co. 

Wm. J. Murdock Co. Chelsea Radio Co. 

Acme Apparatus Co Burgess Battery Co. 

Atwater Kent Mig. Co Remler Radio Mfg. Co. 

Nathaniel Baldwin, Inc. Adams-Morgan Co. “Paragon” 

C. Brandes, Inc Dayton Fan & Motor Co. 


PROMPT DELIVERIES 











RADIO FOR SALE 


Two or threz beautiful receiving sets of vari- 
ous qualities at ONE-HALF of the list price. 


Anyone desiring a radio set that is efficient, 





compact and beautiful at the same time, will 
please address BOX L, care of NATIONAL 
ELECTRAGIST, 15 West 37th Street, New 
York City. 











Radio Makes Flying Safer 


A modern airplane is fairly safe as long as the pilot can 
see the ground, but with the ground hidden by mist it is a 
very dangerous predicament, the Commerce Department’s 
Bureau of Standards points out in relation of a new airplane 
altimeter being developed by the Bureau. 

It cannot stay up in the air indefinitely, and when it 
tries to land it is quite likely to come in sight of the ground 
so quickly that there is no time to turn. Moreover, the 
pilot, out of sight of earth, has no way of telling where 
he is. He knows his own speed with relation to the air but 
cannot tell the direction or velocity of the wind which may 
be an appreciable fraction of his own speed. 

Recent inventions have done much to eliminate this 
hazard, and thanks largely to them the pilots of the U. §, 
Mail Service make regular trips in all sorts of weather and 
land safely at their destinations. 

Chief of these is the radio compass. With this device 
it is possible for the pilot to tell the direction of any station 
sending signals and to steer towards it. He has thus elimi- 
nated the danger of getting lost, and as long as there is a 
space of clear air under the clouds he can get down safely. 

When, however, the earth is blanketed in fog the pilot 
must know not only the direction he is to go but also his 
altitude relative to the landing field, and for this he must 
rely on his altimeter. 

Now, an altimeter is nothing more than an aneroid 
barometer with a scale of altitudes, and like any other 
barometer it changes not only with the altitude but with the 
weather as well, and it gets these two things inextricably 
mixed. A change in weather may change its readings by an 
amount corresponding to a hundred feet or more in alti- 
tude—a serious error in a fog. 

This difficulty is largely eliminated in airplanes equipped 
with radio by a new altimeter being developed at the Bureau 
of Standards. This instrument has the usual fixed scale, 
and it also has a movable scale the zero of which can be 
set at any point of the fixed scale. In approaching a land- 
ing field the pilot gets, by radio, the barometer reading at 
the field and sets the zero of his movable scale to that read- 
ing on the fixed scale. His altimeter will then tell him ac- 
curately how high he is above the landing field and will 
enable him to get down safely even in a fairly thick fog. 

When airplanes become more numerous it will not even 
be necessary for the pilot to have a radio sending station 
on board in order to take advantage of these inventions. 
The radio compass itself is merely a special form of re- 
ceiving set but little heavier than an amateur set; and this 
can be used for getting the barometer reading, which could 
be broadcasted at regular intervals in weather when it was 
likely to be needed. 


Micaphone Diaphragms 

The use of mica for sound reproduction is not new, being 
largely used in phonographs. It is now being applied to 
radio phone receivers by the Radio Mica Products Com- 
pany, 156 East 43rd Street, New York City. The dia- 
phragms are made of a special mica, turned and drilled to 
size and with a carefully proportioned armature made of 
iron that has no residual magnetism. 

The diaphragms are made to fit all standard phones and 
are installed by simply slipping out the iron disks and in- 
serting the mica disks. The price is $2 per pair. Spacer 
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Ravio SERVICE SUPPLEMEN? 
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G-E il Varnished 
Tubing — Knots without 
cracking 


G-E Flexible 
Varnished Tubing 















A Quality Product aes 
for Radio Wiring "Finite Versisbed. 


Tubing 

Wiring in radio receiving sets should be covered with a good, Covers 

° P ‘ ° ° Insid B & S Gauge 
flexible insulation. Professionally made sets of the highest Seeciition (Bare) Wire 
class are being insulated with G-E Flexible Varnished Tubing. 1/32” 440 to 21 incl. 

; , hele ee . : 1/16” 20 to 15 incl. 
This G-E tubing (or “spaghetti’’) is of high quality, very 3 /32” ee yr 
durable, moisture repellant and so flexible that it can be tied in 1/8” 10 and 9 
a tight knot without cracking. 5 /32” 8 and 7 

3/16” 6 and 5 

Dealers in radio material who sell ‘‘spaghetti’’ for home-made pf : 
sets, or manufacturers who buy for their own product, should . 
demand G-E tubing, because of its high mechanical and Furnished in 2-ft.lengths 


4 Colors: Red, Green, 
Black, Yellow. Remains 
soft and flexible indefi- 
nitely. 


dielectric strength and uniform quality. 


A standard product (used in larger sizes for telegraph and 
telephone work, motor insulation and similar purposes) G-E 
Flexible Varnished Tubing, through standardized, quantity 
manufacture, can be sold at an extremely reasonable figure. 











The General Electric Company 


. 5 also makes a full line of insulat- 
Ask your G-E distributor ing materials for every kind of 
for prices, discounts and literature electrical apparatus. 


General Electric Company 
Merchandise Dept., Bridgeport, Conn. 


nsulations 


memory | RRS kA RAR NS RT 
Use them when you build- demand them for repairs 


48G-1 
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Why Use Storage Batteries ? 


WHEN YOU CAN OBTAIN THE 
SAME GOOD RESULTS WITH A 


1, VOLT DRY CELL 


The Ideal Socket 
N 





BRU No. 5—Pat. Pend. 


BRU NO. 5 SOCKET, 75 Cents 
Write for good dealers discounts 


BRUNO RADIO CORPORATION 


152 W. 14TH STREET, 


The BRU No. 5—Mould- 
ed Bakelite Socket is de- 
signed to accommodate 
the WD-1|1 tube and it 
is unaffected by heat, 
weather and is unbreak- 


able. 


Springs are of Phoaphor 
Bronze, and the special 
“cupped” design insures a 
firm contact so essential in 


Radio Work. 


NEW YORK 





















60 Cents list is the price of our 


STA-PUT 


(FORMERLY HOLD.TITE) 


RADIO PLUG 


Neat 
Simple 


Practical 


Positive contact 


Takes any tip 


Fits any standard jack 


No tools necessary to connect 


Martin Copeland Co. 


Providence, R. I. 


Manufacturers of the incomparable 


SHUR-GRIP PLUG 
And Other QUALITY RADIO PRODUCTS 




















*“LECTRAGIST 


































rings are provided to tune the set, allowing for any dis. 
tance from the armature to the magnets. 


Multiple Broadcasting 

By the use of electrical devices known as filters it may 
soon become feasible to use one broadcasting station and its 
antenna for transmitting broadcasting concerts on several 
wave lengths simultaneously. If this can be brought about 
successfully it will solve one of the greatest problems of 
broadcasting—namely: the high cost of station equipment 
—since the overhead expenses can then be divided among 
several services. 

A filter is a combination of condensers and choke coils 
arranged so that only waves of a certain length may pass 
throuzh. All others are caught by either the condensers or 
the choke coils and shunted to one side. The undesirable 
pulsations are held in suspension like the solid matter on 
a piece of filter paper, whence comes the name applied 
to the device. 

With a station arranged for multiplex transmission a 
number of telephone lines could be led from studios, ath- 
letic fields, opera houses and public events to the one studio. 
There each incoming line could be passed through a filter 
and on out into the antenna. Each filter having been de- 
signed for a certain definite wavelength would allow only 
that wave to pass through. 

At the receiving station another filter or series of filters 
would pick up the wave which it was desired to receive and 
pass it on to the detector and amplifier. 
would be sidetracked. 


All other waves 


The possibilities of this scheme for making messages 
secret is immediately apparent. If the transmitting station 
and receiving stations are the only ones knowing _ the 
proper filter system to install it would be only by the 
merest chance that any one else would be able to hit on 
the proper combination. 


Clear Finishing Varnish 

A clear finishing varnish that is used for varnishing the 
moving parts of delicate electrical instruments where the 
capacity effects of shellac would interfere with the proper 
functioning of the apparatus is being manufactured by the 
Mitchell-Rand Manufacturing Company, 18 Vesey Street, 
New York City. The varnish is almost water white but by 
the addition of pure aniline dyes, any color can be imparted 
to it. A thin coat dries in 15 minutes. Price, 24 cents per 
one-fourth pint can in small quantities. 


Dubilier Du-Tee Replaces Crystals 

Du-Tec is a synthetic material manufactured to take the 
place of crystals for purposes of rectification in radio cir- 
cuits. It is made by a secret process and is free from all the 
objectionable characteristics of the natural crystal. 

It will not oxidize or age from exposure. It is highly 
sensitive all over and the usual tedious process of search- 
ing for a sensitive spot need not be resorted to. This syn 
thetic rectifier does not change nor is its sensitivity alte red 
over long periods of use. For best results it should be used 
with a very fine catwhisker and light contact. It comes 
mounted in a cup ready for insertion in place of the ordi- 
nary crystal detector. The price is 30 cents. Manufactured 
by the Dubilier Condenser & Radio Corporation, 48 West 
Fourth Street, New York City. 
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If you have no bookkeeper and want to know 
how much money you have; how much you owe; 
how much money is due you; how much stock on 
hand; how much stock you buy; how much you 
sell; how much it costs you to do business; how 
much profit you make; or how much you lose; and 
all other necessary facts regarding your business, 
you should employ the 


New Business Record 





An easy way of keeping your accounts 
without a bookkeeper. Everything about 
it is plain and easily understood. It con- 
sists of only eight forms, and these show 
the money taken in and paid out; the bills 
to be collected and to be paid; the 
general expense, investment and stock. 
There also is binder and memo book. 


Depend on it. It is handy, and always 
ready for you to use; it is reliable and 
accurate; it saves you time, money, and 
worry; it settles disputes and saves 
money for you; it helps you straighten 
out matters with your banker, your job- 
ber, and the tax collector; it is a neces- 
sary factor in your business. 





The New Business Record is for use by the Electragist without 
a bookkeeper. For the larger business that has a regular book- 
keeper the Standard Accounting System is recommended. Both 
are copyrighted and issued by the 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


Formerly National Association of Electrical Contractors and Dealers 


15 West 37th Street, New York City 












































Canopy Switch 
Catalog No. 311 


See other 
numbers herewith 


Cat. No. List Price Std. Pkg. Over 
$0.75 50 with Loop Hickey 
75 50 with Close 
.9O 50 with Long Tubing 


for 


_ still is going back,’’ 
someone says. Right. Progress 
is forward actively. ‘‘Arrow’’ is 
keeping ‘‘off in front’’ continually. 
Note the new numbers on this page— 
and the new features of the new num- 
bers. 


Arrow Canopy Switches are pro- 
vided with ratchet handles which turn 
backward freely without injuring the 
mechanism or working loose. 


No. 4022 


All Length Body Length Pkg. Wt. Carton 


te 28 16 10 
13 2ti 14 10 
1% 4) 20 10 


Brand new material 
the fixture trade 


The wires come in from the side. 
Space is provided so that the insula- 
tion is earried 14-inch into the switch 
body. This gives added strength to 
the wires and prevents the insulation 
from breaking at the bend. 


The handles of Arrow Canopy 
Switches are threaded to take No. 1870 
Glo-Tip. Here is some handy eata- 
log information—see illustration at 
the side. 


Canopy Switches 


Cat. No. List Price 
SII $0.75 100 with 
312 So 100 with 
313 Xo 100 with 
314 S84 100 with 
315 85 100 with 


stem 
stem 


Std. Pkg. 


stem ys inch long 12 10 
is inch long 13 10 
‘6 inch long 14 10 
34 inch long 15 10 
stem I inch long 16 10 


THE ARROW ELECTRIC CO. 
Hartford, Conn. 


“Arrows 
/ 


Qn 















RROW. 


The complete line of ] Viring Devices 




















